IDG) 


“BUYING BROADBAND 


Four retailers describe how they chose the broadband links 
between their stores and headquarters. Page 62 


HIDDEN Y2K THREAT 


Small suppliers may need help from their better-heeled 
customers to lick the year 2000 problem. Page 44 


GLAMOUR JOBS 


Techies lust after jobs at hot vendors, but 
what's it like to really work there? Page 50 
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LARRY DAVIS, 24, is well on his way to 
PM eee tu eau cm: 
- despite little hands-on experience - after 


Lan M UO R eet 


PAPER TIG 


AN MCSE IN JUST’ 
of the boot camps that promise bricklayers and auto mechanics that 
they, too, can be a Microsoft Certified Systems Engineer. Critics say 


ECOME 


[WO WEEKS!” says the come-on for one 


the value of vendor-run IT certifications has diminished because 


the diplomas are too easy to get and require more book smarts than 


practical experience. Report is on page 24. 


RIGHTS USURPED UNDER LICENSE PLAN 


Proposed rules said to 


favor software vendors 
} mation 


BY THOMAS HOFFMAN 
AND PATRICK THIBODEAU 
This week, an advisory 
mission on state laws will meet 
in Denver to vote on a software 
licensing preposal that critics 


com- 


fear will strip away many of 


the rights currently held by 


| software customers. 
Although an endorsement of 


the Uniform Computer Infor- 
Act 
the state commissioners won't 
make the law, it 
would carry a weight 
with state legislators, who are 
expected to begin voting on 
the measure this fall. 

If UCITA is endorsed by the 
state commissioners, it’s likely 


Transactions by 


proposal a 
lot of 


Fleedendsseel devel decTdasededeadibecterldbial 
RBABBIFTS HERKCAR-RT SORT##B-O52 


#48186UIZ984PB00S# AUG 99 865 


UM T 
PO BOX 984 


9118 


165 


ANN ARBOR MI 48106-0984 


ACM'S BARBARA SIMONS: Pro- 
posal “would make it easier for 
vendors to produce bad software” 
to be approved in at least a few 
Washington, 
said sources close to the dis- 


states, including 
cussions. Some states hope to 
lure software vendors to set up 
significant offices within their 
borders, “much like how com- 
panies incorporate in 
ware to take advantage 
Delaware corporate law,” said 
Cem Kaner, a advocate 

Software Licensing, page 89 


user 


| tomers 


Dela- | 
of 


COMPAQ CEO 


MUST WIN 
USER TRUST 


Capellas: Digital integration needs more work 


| BY MATT HAMBLEN 
| AND JAIKUMAR VIJAYAN 


| As a former CIO with close to 
two decades of frontline expe- 


rience, Compaq Computer 
Corp.’s new CEO may benefit 
from his information technolo- 
gy credentials. But it will take 
a Hercules to buff up Compaq’s 
back big 
customers lost over months of 
turmoil. 

That was how and 
users assessed new CEO 
Michael D. Capellas, 44, who 
from 


earnings and woo 


analysts 


was promoted Thursday 
his post 
operating 
unanimous vote by 
pag board. 

“His biggest focus will need 


as Compaq’s acting 
officer in a 


the 


chief 
Com- 


to be on rebuilding confidence 
in the company by both 
and 
Joseph Pollizzi, former presi- 


cus- 


investors,” said 


dent of the Digital Equipment 


Computer User Society. Pol- 
lizzi is deputy head of science 


and engineering systems at the 


‘NOVELL GEARS UP FOR PRODUCT PUSH 


NetWare upgrades try to 
bent Win 2000 to poneh 


BY SHARON GAUDIN 
Novell Inc. hopes to steal some 
of the thunder from rival Mi- 
crosoft Corp. by pre-empting 
the upcoming release of Win- 
dows 2000 with its own slate 
of announcements and betas 
throughout the summer. The 
barrage should start next week 
Although corporate users 


= Michael D. Capellas, 
5 44, of Houston 
” fees yted | wast week 


BC C0 oined Con Ipaq 
1998 as CiO. 
® Oracle Corp. senior vice president 
for global energy (1997-98) and SAP 
America director of supply-chain man- 
agement (1996-97) 
= @ in 1996 helped found and was man 
# aging partner of IT ilting firrn 


IS at Schlumberge 
and services firm (1981-96). 


Space Telescope Science Insti- 
tute in Baltimore 
have 

Compaq’s failure to integrate 
Digital Equipment  Corp., 
which it purchased a year ago 
for $10 billion [News, A 
1998]. 


Users fretted over 


pril 19, 
Capellas acknowledged 
and said 
Compaq, page 89 


that concern more 


said they’re looking forward 
to the new NetWare features 
and products, they also said 
Novell’s announcements won't 
necessarily distract them from 
buying in to Windows 2000. 
Most companies run heteroge- 
neous shops with Windows 
NT and NetWare running side 
by side, 

any change. 
“Oh, of course we're looking 
to get some products out there 
Novell, page 16 


and they don’t foresee 





LUTE Tr) Now, __- 


nter® can manage 
», we mean it. 
la One MP4/12 


v. They use it to 
that often 


and defeat 


VicLaren Mercedes race 

in Formula One history— 
gh Unicenter TNG’s sophisti- 
and a sisi nary 3-D 
(pan presst ure on the 


ce “~ th 1e chassis set-up, can 


(AOMPUTER‘ 
AIssociaTes 


er or Dy design 


Pir 


= be monitored and managed through 
mee) Unicenter TNG. 
By looking at this data in a whole 
| new way, the West McLaren Mercedes 
race team can now make smarter 
| decisions in less time. In a business 
= where hundredths of a second can 
| mean the world, Unicenter TNG is 
maa making a difference. 
This is just one example of how 
Unicenter TNG today is managing all 
kinds of non-IT devices for all kinds of organizations. 


Call us to find out how Unicenter TNG can help you be 
more competitive. 


Cail 1-888-UNICENTER or visit www.cai.com 


Unicenter TNG 





REAL-WORLD 
RESEARCH 


Under the guidance of Paul 
Horn (pictured), IBM Re- 
search produced chess cham- 
pion Deep Blue, the world’s 
first copper computer chip 
and the first provably un- 
breakable cryptosystem. His 
latest chailenge is to “get 
advanced stuff into the 
market sooner.” Page 68 


ERIN GO BACK 


Ireland is calling its own IT 
professionals (and our No. 2 


GILLMOR 


Red alert: Potential new laws 


would give software vendors an 
edge over you, the columnist 
warns. Page 32 
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SAP TO REVAMP packaging 
and pricing to make R/3 and 
other apps easier to buy. 


CA LAYS OUT Platinum 


integration plans. Also: why 
CA views the world in 3-D. 


USERS SUE insurance com- 


panies to recover costs of 


fixing Y2K problems. 


MICROSOFT REVERSES 


pledge not to outsource some 


services for its largest users. 


COMPAQ SIMPLIFIES 
laptop management with new 
models that share components 
and docking stations. 


MOST UTILITIES are ready 


for Y2K, with repairs and con 
tingency plans in place, a new 


report finds. 


DEFENSE LAGS other fed 
agencies in Y2K-compliance, 
including the need for missile 
agreement with Russia. 
OPINION 

ENTERPRISE PORTALS 
share the same problems as 
their predecessors 
information systems — Robert 


Scheier warns. 


INTERNET WARPS silicon 


Valley priorities into “greed on 


speed,” Allan E. Alter charges. 


MORE 


Editorial Letters 32, 33 
How to Contact CW 88 
Ghar Tank <.2....<. ..90 
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Company Index .......... 88 
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38 


38 


40 


NEURAL NETWORKS and 
predictive analysis help Stan- 
dard & Poor's target credit risks. 


ORG CHARTS are a pain to 


maintain, but intranet eases the 


work, users find. 


E-COMMERCE DRIVES 


package carriers to try to 
automate global shipping 
paperwork. 


WEB SALES FORCE auto 
mates on the cheap with Web 
tool designed for project man- 


agement. 


FORMER FEDS ADVISE 
that having good records will 
help in case of a system hack. 
OPINION 

IT COULD PLAY a key role 
in transforming the health care 
industry, Jim Champy writes. 


BIG COMPANIES may be 


overlooking the Y2K threat 
from their smaller suppliers. 


GLAMOUR JOBS or dreary 
grinds? We check out the 
workplace at four hot vendors 


QUICKSTUDY: Net present 
value can give you an advan 
tage when you have to compete 


for funding. 


CAREER ADVISER: How 


to assess a start-up’s stock 


options. 


WHAT’S IT LIKE to work in 
IT at Kendall-Jackson Winery? 
We'll tell you. 


www.comp 


58 


pe 


TECHNOLOGY = 


SOFTWARE 

USERS SAY Novell NetWare 
5.0 is a big step toward single- 
console management of corpo- 


rate IT components 


LINUX BOOMS in server 
appliances for small offices 
ind workgroups, but not in 
the traditional server market. 


HARDWARE 

LINKING HANDHELDS to 
corporate apps takes center 
stage, with tools to manage 
data and software across Palm 


ind Windows CE handhelds. 


OWENS CORNING chooses 
IBM ThinkPad 600E laptops 
over several competitors. Ws 
tell you why 

NETWORKS 

RETAILERS DESCRIBE 
why they chose ATM, frame 
relay, ISDN or satellite to link 
their stores to headquarters 
IPINION 


YOU'LL LIKE FREE broad 


band access, but free PCs may 
be bad for your Web site, Cyn 


thia Morgan says 


QUICKSTUDY: What Intel’s 
Next Generation Input/Output 
irchitecture means to you and 


your servers’ performance. 


EXEC TECH: “you get what 
you pay for” sure applies to 
Internet phones. They’re 
chez but so’s the quality 


FLASHBACK: in 1978, T1 
unveiled the Speak & Spell, 
the first gadget to use a syn- 


thesized human voice. 


uterworld.com 


“ae 
“* 


source of H-1B visas) back 
home to ease its skills short- 
age. Page 48 


THE GLIB 
PEOPLE WHO 
SAY THEY'LL 

JUST FIND 

ANOTHER 
SOURCE ARE 
NOT IN THE 
REAL WORLD 

OF SUPPLY 

MANAGEMENT: 


CINDY SIM, 
Y2K PROJECT MANAGER AT DEERE & CO 
ON THE DIFFICULTY IN DROPPING 
A LONGTIME SUPPLIER BECAUSE OF 
POTENTIAL YEAR 2000 PROBLEMS 
SEE PAGE 45 





American Express 
Opens Online Bank 


American Express Co. has launched 
a separate, online bank that will ac- 
sosits, provide free online 
and offer certificates 

of deposit and money-market funds. 
American Express Membership 
B@nking will operate as a stand 
alone business unit 


Congress Eyes 
Domain Name Dispute 


The Internet Corporation for As- 
signed Names and Numbers 
(ICANN) has raised eyebrows in 
Congress with its closed-door meet- 
ngs and its plan to charge $1 for 
domain name registrations. House 
Commerce Committee Chairman 
Tom Bliley (R-Va.) asked the Com- 
merce Department to ensure that 
the Internet's stability isn't threat- 
ened by the disagreements between 
ICANN and Network Solutions Inc.. 
which issues Internet addresses. 


ee a a 


Microsoft-AOL Spat 


Microsoft Corp. has unveiled MSN 
Messenger, its long-awaited entry 
into the instant messaging fray. The 
free product, linked to the compa- 
ny's HotMail e-mail service, was de- 
signed to connect to America Online 
Inc.'s instant Messenger. But on 
Friday morning, MSN Messenger 
users were cut off from AOL Instant 
Messenger amid reports that AOL 
allegedly wired its servers to detect 
and reject MSN Messenger users. 
AOL declined requests for inter- 


views at press time 


<anee ea oennrenon 
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Short Takes 


PROVIDIAN FINANCIAL CORP. said 
a programming error caused it to 
mistakenly charge late fees on 
700,000 bills that were paid on 
weekends. The San Francisco firm 
which has 10 million customers, 
said it processed 90 million pay- 
ments during the period in which 
the overbillings occurred. Florist 
service FTD INC. in Chicago will 
place 26,000 HEWLETT-PACKARD 

Vectra PCs in 20,000 shops 
across North America. FTD will de- 
ploy a new Mercury Wings business 
system on the Windows NT-based 
PCs via HP ProCurve hubs 


NEWS 


P Revamps Prices, 
Adds ‘Targeted 


New scheme rolls out in September; users 
say plan could better meet their needs 


BY CRAIG STEDMAN 


ustomers pay 


LOikmil, a 


at SAP. 


still ne¢ 


but they 


Big Users Mull Outsourcing 
E-mail, but Only Some Pieces 


BY DOMINIQUE DECKMYN 


ntrol 
ontrol 


IBM and Comy 


service pro 
like PSINet Inc 
phene companies like Bell 
South Corp. and GTE Cory 
} r 


vendors sucn as Critl 


ind Electric Mail ¢ 


Bundles 


able than it is now 
‘It seems a little ambigu 
* said Harold Goldberg, di 
information technol 
Bally USA Inc. in New 
lle, NY. “I'd really like to 
how they come up with 
the new pricing} formula. It’s 


going to be ach lenge my 


More Cost-Effective 


But being able to 
ware bundles tailored 
different jobs 

users do could 


prove 
much more cost-effective w ay 
to purchase SAP’s applica 
tions, Goldberg said. 

Bally Management Ltd., the 
Swiss parent of Bally USA, 
now pays for pieces of R/3 that 
it doesn’t use, Goldberg said. 
And other applications, such 
as SAP’s data 


package 
e shoemaker to buy as stand- 


warehousing 


ire too expensive for 


ilone products, he added 

“If they’re going to look at 
our business and come up with 
prices based on the t 


we're actually going to use, I’ 


i midsize business 


require only basic ¢ 


hich the vendors offer 


for $5 or less per mailbox per 


month. Large corporations ar 

to outsource their 

messaging infrastruc 

Instead, they’re more 
to outsource 

in-the-neck” aspects of 


messaging systems that are dif 


ficult to manage internally, 


said Joyce Graff, an analyst at 


Top reasons for or against 
outsourcing messaging 
Lower costs 
Improves reliability 


Improves staff utilization 


Loss of control 


Potential for hidden costs 
and unclear contracts 


Increased security risks 


Base: interviews with 54 IT executives 
at BusinessWeek Ginbal 1,000 companies 
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all for that,” Goldberg said 
Gwen Babcock, senior vice 
president of information sys- 
tems at Pacific Coast Feather 
Co., said the new 
could be helpful 
the Seattle-based pillow maker 


strategy 
if it enabled 


to buy only the specific pieces 
of SAP’s data warehousing and 
chain planning applica 


tions it needs 


supply 


But installation complexities 
are potentially “a huge red 
flag,” Babcock said. “I know 
from experience that you can’t 
always just go in and turn on 
one little thing in R/3 
ill kinds of core [modules] that 
you have to put in place first.” 

Even inside SAP, _ the 
approach still 


There's 


bundling 

pears to be “a moving ta 
said John Hagerty, 
AMR Research Inc. in Boston. 
“Every time we talk to SAP 
1 slightly differ- 
“I don’t 
think they have all the answers 


an analyst at 


people, we ¢ 
ent spin on it,” he said 


yet themselves.’ 

Tolkmit said the full System 
mySAP.com plans should be in 
place by the time of the compa- 
ny’s Sapphire "99 user confer- 
ence, scheduled for September 
in Philadelphia. 

SAP now has “a high level of 
confidence that this job is 
doable,” Tolkmit said. “The 


rest is detail and refinement.” D 


Gartner Group Inc. in Stam- 
ford, Conn. “The 3,000-person 
campus in Chicago is not the 
problem, but what about the 
three-person office in Mos- 
cow?” she said. Other services 
likely to be outsourced, ana 
lysts agreed, are so-called 
spam messages, content filter 
ing and security infrastructure 

Diana Fish, a network ad- 
ministrator at Premium Fi- 
nancing Specialists Inc., an in- 
surance premium financing 
company in Kansas City, Mo., 
said she hasn't considered out- 
sourcing her internal e-mail 
network, but might if the price 
was right. The company out- 
sources its Internet mail to Al- 
egro Inc., from which it rents a 
content-filtering service 

Jim Scott, vice president of 
information services at Liberty 
Northwest Insurance Corp. in 
Portland, Ore., said he never 
considered outsourcing e-mail 
Managing his 450 e-mail users 
is “not even a full-time job, 
and hardware costs are mini- 
mal, he said. “I would look at 
it” if an outsourcing vendor of. 
fered additional services. } 

















: At Sony, we installed 
ag FY 


‘ a developed reports myself and 
eel tom 


How does Sony Electronics put so 
many great products in the hands of 
consumers? They use WebFOCUS 
to put up-to-the-minute inventory 
data in the hands of their managers. 


WebFOCUS is a powerful Web 
reporting and analysis system that 
can access any database and platform. 
so it was easy to consolidate data. 
And it’s so productive developers 
were able to put new reports on 
their intranet in minutes. 


Gary Fischer, Data Warehousing 
Manager at Sony Electronics says, “It 
gives everyone from senior executives 
to operational staff the answers they 
need when they need them.” 


Now that’s remote control. 


www.ibi.com/sts 


infarmation 
Builders 
oY 


800-969-INFO. In Canada cali (416) 364-2760. E-mail: info@ibi.com eelennetns cies an 


WebFOCUS is a trademark of information Builders, Inc. New York, NY 


United Plans 
Full-Service 


Travel Site 


Despite pending 


shakeout online 


BY STACY COLLETT 


s 


retailer 


ate 


vel site 


1 
Wiil 


costs 


watcnh- 


veek, Buy 


iil site 
najor 
hotels, car 


It will also 


nted’ 


iailable at 


ntities are 


ition 


uirlines seil 
tory throug! 


ne.com Inc 


A July 12 Business story [“Avon 
Calls for Revamp of its Worldwide 
IT,” page 38] mischaracterized 
Avon's plans for client/server sys- 
tems and employees. Avon's plans 
include replacing its legacy sys- 
tems, standardizing on Unix hard- 
ware systems and Oracle Corp. re- 
lational databases, consolidating 
35 data centers into about 10 and 
retraining 1,300 IT employees on 
client/server, e-commerce and 


supply-chain technologies. 


| 


| 
| 
j 


Web Travel 
Site Leaders 


@ Yahoo 

e Travelocity 

8 Expedia 

© Southwest Airlines 
© Excite 

© Netscape 

@ American Airlines (tie) 
@ Delta Air Lines (tie) 
© Infoseek 

@ AltaVista 

@ UNITED 


price for an airline ticket. Unit- 
ed is taking a different tack with 
the new venture 
future 
ments with Priceline, said Unit- 


its site, but 


doesn’t rule out igree- 


ed spokesman Kurt Ebenhoch. 


Shakeout Coming 
United’s plan to enter the 
full-service online travel mar- 
ket also comes at a time when 
industry watchers warn of a 
shakeout in the market. 
A study by 


search Inc. in 


Forrester Re- 

Cambridge, 
Mass., lists nine travel sites in- 
cluding Yahoo Inc., Travelocity 
and Microsoft Corp.’s Expedia 
as “locked-in leaders” in online 
travel. Those sites will domi- 


nate the category for at least 
the next several years because 

audience reach and 
of buyers who book 
the survey predicted. 
United is in the “middle ranks” 
at No. Hl, the 


chart) 


survey said (see 
Details of the Buytravel.com 


venture are unclear; no 


joint 


decisions have been made 
about Web hosts, global distri- 
bution systems or other infor- 


mation technology issues. D 


A June 28 Business feature [“Su- 
per Recruiters,” page 56] misiden- 


| tified Beverly Lieberman's husband 
| and business partner. He is Roger 


Rowell. The story also misstated 
some facts related to Lieberman's 
“toughest hire.” It stated that the 


| ClO she found for PG&E Energy 


had gone to school and married his 


| wife in Houston, when he did nei- 


ther there. The article also said the 
CIO and his wife had wanted to 
move back to Houston, when, in 
fact, they were persuaded to return 
to Houston 


NEWS 


COMPUTERWORLD July 26, 1999 


Neural Networks, 3-D 


Highlight CA World 


But few blinded by the flash of technology 


BY SAMI LAIS 


network 
and 
3-D visualization 


EURAI 
technology 


were the sizzle at 

Computer Asso 

ciates International 
nual CA World conference last 

week. 

“The dreamers and the vi- 

will prevail,” said | 

Charles B. Wang, CEO and 
president, in his keynote 
speech. “The day of traditional 
thinking is over.” The rest of 


Inc.’s an- 


sionaries 


the conference seemed struc- 
tured to reiterate that message. 

CA uses neural network 
software called Neugents in 
the latest versions of Unicen- 
ter to analyze server use and 
network behavior. And _al- 
though Unicenter TNG has of- 
fered 3-D server views for sev 
3-D 


will become even more ubiqui- 


eral years, visualization 
tous, Wang predicted, because 
it will play an important role in 
e-commerce. 

In October year, CA 
bought and merged ViewPoint 
DataLabs International Inc. 


CA to Continue 


Users encouraged 
but still seek details 


last 


BY SAMI LAIS 


Computer Associates Interna- 
tional Inc. last week provided 
users with the anxiously await- 
ed plans for major software 
products gained in its acquisi 
of Platinum 


Inc. In most cases, 


tion Technology 
users were 
offered the choice of continu 
ing to use and receive support 
for existing Platinum tools or 
upgrading to versions of the 
tools as they’re integrated with 
CA tools. 

In other words, the Platinum 
tools will survive and be inte- 


a 3-D digital content creation 
and publishing company, and 
3Name3D, a 3-D design and 
production firm, to form CA 
subsidiary Viewpoint Digital 
Inc. in Orem, Utah. 

One of its first clients is The 
Sharper Image, for 
which Viewpoint 
provided smali 3-D 
images of products 
to post on the com- 
pany’s Web site. Af- 
ter downloading a 
free viewer, 
tomers can look at 
the 
three 


cus- 


products in 

dimensions, 

them and 
change their colors. 

Meredith Med 
land, the retailer’s Internet di- 
Web 
sites with 3-D content stay 50% 
longer than at sites without it. 
And she attributed a 
sharp revenue increase to sales 


rotate 


rector, said visitors at 


recent 


made because of the 3-D fea- 
tures. 

CA also announced the start 
of beta-testing programs for its 
Jasmine TND application de- 
velopment software. But it will 


Platinum Line 


grated, not subsumed, said Yo- 
gesh Gupta, CA’s senior vice 
president of product strategy, 
at CA’s annual conference. For 
Platinum’s BPWin 
business modeling software ex- 


example, 


plains “how my business pro- 
cess will flow,” he said. Inte- 
grated with Unicenter, it will 
“let me view my business pro- 
cess, and then we manage it.” 
Similarly, the widely used 
Platinum Autosys job sched- 
uler will be integrated with 
thus will link 
with a variety of CA schedul- 
ing tools. But it will also con- 
tinue to be offered as a stand- 
alone job management prod- 
uct, CA said. 
Members of 
Repository 


Unicenter and 


Platinum 
Group 


the 
Users 


CA’S CHARLES WANG: 
“The dreamers and 
visionaries will prevail” 


be “at least a quarter” before a 
final version will ship, said 
D.Carl Hartman, CA's 
president of marketing. 
The new version will include 

Neugents, 
| 3-D technology and repository 

technology from CA's acquisi- 

tion of Platinum Technology 

Inc. Jasmine TND offers “ma- 

jor, substantial improvements” 
over the initial Jas- 
mine product, said 
Jonathan Eunice, 
an analyst at Illu- 
minata Inc. in 
Nashua, N.H. 

But 
work 
administrators were 
looking not for the 
sizzle, but the steak. 

With a full range 
of isolated 
frame and midrange 
| tape manage, 
| Michael Gardner, data storage 

technician at United Parcel 

Service of America Inc. in Al- 

pharetta, Ga., said he just want- 

ed “a way to manage it all.” 

However, Gardner said he will 

wait until after Jan. 1 — and for 

Unicenter TND to be released 

and subsequently develop a 

track record — before making 

any moves. D 


vice 


extensive use of 


net- 
systems 


most 
and 


main- 


systems to 


(PRUG), who had been “com- 
pletely shocked” by news of 
CAs acquisition of Platinum, 
vere encouraged by what they 
learned at the conference, said 
PRUG Council 
member Craig Bell. 

CA promised to continue to 
develop the Platinum reposito- 
ries, retain key Platinum devel- 
opers and seek users’ input in 
the development process, Bell 
“But now we want to 
know the details,” he added. 

Road maps for Platinum’s 
ADvantage, data warehousing, 
enterprise performance, data- 
base management, security 
and DB2-related products are 
available at CA’s Web 
(www.cai.com). 

“Over the next three to six 
months, we'll 
tomers one-on-one” to discuss 
their use of the rest of Plat- 
inum’s 200 tools, Gupta said. D 
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You can‘t run an 


e-business 


using client/server technology. 


“SAP IS THE LEADING GLOBAL PROVIDER 
OF CLIENT/SERVER BUSINESS APPLICATION 
SOLUTIONS.” — sours: SAP war sin j 


focus on client/server applications...” 
—Source: PeopleSoft Web Site 


* semana “BAAN IS A LEADING PROVIDER OF ENTERPRISE 


BUSINESS MANAGEMENT SOFTWARE FOR AN 
OPEN SYSTEMS, CLIENT/SERVER COMPUTING 
ENVIRONMENT.” —Sowrce: Baan SEC Filing 5/4/98 


“PeopleSoft’s strategy includes a dedicated | 


“The Siebel Enterprise Applications are 
comprised of a broad range of advanced 


client/server application products...” 
—Source: Siebel SEC Filing 11/13/98 


; 


Every Oracle application—from Customer Relationship 
Management to Manufacturing and Supply Chain—runs on 


your corporate Internet and the Web. Now you know why 


ORACLE 


www.oracle.comlapplications or call 1-800-633-0739, ext. 23905 100% Pure Internet 


most e-business runs on Oracle. 





Counties to Ask Feds 
To Back Net Sales Tax 


The National Association of Coun- 
ties plans to ask Congress to re- 
quire companies to collect sales tax 
on goods sold either over the 
internet or by mail order. The group, 
at its annual meeting in St. Louis 
last week, said states are now los- 
ing more than $4 billion in sales 
tax. 

Under current law, a seller has to 
collect a state sales tax only if the 
seller has a physical presence in 
that state 


Revenue of Online 
Travel Service Climbs 


Travelocity.com last week said it 
recorded $301 million in sales for 
the first half of the year, topping the 
$285 million in sales it generated 
last year. And, for the week of July 
16, the Fort Worth, Texas-based 
online travel service said it garnered 
a record $17 million in revenue. The 
company, which is owned by Sabre 
Group Inc., didn't say whether it 
was profitable. 


Stock Network Debuts 


Fidelity Investments and The 
Charles Schwab Corp. are joining 
with two financial services firms to 
create an electronic communica- 
tions network (ECN) 

ECNs allow stock trading outside 
conventional exchanges and mar- 
kets such as the New York Stock 
Exchange Inc. or Nasdaq Stock 
Market Inc. Launching the venture 
with Boston-based Fidelity and 
Schwab in San Francisco were 
Donaldson, Lufkin & Jenrette, and 
Spear, Leeds & Kellogg, both in 
New York. 


Short Takes 


A FEDERAL COMMUNICATIONS 
COMMISSION working paper says 
the success of the Internet hasn't 
been an accident but rather the re- 
sult of decisions by federal officials 
to not regulate it. . . . Internet serv- 
er and e-commerce software prod- 
ucts from SUN MICROSYSTEMS 
INC. and NETSCAPE COMMUNICA- 
TIONS CORP. will be rebranded 
under the name iPlanet. 


Property Insurers May 
Face Y2K Suit Barrage 


GTE, Xerox wield ‘sue-and-labor’ clause in 
controversial bid to recoup bug fix costs 


BY THOMAS HOFFMAN 
FEW well-known 
companies, 
cluding Xerox 
Corp. and GTE 
Corp., have filed 
lawsuits against their property 
insurance companies in an ef- 
fort to recoup hundreds of mil- 
lions of dollars in year 2000 


in- 


remediation costs. 

The companies are trying to 
recover those costs under a 
provision in their property in- 
surance policies known as a 
“sue-and-labor” clause. Under 
that section of a policy, cus- 
tomers can file claims to re- 
costs used to 


trieve protect 


property in the face of immi- 
nent damage (see chart). 

Some legal experts and Y2K 
pundits said plaintiffs like GTE 
have If one court 


may a case 


Corporate Y2K Chiefs Say They're Ready... . | 


... It’s the rest of 
the world they 
worry about 


BY PATRICK THIBODEAU 


George Surdu, Motor 


Ford 
Co.’s Y2K manager, confident 
ly outlined Ford’s repair effort 
last week before a U.S. Senate 
the 


year 2000 problem. But when 


committee investigating 
ig the global 
act of Y2K on Ford, Surdu’s 


onfidence ebbed. 


ame to assessi 


“The interdependency of the 
entire supply chain does repre- 
sent the greatest risk to Ford,” 
Surdu acknowledged. Extend- 
ed 


such as elec 


infrastructure failures = 


tric, gas or water 
in one of the foreign countries 
in which the company operates 
could 
he said. 
Ford, Philip 
Praxair Inc. and some of the 
other companies that testified 


before the week 


affect manufacturing, 


Morris Cos., 


Senate last 


sides with GTE or Xerox, “it 
could become a groundswell” 
of litigation, Robert 
Carter, an attorney and partner 
at McKenna and Cuneo LLP in 
Washington, who has written 
an article about the topic that 
will appear in the September 
issue of the ABA Journal. 
Others argue that a sue-and- 


said 


labor clause is intended for in- 
surance customers to recover 
costs spent to avoid expected 
losses, the 


“boarding up windows before 


such as costs of 


a hurricane,” said Tom Brun- 
ner, a partner at Wiley Rein & 
Fielding, a Washington-based 
law firm that’s 
American Guarantee, the in- 
surer named in the Xerox suit. 
As might be expected, insur- 
ance companies are fighting 


defending 


the lawsuits and claims vigor- 


obviously are proud of their 
Y2K efforts — and didn’t mind 
boasting about them. 

But those companies also 
made it clear that the 
2000 problem isn’t entirely in 
their control. 

For instance, 
company’s best efforts to assist 
and educate suppliers about 
Y2K, Kevin Click, who heads 
Philip Morris’ Y2K effort, said 
700 of the company’s 6,000 


year 


despite his 


“highly critical” business part 
ners are likely to suffer year 
2000-related failures. 

Most of those troubled sup 
pliers are overseas, and some 
“hadn't heard of Y2K until we 
briefed them,” Click said 

None of the corporate Y2K 
chiefs disputed the U.S. State 
Department’s grim  assess- 
international Y2K 
readiness. “The global com 
munity is likely to experience 
some Y2K-related failures in 
every sector, country and re 
gion,” Jacquelyn Wil- 
liams-Bridgers, the State De- 
partment inspector general, 


ment of 


said 





: JUST THE FACTS 
Sue-and- 
Labor Clause 


Example of a “sue-and-labor” clause 
in a property insurnce policy 


In case of actual or imminent 
loss or damage, it shall be lawful | 
and necessary for the Insured, 
their factors, servants and as- 
signs, to sue, labor and travel for, 
in and about the defense, safe- 
guard and recovery of the prop- 
erty insure hereunder... 


ously. The day before Xerox | 
sued American Guarantee on | 
July 2 for the $183 million 

Xerox has spent to repair and | 
replace some of its own com- 
puter systems, the insurer filed 





its own suit against Xerox in | 
New York. American Guaran- 


tee’s lawsuit charged, among | 
other things, that Xerox’s claim 
“was very late,” Brunner said. | 

law in New | 


Under state 


who also testified last week 

Disruptions in global trade | 
are likely, she warned. 

Philip Morris’ contingency 
plans include stockpiling raw | 
materials and finished goods, | 
especially coffee and cocoa | 
beans. It’s developing work- | 
around contingency plans with | 


| 


suppliers and is moving fin- 


ished products through the | 


ie era 
Bee i be 


PHILIP MORRIS 
COS. 


OUTLOOK 


AHOLD USA 


| rox, 
| must notify its insurer of a po- 
| tential loss within 60 days. 
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York, where American Guar- 
antee filed its suit against Xe- 
an insurance customer 


Xerox started Y2K work in 
1993 but didn’t begin its Y2K 
remediations until 1996. Xerox 
didn’t file a claim against 
American Guarantee until 
March 17, 1999. 

Had Xerox’s legal team ex- 


| amined the insurance policies 


when the company’s year 2000 
project began, “they might 
have been in a better position 
to collect on this insurance 
policy,” according to a report 
written on the topic by Giga 
Information Group Inc. in 


| Cambridge, Mass. 


The year 2000 liability legis- 
lation President Clinton signed 
into law last week (Briefs, page 
14) may also help insurance 
firms defend against sue-and- 
labor lawsuits, said Jeff Jinnett, 
a New York attorney. For ex- 
ample, Section 9 of the new 
law puts the onus on plaintiffs 
to prove their damages. “My 
sense is that this [provision] 
may benefit the insurers,” said 
Jinnett, who typically repre- 
sents insurance companies in 
those types of lawsuits. D 


supply chain to bring them as 
close to the consumer as possi- 
ble, Click said. 

Ahold USA Inc., the fourth- 
largest grocer in the U.S., be- 
lieves there’s a “real risk” of 
year 2000 disruptions in the 
grocery industry, said Patrick 
Roberts, senior vice president. 
But the company is looking for 
alternative suppliers, he said, 
and already has a “significant 
inventory” of spices, sugar, rice 


| and other products produced 


overseas. D 


Expects 700 of its 6,000 “highly critical” business 
partners to suffer Y2K failures. 


The fourth-largest grocer in the U.S. says it has 


enough inventory of international products, such as 
spices, sugar and rice, to provide a Y2K buffer. But it 
worries that media reports could prompt panic buying. 


FORD MOTOR 


Most worried about extended infrastructure failures, 


such as electric, gas and water, in foreign nations. 


PRAXAIR 


The largest industrial gases company in North and 


South America says it expects that some production 
plants will likely experience temporary interruptions 
of power and other utilities. 


Se Deo he 
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Nortel Networks™ introduces Inca” next-generation Interne 


changing the way businesses communicate by bringing the we 


together as only we can. This next era of networking 
portfolio based on our Internet Communi 


open standards. Whether you're evolving your current network o NOR I 2 L 


from scratch, our Inca solutions will work for your business. ome together with ETWORKS 
the one company with the experience and expertis deliver next-generation I 4 


Internet telephony today. Nortel Networks. www.nortelnetworks.com/3YJA How the world shares ideas. 
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NEWS 


Microsoft Turns to EDS for Installation, Integration Help 


BY SHARON GAUDIN 


installations, 


help was coming di- 
he compz 


an interview 


888.737.7271 


but 


iny 


some | month, a Microsoft spokesman 


said the company was focused 
on handling service 
in-house. But 


last | customers 


1 Staff that’s not properly t 


company’s IT 


week, the company explained 
that it doesn’t consider instal- 
lation and integration to be a 
service issue and that it is look 


managing 


are, your 


ystems are something less than efficient. 


reSOURCE PARTNER simplifies your total | 


1 by providing comprehensive data cente 


application management 


single point of contact. At reSOU 


geliver seamiess, € 


reSOuURCE 
MRPARTNER 


EDI and network services... 


CE PARTNER, 


}-to-end outsource solutions 


www.resourcepartner.com 
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ing to its Electronic Data Sys- 
tems Corp. alliance as another 
way to help customers. 

Last week, Microsoft an- 
nounced an enterprise support 
alliance with EDS, a giant in 
the systems integration field. 
The deal calls for Microsoft to 
train 7,000 service personnel 
for EDS, pass on to EDS large 
users with installation or inte- 
gration needs for a variety of 
products and give EDS access 
to early software. The deal also 
will take some of the support 
strain off Microsoft, which is 
already stretching its support 
division with — stated 
promises to “delight” and care 
for customers. 

“It’s always better when you 
get information and help right 
from the vendor,” said Ruddy 
Jabbour, an integration labora- 
tory manager at General Mo- 
tors Acceptance Corp., the fi- 
nancing arm of General Mo- 
tors Corp., in Detroit. “We deal 
with EDS a lot, and I’m sure 
they’re capable. It’s just good 
to deal with the people who 
developed the application.” 


new 


More Support Planned 

Earlier this summer, Micro- 
unleashed a_ three-year, 
five-stage program designed to 
bolster its service and support 
efforts, long named as a top 
complaint among large corpo- 
rate users [News, June 21]. The 
program includes hiring addi- 
tional support personnel, pro- 
viding more in-depth training, 
including mentoring, and han 
dling more 
calls for service in-house. 

The new partnership with 
EDS could mean extra hands 
on deck to help companies in- 
tegrate Microsoft’s upcoming 
Windows 2000 operating sys- 
tem. Windows 2000 is expect- 
ed to have two to three times as 
many lines of code as its prede- 
cessor, Windows NT 4.0, and is 


soit 


large customer 


generally expected to be one of 
the industry’s toughest installs. 

“Windows 2000 is going to 
have a huge impact. Active Di- 
rectory is going to have a huge 
impact,” said Neil MacDonald, 
a vice president at Gartner 
Group Inc. in Stamford, Conn. 
“Microsoft 
vice, and Windows 2000 is go- 
ing to make that worse. They’re 
looking for some help.” 

Todd Richter, a PC specialist 
at Baystate Health Systems in 
Springfield, Mass., agreed. “Pro- 
vided they know what they’re 
doing, I will just want someone 
to help me,” he said. D 


needs more ser- 





Why are so many 
businesses choosing SAP 


and IBM DB2 software? 


SAP and DB2 software 
easily extend into 
e-business capabilities. 
So he'll not only 
benefit, his on-line 


customers will too. 


With SAP and DB2, 
she gets more 


for her money 


His system needs 
to work 24 hours a day. 
That way he only 


has to work eight. 


] 79 


In today’s global marketplace, you need 24-hour 


rive you a database and application w 


have teamed up to 


the world. With SAP business software and IBM®DB2 


Information 1S easier 


platforms and enjoy Web-based access from virtually any 


time among employees, customers and even supphie 


increase overall efficiency. So, if you want your | 


For more information on SAP 


SAP and DB2. Work 


wccess TO Y 


dat 


You can store multiple types of data 


‘rs. Th 


yusSINnes 


His company’s revenue 

is under $100 million 

Over one-third of SAP 
installations are for 


businesses just his size. 


80% of the 


Fortune 500 rely on IBM 
data management 
software. And if it’s good 
enough for them, it’s 


good enough for her. 


Her company runs on 
the IBM OS/400 platform 


Oracle doesn’t. 


ition to compete. So IBM ar 


company s inform 


ith unsurpassed reliability and accessibility from an 


ibase management software, your job is easier because 


r UNIX? OS/3902 OS/400" Windows NT ot 


\ ere. You'll also get the power to share information 


] 
of information helps improve inventory control 


s to run smoothly all the time, it’s time for SAP and | 


and DB2, visit www.sap.com/db2. 
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Sompaq Notebooks 
Ease Upgrade Path 


New models offer interoperable drives, 


more compatibility to aid system managers 


BY MATT HAMBLEN 
Computer 


today will 


igned [to ease 
ment and lessen 
rades for corpo- 
technology 

ive interoy 

1 other com 
ith existing 
stations. IT 


for 


Compaq 


25.000 work- 


WebSphere Version Designed to Link Back- 


BY DAVID ORENSTEIN 


S opti- 
er con 
the new 


IBM's 
ation 


transact 
f older 
back end. The 
sions of WebSphere, Advanced 
and Standard 


systems <¢ 
lower-end ver- 
focused more 
narrowly on new development 
in smaller environments. 

The product's ability to gen- 
code that will allow the 


erate 


a significant total cost of own- 
I Mark 


ership said 
James, Nike’s director of IT for 


savings,” 


global product creation. 


Three Models 
One source of the savings: 
Nike will 


software 


need to load only one 
image for all the 


Compaq laptop models, in- 


stead of several for different 


“We found Compaq 
that 


models 
very understanding of 
need,” James said 

The new laptops in the Ar- 
mada line range from a light- 
weight, 3-lb. road warrior mod- 
el, the M300, to a higher-per- 
formance model designed for 
M700. At the 


high-performance end, the 8 


mobility, the 


lb. E700 will feature ease in ex- 
pandability for software de 
and engineers (see 
They're scheduled to 
ship in two weeks 

Compagq is consistently ranked 


he top tier of vendors with 


server to handle 


and even 
back 
ends such as IBM’s CICS and 
IMS a 


beta 


undo transactions on 
Oracle is crucial to 
William 
nior architect at Country Cos. 


in Bloomington, Ill. The 


user lahm, se 
§ insur 
more than | million cars 


er of 


data on 


Big Blue Software 
At its Solutions 99 Confer- 
ence in Las Vegas, IBM an- 
nounced a smattering of new 


software that links disparate 
corporate systems: 


nd 500,000 lives has 


SecureWay: Version 4 now has 


SSL and LDAP support 


SmaliTalk: Version 5 includes 
Web integration, Java interoper- 
ability and better support for pop- 
ular servers 


the best-selling laptops, along 
with IBM, Toshiba Corp. and 
Dell Computer Corp. 

Analyst Randy Giusto at In 
Data 
Framingham, Mass., said the 
fact that the new models have 
common hard drives and CD- 
ROM drives should mean few- 
er headaches for IT managers 


ternational Corp. in 


when those parts need to be re- 
placed. Moreover, common el- 


ements will lower Compaq’s 
production costs, a savings 
that will be passed on to buy- 
ers, Giusto said. 

Paul McAfee, a senior infor- 
mation analyst at GTE Inter- 
networking Inc. in Cambridge, 
Mass testing 
M700s and said the new ma- 


chines’ ability to use existing 


has been two 


docking stations “is very im 
portant.” 

GTE 
matically replaces all 3,000 of 


Internetworking auto- 


its laptops every 18 months as 
an attempt to lifetime 
ownership costs, McAfee said. 
The company plans to upgrade 
with all new 
models, rolling out 
month. D 


lower 


three Compaq 


300 per 


Three New Compaq Armada Laptops 


Name: M300 
Price: Starts at $1,999 


Features: 3 Ib. (5 lb. with Mobile Expansion Unit); 
11.3-in. screen; 333-MHz Pentium II or Celeron 


processor 


Name: M700 


Price: Starts at $3,299 
Features: 4.8 Ib.; 14.1-in. screen; 366- or 400-MHz 
Pentium II processor 


Name: E700 
Price: Starts at $4, 


Features: 8 Ib.; 14.1-in. screen; 400-MHz Pentium II 


processor 


IMS 


forms 


VSAM 
and 


and OS/2 


has strugs 
manually integrate them 

“I wish you could see how 
worked — how 


we've many 


man-hours and how much 


money we have spent — trying 
to integrate together all our 
silo systems,” he said 

is using Web- 
Web 


based rate quote generator for 


Country Cos 


Sphere to prototype a 
car insurance. The application 
about the 
driving 


calls on data cus 


tomer’s g records, car 
history, personal history and 
credit, Hahm said 

But several users at the con- 
ference who didn’t use the 
product in beta said providing 
such extensive interoperability 
seemed like a tall order that 
they would need to study 
more. 


The South Bend, Ind., land- 


End Systems 


ing systems and aircraft en- 
gines unit of manufacturing gi- 


ant AlliedSignal Inc. has been 
using IBM’s MQSeries messag- 
ing middleware to integrate 
back team 


Thomas 


ends, 
Philbin 
“What I would love would be 
to have an application server 
like WebSphere that could ac- 


cess the back end systems,” he 


numerous 


leader said. 


said. “[But] it’s a fairly compli- 
cated product.” 

Analyst Thomas Dwyer at 
Aberdeen Group Inc. in Boston 
singled out WebSphere Enter- 
prise Edition for praise in a re- 
“Based on 
IBM’s historical strengths in 


port last week. 
solving transaction-processing 
problems for the very largest 
enterprises and most complex 
environments WebSphere 

. will be an industry-leading 
implementation,” Dwyer said. D 
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‘IBM Unveils 
‘Upgrade for 
E-Storefronts 


Net.Commerce 3.2 
features are better 
for managing sites 


BY CAROL SLIWA 
Gearing up for the holiday re- 
tail rush, IBM last week an- 
nounced plans for an upgraded 
version of its Net.Commerce 
software, which helps compa- 
nies build 
fronts. 
Net.Commerce 3.2, due at 
the end of August, promises 
better performance and scala- 
bility thanks to dynamic page 
caching improvements, CPU 


electronic store- 


utilization and database access 
efficiencies and more selective 
handling of encrypted data, 
said Karl Salnoske, IBM’s gen- 
eral manager of e-commerce 
products. 

The 


site, a 


Victoria’s Secret Web 
Net.Commerce beta 
is anticipating a per- 
formance boost of at least 50%, 
said Frank 
vice president at The Limited’s 
technology services, which 
manages the site. 

Companies that want to get 
the upgrade before August can 
start with Version 3.1; taking 
the additional step to 3.2 won't 
be difficult, Salnoske said. 

In connection with the 
Net.Commerce 3.2 release, 
IBM also plans an upgraded 
Catalog Architect 3.2 tool fea- 
turing support for Extensible 
Markup Language (XML), to 
help companies and 
manage their Web-site content. 

XML tags will make it easier 
for companies to export and 
import catalog content and re- 
purpose the information for 
multiple uses like print adver- 
tising or a CD-ROM catalogs. 

Equally important will be 
IBM’s partnerships with con- 
tent-management companies 
such as Interwoven Inc. and 
OnDisplay Inc., said Yankee 
Group analyst Steve Robins 

IBM’s Net.Commerce Start 
version costs $4,999. The Pro 
version, featuring Catalog Ar- 
chitect and more advanced 
functionality, costs $19,999. D 


tester, 


Giannantonio, a 


create 
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Suddenly, e-commerce is on everyone's horizon. | , 


There’s no history: No training. Nothing but opportunity. And Great Plains is here to lielp. With a 
solution today that contpletely and seamlessly integrates yourdnternet storefront with your back oflice GREAT a NS 
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you'll get a good idea of how we can help you. Visit www.grealplains.com/ecommerce. SEE FURTH ER 
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Clinton Signs V2K Law | 


Calling it “extraordinary and time- 
limited legislation,” President Clin- 
ton last week signed the year 2000 
liability-limiting bill into law. The 
new law sets a 90-day cooling-off 
period before litigation can com- 
mence, and applies only to Y2K fail- 
ures that occur before Jan. 1, 2003. 


Telcos OKin YOK Test 


AT&T Corp. and BellSouth Corp. 
said they have successfully tested 
their private business lines for year 
2000 compliance. Airlines, univer- 
sity campuses, financial institutions 
and gas companies are among the 
businesses that use private lines. 


BC Gas Adds 
Web Services 


BC Gas Inc. in British Columbia has 
added Web-based customer infor- 
mation services for its 750,000 
utility customers in western Cana- 
da. The $10 million project, which 
includes software from New Zea- 
land-based Peace Software Interna- 
tional, allows customers to access 
billing, utility usage and support 
information online. 


Short Takes 


EQUIFAX INC. and LYCOS INC. said 
they plan to launch a service to let 
users access their credit informa- 
tion over the Internet. The site will 
offer users their credit profile infor- 
mation and a monitoring service to 
alert them to activity in their credit 
profile. . .. PALM COMPUTING INC 
has introduced an entry-level orga- 
nizer, the Palm Ille. It costs $229. 
. . Children's apparel retailer 
GYMBOREE CORP. said it will re- 
launch its Web site this fall, tailor- 
ing it to specific age groups, demo- 
graphics and geographies using 
BLUE MARTINI SOFTWARE's elec- 
tronic-merchandising system. . . . 
LOTUS DEVELOPMENT CORP. has 
released the S/390 version of 
Domino RS5. . .. MICROSOFT CORP 
has released a beta of Service Pack 
6 for Windows NT 4.0, available to 
technical beta sites. . . . PRICE- 
WATERHOUSECOOPERS will supply 
the AUSTRALIA DEPARTMENT OF 
FINANCE with human resource pro- 
cessing services under a three-year 
agreement. 


Utilities Y2K-Ready, 
Industry Group Says 


One in five power suppliers still face tests; | 
some contingency plans rely on telephone 


| BY STACY COLLETT 


HE NORTH Amer- 
ican Electric Relia- 
bility 
(NERC) is expect- 


ed to report next | 
| month that almost all utility 
and | 
Canada are ready for year 2000. 


companies in the US. 


The report, to be presented 


Aug. 3 to the U.S. Department | 
| of Energy, 


“will show 


Logistics Software Vendors 
Try Per-Transaction Charges 


Tee 


| Syntra provides that its fees will 
| be renegotiated when transac- 


Xerox unit among 
first to test service 


BY CRAIG STEDMAN 

Some vendors of global logis- 
tics software are putting a new 
twist on application hosting: 
charging users by the drink. 

Instead of paying a 

monthly or annual fee to ac- 
cess the logistics applications, 
which help manufacturers and 
retailers process product ship- 
ments to foreign countries, 
users who sign up for the new 
hosting would be 
billed a small amount for each 
transaction they run. 


set 


services 


New York-based Syntra Ltd. | 
pay-as-you-go | 


announced a 


hosting service this month, 


with charges of about $1 per | 
transaction. NextLinx Corp. in | 
Silver Spring, Md., plans to | 


launch a similar offering later 


this year, though it will also of- | 


fer more typical, subscription- 
based pricing. 

The transaction-based ap 
proach could make it hard for 


companies to budget what they | 


expect to spend to use the soft- 

ware, creating the potential for 

unpleasant billing surprises. 
But the concept appeals to 


| users such as Xerox Corp.’s 


document 
vices group. 


Management ser- 


| remediated,” said John Cas- 
Council 


that | 


more than 99% of electric 


companies are fully tested and | 


tagna, spokesman at the Edi- 
son Electric Institute, a Wash- 
ington-based 
that worked closely 
NERC on the report. 
Despite the report’s rosy bot- 
tom line, there’s still work to 
do: At least 20% of utility com- 
panies still have year 2000- 


with 





industry group | 


compliance testing that can’t 
be finished until their plants 
are shut down for routine 
maintenance later this year, 


said Gerry Cauley, NERC’s 


| Y2K program coordinator. 


Companies with unfinished 
testing or other year 2000 work 
still will appear on a list of Y2K- 
ready utilities, Cauley 
“They went through thousands 
of items, but there’s one, two or 
three things left. From a NERC 
perspective, they’ve done what 
we've asked them to do,” he 
said. 

All utility companies were 


said. 


| Stamford, Conn.-based Xerox. 


Transaction-based fees map 


| the way Xerox charges the 
| companies it works for, making 
| it easier to pass along the costs 
| of using the Syntra software, 


Serrao said. 


Application 
Hosting 


What it is: Software vendors or applica 
tion service providers run applications and 
1g access via the 


twork 


rent them to users, f 


Web or a wide-area n 


How widespread it is: Vendors are rush 

ng to offer hosting services, but most users 
espe 

tire-kicking mode 


lly large companies — are still in 


Pros and cons: Potential reductions in IT 
costs are the big draw. But issues such as 
erformance and how to 

s haven't been resolved 


ustomize app! 


To protect against spiraling 


costs, Xerox’s contract with 


tion volumes reach a specified 
level, he added. 

DHL Worldwide Express, 
which is evaluating global lo- 


| gistics software, is also interest- 
ed in transaction-based host- | 


ing, said Michael Comstock, se- 
nior vice president of e-com- 
merce and planning at the Red- 
wood City, Calif., package-de- 


| livery company. 


For small companies that 
don’t make many overseas 
shipments, paying by the trans- 


} action could be a very cost- 


The Xerox unit, which dis- 
tributes _ training 
product documentation 
other materials for more than 
7,000 companies, is 
Syntra’s software for use in an 
upcoming system that will let 


its clients order documents via | 


the Web. 


manuals, | 
and | 


testing | 


effective way to use the soft- 
ware, Comstock said. 
Transaction-based _ pricing 
“is an ideal model” for those 
kinds of users, agreed John 
Fontanella, an analyst at AMR 
Research Inc. in Boston. But 
the vendors may have a hard 


time making that approach 


| work financially, he added. 


| Screen Buyers 


Foreign buyers have to be | 


screened to make sure they can 


legally receive the materials. | 
But letting Syntra host the ap- | 


plication would free Xerox 


dates of government regula- 


tions, said Peter Serrao, chief | 
technologist for off-site docu- | 
| the company’s president. B 


ment management services at 


Global Technology Services 
Ltd. in Little Silver, NJ., is one 


vendor that tried and gave up. | 
transaction- | 
based hosting service in 1996 | 
| but switched to subscription 
from having to load daily up- | 


It launched a 


fees last year after users asked 


for “one simple number that | 


was fixed and could be put into 
a budget,” said John Motley, 
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| asked by NERC, a Princeton, 
| NJ.-based industry group, to 


submit contingency plans with 
their Y2K testing statuses by 
June 30; most of the 250 largest 
complied, Cauley said. 
Castagna said two or three of 
the utilities that aren’t year 
2000-ready are so-called “bulk 
suppliers,” which produce elec- 
tricity for large regions of the 
country and sell it to smaller 
utilities. Those companies have 
identified the steps needed to 
reach full compliance, he said. 


Domino Effect 

The last-minute fixes have 
some industry watchers cau- 
tioning about potential weak 
links in the power grid. “The 
grids are interconnected. The 


| real question isn’t so much unit 


testing, but if one member of 
the grid screws up, what’s going 
to happen to the others?” asked 
Chris Alvord, a utilities consul- 
tant at American Management 
Systems Inc. in Fairfax, Va. 

Castagna and Cauley said 
there are no “black holes” in 
the power grid. 

Atlanta-based Southern Co., 
a bulk energy supplier and par- 
ent firm to five Southeastern 
utility companies that serve ll 
million customers, will rely 
heavily on telephones as part 
of its Y2K contingency plan if 
the computer systems fail at its 
Power Coordination Center in 
Birmingham, Ala. 

“People at each plant will 
call in data and enter it manual- 
ly,” said Southern spokesman 
Mike Tyndall. If the phones 
don’t work, it will have to rely 
on walkie-talkies, he said. D 


JUNE 30 


All North American utili- 
ties were to submit Y2K 
status reports and contin- 
gency plans to NERC 


AUG. 3 


NERC will present a utili- 
ties industry Y2K-readi- 
ness report to the U.S. 
Department of Energy 


SEPT. 8-9 

NERC will hold a North 
America Y2K drill to 
rehearse, under simulated 
conditions, key portions 
of the utilities’ contin- 
gency response plans 
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NEWS 


GTE to Standardize 
On PC Docs Tools 


Hopes to end version-control glitches 


BY DOMINIQUE DECKMYN 


Loronto- 


Number Two 


PC Docs is a close second to 
Documentum in the document 
management market 


1998 WORLDWIDE SALES 


Documentum $82.3M 
PC Docs/Fulcrum $76.23M 


FileNet $66.04M 


will put an end version 


caused by 


problenis 
documents to 


GTI 


lits rollout plans 


isers routing 


j 
another Dy e-mail 


but said its information tech 


nology department is using 


Docs Open to solve version 
control problems in software 
development projects 

The 
stalled in 


software is being in 
GTE depart 


expected to 


four 
ments and is 
reach 1,500 users before a year 
2000 moratorium on new de 
ployments takes effect in Octo 
ber. CyberDocs is server soft 
ware that allows remote 
browser access 

The 
when enterprises are hesitant 


deal comes at a time 
to commit to major document 
management rollouts because 
of activity in the market, said 
Alan Weintraub, an analyst at 
Gartner Group Inc. in Stam- 
ford, Conn. 

Lotus Development Corp. in 


CERT Warns of Buffer Overflow Unix Bug 


interface 


Companies urged to use vendor patches 


BY ANN HARRISON 


( 


vendor 


he daemon 

amed rpc.cmsd 
directories. Access 
ot privi 

isd daemon is 
tributed with the 
Common 


Desktop Environ 


ment (CDE), a Unix graphical 


Vehicle-Fleet Wireless Server 


BY MATT HAMBLEN 


CA Unicenter 
used for 


wire- 


less vehicle-fleet man: 


The 


managers to monitor variables 


gement 


unit will allow fleet 


such as the car’s location and 


oil pressure over a wireless 


network, officials at the two 
companies said 
The unit, 


wireless in-car 


called the CP2100, will be beta- 
tested with several U.S. rental 


] 


car and leasing companies lat- 


er this summer, said J. P. Cor- 


riveau, senior vice president of 


advanced technology at CA. 
The unit, which is about the 
size of a hardcover book, con- 
the car’s own internal 
sensors but also has an inter- 


nects to 


face that would give a driver 
using a laptop e-mail and Web 
access, said officials at Cell- 


Port in Boulder, Colo. BD 


user specification, 
and OpenWindows. A daemon 
runs 


program continuously 


and forwards requests to other 
programs. 

Houle said affected sites re 
that 
used the vulnerability to install 


ported intruders have 


tools that provide backdoors 
into systems for future access 
or tools used to attack other 


systems or to insert network 
sniffers that snare passwords 
CERT, 
Carnegie Mellon University in 
Pittsburgh and funded by gov- 
ernment and private sources, 
said software systems poten 


tially affected by this bug in 


which is based at 


clude the following: 
gs Products 
Hewlett-Packard Co. using the 
CDE are being devel- 
oped, according to CERT. 

ws SCO UnixWare 7, developed 
by The Santa Cruz Operation 
Inc. (SCO) in Santa Cruz, Calif 
CERT said SCO is providing 


developed by 


Patches 


information and patches at 
www.sco.com/security. 

w Patches for OpenWindows 
running on several SunOS ver- 
sions developed by Sun Mi- 
crosystems Inc. and CDE ver- 
sions are available at http: 
sunsolve.sun.com. D 


Mass., now offers a 
low-priced product 
and Mi- 


crosoft Corp. is expecte dtoen 


Cambri 

relatively 
called Domino.Doc, 
ter the market soon, Weintraub 
said. Domino.Doc costs $9,500 
per server and $43 per desktop; 
Open 
$380,000 for 100 users. 


Docs costs about 
DiFrancesco, sys- 
GTE and 
project leader for the PC Docs 


GTE 


Ginger 
tems consultant at 


implementation, said 


has “many small pockets” of 


COMPUTERWORLD July 26, 1999 


management, in- 
cluding Lotus Notes databases 


document 


and several systems, varying 
from just a few to several hun- 
dred users. 

GTE 
what other products it consid- 


declined to discuss 
ered or the value of the deal. 
The two most widely used 
methods for 
ments at GTE are shared direc- 
and 
of documents, 


sharing docu- 


tories e-mailing copies 
according to 
DiFrancesco. DB 


NetWare Release Dates 


Novell Inc. is getting ready to roll out new products and a series 
of beta tests this summer. Here’s what’s in store: 


= The next release of NetWare, code-named Cobra, is due to | 
go into closed beta before the end of this month 


= New NetWare clustering services are slated to go into beta | 
testing before the end of this month ' 


Continued from page I 


Novell 


before [Windows 2000 ships],” 
said Brian Faustyn, Novell’s di- 
rector of product marketing 
NetWare 
pic k up releases heav ily in late 
summer and September and go 
from there.’ 


for “You'll see us 


“It’s sounding really good for 
Matt 


manager 


Rice, a senior 
at © 


bridge, Mass.-based U.S. Trust 


us, said 
network am- 
Corp., a $6 billion bank with 87 
branches. “Microsoft might tell 
us they are delivering some- 
thing, and who knows if they 
will? Novell has been deliver- 
ing. I'd like to see what they're 
coming out with.” 


Cobra Strikes 


Faustyn said Novell will 
start a limited beta test of the 
next release of NetWare, code- 
named Cobra, by the end of the 
month. NetWare’s first foray 
beyond file and print will be 
able to handle Web applica- 
tions. 

The version, which 
probably will be a dot upgrade 
to the NetWare 5.0, 
features support for the Web 
protocol HTTP and for Oracle 
Corp.’s Oracle8i database, as 
well as front page extensions. 

Users are eager to expand 
NetWare’s uses but generally 
said they won’t be dropping 
Windows NT for a new appli- 


new 


current 


cation server, simply because a 
good percentage of applica- 
tions are written for Windows. 

“There’s not too many ven 
dors out there, except Oracle, 
writing applications for Net- 
War Whitaker, 
architecture and design engi- 
neer at Nextel Corp. in Atlanta. 


“A great server isn’t so great 


said James 


without applications.” 
Next on Novell’s 
multiprocessing 


NetWare optimized on eight 


list is a 


version of 


way boxes. The upcoming ver- 
Six Pack, 
doesn’t have a beta or a ship 
date yet. 
Both new 
Ware are positioned to help 


sion, code-named 


versions of Net- 


Novell’s operating system go 
head-to-head with NT, which 
doesn’t offer NetWare’s stabili- 
ty or scalability but does have 
more applications written for 
it. And with the still-to-be-re- 
leased Windows 2000 promis- 
ing greater multiprocessing ca- 
pabilities, Novell is eager to 
stay ahead of that game. 

Also before the end of this 
month, Novell 
will be going into the third beta 
with its new network cluster- 
ing services. He declined to 
specify a summer ship date or 
the other announce- 
ments and shipments that will 
be coming before the fall. D 


Users say NetWare 5.0 is a big step toward 
easier management of IT infrastructure, see 
page 58. 


Faustyn said 


reveal 





Introducing CYA for ¥2K 


According to the 
Chairman of the U.S. 
Senate Year 2000 
Committee, “It doesn’t 
matter if every computer 
in the country is Y2K- 
compliant if you can’t 
plug it into something.” 
That something is clean, 
reliable power. 


Servers, PCs and the equipment 
that ties them all together are 
exposed to the risks of Y2K out- 
ages. In fact, a recent survey 
found network installations with- 
out UPS protection on their inter 
networking equipment experi- 


enced 50 percent more downtime. 


One 5 minute power outage on 


internetworking equipment, causes 
10 minutes of network downtime, 
idle users, swamped help desks, 


thousands in lost revenue and a 


boss who wants an explanation. 


So protect yourself before you 
kick yourself post-Y2K. Visit us 
today at http://promo.apcc.com 
and enter key code below. 


APC Smort- UPS® 5000RM 


fe Find out why APC has won 
; over 130 awards for reliability 
t. and visit www.apcc.com today. 


APC Smart-UPS® is manageable 

* APC’s Web/SNMP Management Card 
allows you to manage your Smart-UPS 
from any Web browser anywhere. 


* Combine with APC’s PowerNet®* 
software to achieve full integration 
with Tivoli TME/10, HP OpenView, 
CiscoWorks 2000, and other 
leading platforms. 


APC Smart-UPS lowers support calls 
* Instantaneous battery back-up 


power means hubs, routers and 
switches provide continuous data 
flow throughout your network. 


Bevedse 


APC MasterSwitch™ reboots 

locked-up devices 

* Minimize another leading cause of 
downtime - hanging internetwork- 
ing equipment. Demo our 
MasterSwitch at www.apcc.com. 


APC’s new NetShelter® 

* Offers manageable 
enclosure space for 
all your networking 
equipment inciuding 
Compag, Dell, HP, Cisco, 
Nortel Networks, 3Com 
and IBM. 


Arc 


Legendary Reliability 


FREE APC Internetworking Kit: ian how APC can make your network more manageable. 
Order now Attp://promo.apcc.com Key Codem810z or 


Call: (888) 289-APCC x7650 


©1999 APC. All Trademarks are the property of their owners. SU4N8EF-USb ¢ 


PowerFax: (800)347-FAXX 


E-mail: apcinfo@apcc.com 


Fax: (401) 788-2797 


132 Fairgrounds Road, West Kingston, Ri 02892 USA 





“| mean, I'm a CNE. Leaving NetWare was a nervous experience 
for me. But now, every server we have is running on Windows NT. 
And it’s exceeded my expectations, especially with file and 
print, which is critical to us as a law firm. Our print server is 
handling 30 million pages a year, and we never have to touch it. 
So I'd say it’s been wildly successful.” 


Eric Schmidt, Director of Information Services, Bricker & Eckler LLP co 
on switching to Microsoft’ Windows NT Server 4.0 from Novell NetWare ~ 
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Reebok Steps 


NEWS: 


Up Use 


Of SAP Apparel Apps 


Key early user of R/3 version cites 
improvements since the spring 


said Peter Burrows, chief tech- 

officer at the 

ton, Mass., company 
That ce 


was targeted 


BY CRAIG STEDMAN 

nology Stough- 
of the SAP pro}- 
for comple- 
1 year 2000 fix at the 
American operations. 
t looks to be 
too tight a squeeze to do the in- 


e the holidays 


urrows Said 


stallation bef« 

Reebok is one of the key ear- 
Apparel and 
(AFS), an 


version of 


the 
Solution 


Footwear 


industry-specific 


SEC Report Has Cob-Webs 


estors check the 10-K and oth- 


Y2K Web report er financial filed by 


not up to date eae 
{up un banks 


reports 
ynal should 
off. Though most 


S. brokerages appear to have 


Internatic 


t so well 
BY THOMAS HOFFMAN { 
M ished the bulk of year 2000 


work, only of foreign in- 


vestment 


banks, clearinghous- 


stock exchanges are 


hat’s according to a 


y the Securities Indus- 
and the 


Operations 


try Assocation 


Inter 
national Associa 
in the SEC’s report 

of 650 brokerages 
xchanges targeted 
y participated, but 
ajority have completed 
than half their year 2000 
survey was con- 


een February and 


E-Stores 


BY DAVID ORENSTEIN 


Retailers selling online have al- 


located an average of 15% of 
their revenue to develop and 
their Web sites, ac- 
cording to a report last week 
rhe 
Consulting Group Inc 


Information 


maintain 


Boston 
(BCG) 
technology 
spending matched what tradi- 
with strong 


most im by Shop.org and 


portant systen as fixed and 


June 
which 


ndependently tested 
The EDGAR dat 


was upgraded in May, 


abase, 


lets in- | tional retailers 


SAP’s R/3 applications. AFS 
has been plagued by start-up 
problems that prompted at 
least three users to shelve proj- 
and drove SAP to devote 
more developers to the soft 
ware [News, July 12]. 
Since SAP began 
more attention to AFS in the 
spring, Reebok 
has seen big leaps in the soft- 


ects 


paying 
Burrows said, 


ware’s ability to check invento- 


ries as orders are placed. 





A small number of transac- 
tions that took more than a 
minute to run before are now 
done in less than five seconds, 
Burrows said. Reebok’s goal is 
under two seconds, but the 
current speed “is well within 
the acceptable range,” he said. 

AFS was already used to run 
Reebok’s_ golf division 
and some international opera- 
tions. This month, the compa- 
ny’s European apparel busi 
ness and part of its French sub- 
sidiary went live. Its Japanese 
subsidiary is scheduled to turn 
on the software next week. 

In the sneaker 
business, though, Reebok will 
have to finish a year 2000 fix 
on its mainframe applications. 


shoe 


domestic 
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Burrows said the order pro- 
cessing system was modified 
as a contingency, leaving fewer 
than a million lines of code to 
go over in secondary systems, 
such as one that helps analyze 
defects in returned products. 
Bally Management Ltd., a 
Switzerland-based shoemaker, 
went live with AFS across Eu- 
rope earlier this year. It plans 
to install AFS in the Far East in 
the next couple months and 
start work in the U.S. next year. 
But it’s using only about 25% 
of the functionality in AFS, said 
Harold Goldberg, 
information technology at Bal- 
ly USA Inc. in New Rochelle, 
N-Y. “We didn’t go after every- 
thing the system can do.” D 


director of 


¥2K Work Ending Won't Ease Labor Needs 


Study: Need for IT 
workers to climb 


BY BARB COLE-GOMOLSK! 
Demand for information tech- 
nology professionals espe- 
cially in corporate IT depart 
will 
after year 
wraps up and Y2K coders en 
ter the labor market, 
to recruiters and IT managers 
In fact, a report published by 
the U.S. Department of Com 
merce earlier this month esti 
mated that 1.6 million new IT 
workers will be 
tween now and 2006. 


ments remain 


2000 


strong 
even work 


according 


needed be 


“1 don’t think there’s going to 
be any flood of talent in the 
market [after Y2K],” said Mar- 
garet Bouline, vice president of 
IT at Aviall Inc., an airplane 
parts distributor in Dallas. 

There is such an overwhelm 
ing shortage [of IT workers].’ 


One reason is workers fin- 


brands spend on marketing but 
was dwarfed by the 
online-only retailers 


amount 
for 
marketing, the survey of 158 re- 
tail sites found. But marketing 
may need to command more of 
the budget of traditional retail- 
said Donna 


use 


ers, 


chairwoman of Shop.org’s re- | 


search committee and a vice 


president at retailer 


Iucolano, | 


1-800 | 


ishing year 2000 projects 
t likely to have skills that 
are most in demand today, like 
Web development, she said. 

Lynn Dressel, a human re- 
sources manager at Carlson 
a $22 billion travel firm in 
Minneapolis, agreed. Most of 
the company’s year 2000 staff 
said she 
doesn’t expect an abundance 
of Carlson IT employees look- 
ing for things to do. 

Actually, 
Y2K, we'll start firing up a 


arer 


Cos., 


are contractors, so she 


finish 
lot 
of initiatives that were on the 
back burner,” Dressel said. The 


“once we 


Year 2000 Hangover 


company is also building a sur- 
plus of IT workers in the hope 
of relying less on outsourcers. 
The conclusion of Y2K work 
may affect the consulting area, 
observers said. Still, many con- 
sulting firms have started to di- 
vert people off year 2000 pro- 
jects to avoid big drops in earn- 
ings when work is done. 
Bouline questioned how 
available Y2K consultants 
would be. “I think most compa- 
nies will need the consultants 
to stay on [long past the millen- 
nium] because their systems 
will be unstable,” she said. D 


Companies aren’t expecting the completion of year 2000 
projects to ease their labor woes because: 


= 1 Many year 2000 Projects are done by consultants 


"Cobol coders may not know hotter technologies, such as 


Web tools 


® Year 2000 projects will continue to demand a lot of IT 
attention long after the date change 


ee i 


Spend 15% of Sales on Web Sites 


Flowers Inc. in Westbury, N-Y. 
Traditional retailers may un- 
derestimate the need to push 
their sites and brands online. 
In general, marketing efforts 
to acquire new customers ap- 
pear to be paying off. Web sales 
rose to an estimated $14.9 bil- 
lion last year, a 190% increase 
1997. Shop.org, a trade 
group of online retailers, and 


over 


BCG projected that number 
will rise 140% this year, to $36 
billion, based on sales in the 
first three months. Traditional 
retailers are winning the ma- 
jority, 62%, of sales. 

The survey found both on- 
line-only and traditional retail- 
ers are turning to outsourcers. 
Online-only retailers _out- 
inventory and ware- 
housing of goods 57% of the 


sourced 


time, for example, and 52% of 


traditional retailers outsource 
Web-site development. B 





ily 


PLEASE HELP 
FIND OUR 
CUSTOMER!!! 


LAST SEEN TRYING To 
COMPLETE A WEB 
TRANSACTION. OUR 
INFORMATION WAS 
UNAVAILABLE AND WE 
HAVEN'T SEEN HIM SINCE. 


555-4253 
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SUR Co eb rem eb te 
Just when is it? 





By Dan Kusnetzky 
International Data Corp, 





We hear a lot about how cluster 
Tire Oeeu eS reheen eam ke 
ability and overall performance 
Pits Oisr let ctae Coe BR etet Le ota a 
OUI SMC eG atte) important 
oes owe aah toe OOS O me taal oD) 
eral device or a computer system 

But clustering is not the answer 
Paves MOS UMP eset eam ei 
bility and reliability that users of 
Windows NIT Server face teday and 
that users of Windows 2000 Server 
will face in the near future 

STO Cs tire OM Oe elle lime bla e ence 
support the functions of data avail 
ability, application availability, per 
formance, scalability and single 
management domain creation. This 
use of clustering “virtualizes” the 
storage of a group of systems. Files, 
Pieler haw tM aee MEGS le umn fel tu 
volumes remain available even 
when the original host becomes 
unavailable. Such clustering is often 
used in client-centric architectures 

Clustering for application 
availability virtualizes one or more 
applications. With this type of clus 
tering, which is built on clustering 
for data availability, even if your 
Microsoft Exchange server became 
unavailable, your e-mail services 
would continue to function 

ime Cog CU me ee git tle 
the point is to improve the compu 
tational performance of an applica- 
tion. The application is designed to 
run separate processes in parallel on 
separate systems. An example of this 


is media content creation. 
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ROI analysis for migrations to Windows: 


In the latest issue of the Web-only magazine 
Windows NT Advantage, Shari Jones, a consult- 
ant for Deloitte Consulting/DRT Systems, advises 
companies considering migrating to Windows NI 
4.0 or Windows 2000 to perform a return on 
investment (ROI) analysis to ensure that they 
make the most cost-effective migration decisions 

No matter whether your organization decides 
to move to Windows NT Workstation 4.0 now or 


wait for Windows 2000 Professional, Jones rec- 
ommends performing a quick ROI analysis. An 
ROI analysis measures the return on an IT invest- 
ment. The return can be either extra revenue gen- 
erated, cost savings or both 

ROI can be expressed mathematically as the 


ratio return/investment. An ROI over 1.0 indi- 


For a friendlier e-commerce Website 


Next-generation Websites will have to help 
companies create a personal interaction with the 
customer, as though the customer had walked 
into a store and talked to one of their salespeople 
face to face. So writes Steven Gould, a consultant 
for Deloitte Consulting/DRT Systems in Dallas, in 
his Enterprise Wise column in the latest issue of 
the Web magazine Windows NT Advantage. 

“It is much more expensive,” writes Gou 
advertise to attract a new customer than to gain 
repeat business from an existing customer.” A 
loyal customer, he notes, provides many benefits, 
including reduced marketing costs, lower transac- 
tion costs, reduced customer turnover expenses, 
increased product purchases, increased cross-sell- 
ing success, willingness to pay a premium price, 
and positive word-of-mouth 

If the only interaction your company has with 
the customer is through a Web interface, you can 
build customer loyalty by leveraging four areas: e- 
sales, e-service, e-support and e-measurement. 

E-sales allows you to determine your cus- 
tomer’s buying needs, develop purchase alterna- 
tives, and propose the optional solution online. E- 
sales can help you target particular products and 
services to individual customers. It also allows the 
customer to more easily find and purchase the 
products and services of most interest to them. 

E-service lets you provide customers with the 


dge to solve their own customer service 


cates that the investment will save your organiza- 
tion more money than you're spending. An ROI 
under 1.0 could indicate potential savings of $1 
million, but it will cost you $1.5 million to do so. 
ROI can be expressed as a percentage by multi- 
plying by 100 the figure you get when dividing 
return by investment. If an ROI is 1.5, multiplying 
that by 100 equals 150%, meaning your organiza- 
tion realized a SO% return for its investment. 
Calculating the expected ROI for imple- 
menting new technologies can be arduous and 
time-consuming. That’s why on July 20th, 
Windows NT Advantage will post an interactive 
calculator to help subscribers estimate the ROI for 
a Windows NT migration. If you haven't yet done 


so, you can subscribe for free by going to 


needs. Rather than having to wait until the cus- 
tomer service department opens, customers can 

*t answers at times convenient to them 

E-support enables problem solving by interac- 
tively and intelligently guiding customers and 
employees to the answers to their questions. This 
involves creating tools that let customers help 
themselves. You also may want to consider letting 
customers know how they can get in touch with 
the real people at your company. 


E-measurement enables business decision 


www. WindowsNT-Advantage.com 


a 
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get IT involved 





www. WindowsNT-Advantage.com, and its 
editors will send you an e-mail alert when the 
calculator is posted. 

Once you decide to go ahead with a migra- 
tion, the question is when? This involves risk 
management. Questions you should ask are: 

e Does the new Windows client technol 

support my company’s legacy applications? 
¢ What is the makeup of the installed base? 

e Will my firm need to buy new hardware? 

* Does my support team have the required 

skills to provide a smooth migration? 

Hands-on experience is key to deploying 
Windows NT Workstation 4.0. Time spent early 
on in the migration or integration detecting and 


correcting problem areas means a smoother roll- 


» 


makers to measure and monitor the effectiveness 
of their loyalty-based management. E-measure- 
ment is the only one of these four areas likely to 
occur behind the scenes, out of sight of the cus- 
tomer. 

New developments to your Website may not 
include all four areas. You may want to consider 
each area independently. But these areas can 
help you create a personal interaction with the 


customer just as if they had walked into a store 


and talked with one of your salespeople. 


Before doing the math, do the footwork 


out. For example, network administrators must 
understand the differences in error recovery after 
a system crash between Windows 3.1 and 
Windows NT 4.0; such differences could slow the 
migration process. Learning the new system up 
front reduces the potential for delays, which are 
often the cause of failure in major platform shifts. 

How your organization addresses these issues 
will determine the level of risk involved. A plan- 
ning phase is mandatory. Your organization 
should not rush into implementing Windows 
NT Workstation 4.0, but should evaluate your 
existing environment carefully *n determine 
how Windows NT Workstation 4.0 can meet 
your technical and business goals. 

Change is rarely easy. If you move too quick- 


ly when migrating to new technology, you may 


S 


end up on the bleeding edge. If you move too 
slow, your competitors may leave you behind. 
Information gathered in an ROI assessment is 
the key to successfully moving your technical 
environment to Windows N1 

What if the ROI assessment proves that the 
migration to Windows NT Workstation 4.0 will 
be too costly? An alternative is to wait for 
Windows 2000 Professional, which will allow 
organizations to leverage e newer version's 
migration facilities. However, it may increase 


tisk due to a compressed rollout schedule 


IT organizations pick 
Microsoft Cluster Server 


Microsoft Cluster Server 68.6% 
Digital TruCluster for Windows NT Digital Cluster 14.8 
Vinca Standby Server 6.1% 
Veritas FirstWatch 2.9 
>? 


FullTime Octopus 2.2 


Fulllime HA 1.9 


Tandem NonStop 0.3' 


Stratus RADIO Cluster 0.2% 


Source: IDC Windows Adoption Study, Feb. 1999 





The goal of clustering for seala- 
bility is to increase the number of 
PETG RMA ASLO es Lime (ee eRe) 8 20 
cation, not -to shorten the time_it 
takes to-complete a transaction. 
OR CriG eee GCs en litem: o) ete a lela 
are run on, multiple systems. 
Whether data is shared among the 
application instances depends on 
the application and its architecture. 

Siren mom tira relatos t | 
domain clustering is to lower the 
cost of administration. Each system 
in the cluster may support the com- 
puting workload of different depart 
NietiR MO Mme TRUS OLS Ca Tome |) ote 
tions need not share data -or offer 
more availability than today’s sys- 
tems do right out of the box. One 
Pa RetMe Meir tom Timed i Cen AIC Li hs 
in-the cluster from a single console: 

DLO coe siish meh) coe mite emma ela a 
Wiilas (ei MOM oe him Cosme wir 
clustering software they were using 
and what their deployment plans 
were out to the year 2001. As the pie 
chart to the Jeft illustrates, most of 
them selected: Microsoft Cluster 
Noe SACI MEG rie hae Ae Te 
able as part of Windows NT Server 
Piltoseehiameliacete 

Costar ime eco) ete 
cations or data with one or more of 
the following characteristics: 

¢ Must be available a greater per- 
oie rome MSC STiTCOm Stim O Men stibi te 
when supported On a singte system; 

¢ Must run faster than is possible 
on any single system and be able to 
rome Cater ctM Oma mim etc lab 

¢ Must. support more users than 
can be supported on any single sys 
tem and-_require a shared database 

¢ Lowest cost of administration_is 
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We hear a lot about how cluster- 
tir Boe eoe ei cece tier ke tie 
ability and overall performance. 
This software provides a virtual envi- 
ei St OMe MATS LL eee lilt 
oes enw asic elas OSM me eel ie 
eral device or a computer system. 

But clustering is not the answer 
to every issue of performance, scala- 
bility and reliability that users of 
Vsti ee cas amr emcee har rile 
that users of Windows 2000 Server 
alr em timeicamils Tait iel igo 

Clustering is typically used to 
ST USM O Gs ho merle Be ke tte 
ability, application availability, per- 
formance, scalability and single 
management domain creation. This 
use of clustering “virtualizes” the 
storage Of a group of systems. Files, 
GP ele ome me aco tMeotle lee Cir bia 
volumes remain available even 
Seo mCi Morel sti Mile amo @elti lay 
unavailable: Such clustering is often 
used in client-centric architectures. 

Clustering for application 
PRP i Lie Malate iPco ee emilee 
applications. With this type of clus- 
tering, Which is built on clustering 
for data availability, even if your 
Microsoft Exchange server became 
unavailable, your e-mail services 
would continue to function. 

eee Clete cm eter tile 
the point is to improve the compu- 
tational performance of an applica- 
tion. The application is designed to 
oie eee ee oR ie am ed 
separate systems. An example of this 


is media content creation. 
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ROI analysis for migrations to 
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Rather than havir 


and 


This 
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they can get 
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business decision 


www. Windows 


This Special Section is the third in a series 
of inserts running in Computerworld 
biweekly to brief readers on Windows NT 
Advantage, a Web-only magazine for IT 
leaders. Windows NT Advantage is under- 
written by Microsoft and Compaq; its mis- 
sion is to address issues for IT managers 
charged with keeping on top of the latest 
solutions from Microsoft and Compaq. 
Windows NT Ad- 
vantage will offer readers feature stories in 
such areas as strategic planning and imple- 
mentations, enterprise management, e-com- 
merce, PC li cle management and multi- 
media. Each issue will feature columns from 


Every two weeks, 


www. WindowsNI-Advantage.com 











Before doing the math, do the footwork 


www. WindowsNT-Advantage.com 


NT-Advantage 


executives at Microsoft and Compaq, mar- 
ket analysis by research firm IDC, a feed- 
back forum and an online poll. In addi- 
tion, each issue will offer links to related 
resources on the Internet. 


Coming up in future issues of 
Windows NT Advantage: 


* Beyond ROI 
Your ROI is done, but is the process over? 
Far from it, says columnist Steven Gould. 


* Managing lifecycles: Saving resources 
The hidden costs of running PCs can gob- 
ble up IT resources quickly. But enterprises 
are finally getting some high-test help. 
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The goal of clustering for scala- 
itis eC Comes ese omeld 
users who can access a given appli- 
rele t Mie ceOme li lelac simmer Me bis ae Ls 
takes to complete a transaction. 
Instances of- the same application 
are’ run on multiple: systems. 
Mdiladilomeer ie MOM ier tect mettle tae de 
application instances depends. on 
the application and its architecture. 

River mo mira couas 
CE SE Ma Ri Coat aeRO Ok oa os 
cost of administration. Each:system 
em eie UN Comc hai le) eee msi eel ie 
termites er Re MtleCoesiias ser las 
ments or divisions. These applica- 
beCeeh Mero Mes Mili es le Meme ecg 
more availability than today’s sys- 
tems do right out of the box. One 
Re TMi hich come ime ei AL Corny 
in the cluster from a single console. 

IDC recently asked 800 North 
American IT decision makers what 
aD Nos eae comets Meo oe 
and what their deployment plans 
ee eR sik cot ease lS 
chart to the left illustrates, most-of 
ators oe Co! bec aati Cog 
Nace moss msi h ae ke le 
able as part of Windows NT Server 
Enterprise Edition. 

OT ost ee ime eee oar) ee 
cations or-data with one or more of 
eC Cols tir marie a cae \is (eh 

¢ Must be available a greater per- 
centage of the time than is possible 
when supported on a single system; 

¢ Must run faster than is possible 
on any single system and be.able to 
be designed to run in parallel; 

¢ Must support more tsers than 
can be supported on any single sys- 
tem and require a shared database; 

* Lowest cost of administration is 
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Dan Kusnetzky is the program director for 
IDC’s Operating Environments Service 
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Critics: Vendor Dipl 
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IT TRAINING: Recruiters say certification tests measure 
book smarts, but graduates lack hands-on technical experience 


BY BARB COLE-GOMOLSKIi 
AND KIM S. NASH 


(MCSE). With 


, 
Dav 


one can pass 


computer 


aiso in- 
about ven- 
ertification 


churning 


Not Ready for Prime Time 


ulant 
iS Sald 
certi- 


fied as a Web programmer and 


“Another person was 


wanted salary of $90,000.” 
Janulaitis recalled, “but he only 
knew one [development] tool.’ 

Just about all the major play- 
ers sponsor certification pro- 
grams. Among them are Mi- 
crosoft Corp., Novell Inc., Cis- 
Lotus Devel- 
and Oracle 


co Systems Inc., 

opment 

Corp. 
In the early 1990s, Novell's 


Corp. 


Certified NetWare Engineer 
(CNE) diploma was so deval- 
ued that Novell had to toughen 
up the program in April 1995 to 
iin some respect 
But critics say IT certifica- 
ions are still too easy to get. 
ndeed, a few minutes on the 


Web 
boot camps, books and other 


unearths 


study aids designed to prepare 
students for exams 

MCSE in 
two weeks!” says one come-on. 
And the NT School in Fort 
| pledges that 
an MCSE af- 


two-week 


‘Become an just 


Lauderdale, Fla 
students wil 
ter attending its 


if not, they can at- 


boot camp; 
tend another boot camp for 
free 

n there are the so-called 
Web 


people who have al- 


the 


dumps”: sites 
where 
idy taken exams 


jescribe what you need to 
know to pass the tests. 

‘I took the CPA exam many 
but that 


would 


} ; > "t 
years aoesnt 


ago 
mean that today I be 
to go off and be an accoun- 
Kemmerer, 

r of worldwide IT hu- 
man ré rces at Cargill Inc. in 
Minnetonka, M 


said she’s interested in “knowl- 


ole 


tant said Terri 


Kemmerer 
ec applied, not knowledge 
acq 

Some recruiters said the cer- 
tification industry is pumping 
out more graduates than they 
There are current- 


than 500,000 Micro- 


can handle. 
ly more 

t-certified professionals, in- 
cluding about 142,000 MCSEs. 

A.J 
RHI Consulting Inc. in Irvine, 
Calif., said he’s inundated with 
résumés from folks he 
MCSEs” “paper 

applicants who are 


Tavares, a recruiter at 


calls 
“paper and 
CNEs” 
certified but don’t have job ex- 
perience. 

“It be that people 
who got certified had worked 
with the products,” Tavares 
said. “But now 


used to 


I see résumés 
from bricklayers and auto me- 
chanics who have gone to tech 


a plethora of 


schools and are going after cer 
tifications.” 

Critics said vendor-specific 
certification focuses on imple- 
menting features of the ven- 
dor’s products — information 
that can be memorized 


Thinking Skills 


“It’s cookbooking,” 
Hayes, president of Clarity 
Consulting Inc. in Hamilton, 
Mass. He said what’s missing 
are the critical thinking skills 
needed to make the produc ts 


said Ian 


work in a business setting. 
Although some certification 
holders claim that those cre- 
dentials have 
quirement today, there’s a con- 


become a re- 


ylomas 
Still Too Easy to Acquire 


tinuing debate about the value 
of the certificates. Some hiring 
managers said they are the 
ticket to getting an interview, 
but others said they aren’t re- 
quired. 

Certificates don’t matter 
much if the job candidate 
doesn’t have real-world experi- 
ence, said Ryland Harrelson, 
vice president of human re- 
sources for IT at Total Systems 
Services credit-card 
processor in Columbus, Ga. 

He said he has encountered 


Inc., a 


people whose résumés list sev- 
they 
don’t speak to how they bene- 
fited the business, then we're 


eral certificates, “but if 


not interested.” 

Michele Krebs, an informa- 
tion systems recruiter at Rite 
Aid Corp. in Harrisburg, Pa., 
that certified profes- 
sionals have “a somewhat in- 


noted 


a ctnnnetnarnenem 
‘Hybrid’ Training Option Takes Root 


Vendor-specific certification is 
getting some competition. 

Doug Upchurch, executive di- 
rector of the Information Technol- 
ogy Training Association in Austin, 
Texas, said a new trend is toward 
hybrid certificates that combine 
vendor-specific programs with in- 
dependently run ones. 

HyCurve Inc. in San Francisco, 
for example, offers an Internet 
Professional program, where stu- 
dents take a course in a particular 
vendor's product, such as Adobe 
Systems Inc.’s PageMill, a Web- 
site development tool. Then they 
complete HyCurve's program in 
principles of Web design. 

“It's a very powerful combina- 
tion, more valuable in the market- 
place than a vendor-particular 
certification,” Upchurch said. 

James Bensman, CEO of Geo- 
Train Corp., a Cisco training part- 
ner in San Mateo, Calif., said more 
and more companies are becom- 
ing interested in customized cor- 
porate training for IT profession- 
als. 


Today, a lot of time spent in 
' fic training ci is 
on material that workers will never 
“The beiter approach is to have 
@ training company come in, do an 


GLENN MATSUMURA 


| 
| 
| 
| 
| 
| 
INA GEOTRAIN CLASSROOM, | 
instructors provide customized | 
IT training courses so that stu- 
dents don't waste time learn- 


ing things they will never use 
on the job 

analysis of the environment and 
put together custom programs,” 
he said. 

Doing so could cut costs by a 
third to a half, according to Bens- 
man, because the training is tai- 
lored to what the company really 
needs. 

~ Barb Cole-Gomolski and 
Kim S. Nash ‘ 
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flated view as to what kinds of 
salaries they will get.” 

Without experience, Krebs 
said, she views certified pro- 
fessionals merely as entry-lev- 
el workers. 

Defenders said vendor certi- 
fications get a bad rap because 
they tend to get lumped into a 
single category, yet there are 
actually varying degrees of dif- 
ficulty. 

For instance, Microsoft has 
the Microsoft Certified Profes- 
sional diploma, which is much 
easier to attain than the MCSE. 

certification pro- 
grams for internetworking 
were singled out by many as 
more meaningful than most 
similar diplomas because of 
the hands-on nature of the 
tests 

Defenders also dispute the 
notion that people can cram 
their way into a certification. 
“You just can’t pick up a book 
and study over the weekend,” 
said Jim Cogliano, chief oper- 
ating officer at Sullivan & 
Cogliano, an IT staffing firm in 
Waltham, Mass. 

AnneMarie McSweeney, cer- 
tification development pro- 
gram manager at Microsoft, 
said her company constantly 
works to make the certification 
test better reflect the real 
world. 

“People who have the job in 
the real world write the tests,” 
she said. Plus, the company has 
added simulation and, in the 
case of the Microsoft Certified 
System Developer, case studies 
to the tests. 


Exam Secrets 


The latest Microsoft effort 
to protect the value of its certi- 
fications is to make it harder 
for people to find out about 
exam contents. 

Since February, it has re- 
quired to sign 
nondisclosure agreements. 
And it’s now using “adaptive 
testing,” in which the way you 
answer questions determines 
which questions you get next. 

Though hiring managers con- 
tinue to debate the value of 
vendor certifications, the ap- 
plicants themselves see the 
high-tech acronyms as a way to 
get noticed. 

“Experience is better [than 
certification] alone, but I used 
it to get my foot in the door,” 
said Davis, the boot-camp 

| graduate. “If I hadn’t had that 
certification, they wouldn't 
| have looked at my résumé.” D 
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- NEWS - 
Pentagon Progresses on Y2K Fixes, But Still Has FartoGo = sws.iswretsew 


Stephen Horn (R-Calif.), who 

BY PATRICK THIBODEAU large federal agencies in com- ; may not be finished until No- | Y2K glitch to end all glitches: | placed it last among large gov- 
: . pleting its year 2000 repairs, | vember, and it has yet to secure | the accidental launch of a nu- | ernment agencies. The White 
S. Departmen - | according to a Y2K watchdog. Russia’s cooperation in a proj- | clear missile. House’s Office of Management 
(DOD) is last among Also, its end-to-end testing | ect to safeguard against the The DOD's year 2000 effort | and Budget reported last month 

that 87% of DOD systems had 

been repaired, the lowest per- 


centage among large agencies. 
The DOD said it has now 
a n U a r 7 reached 92% compliance. 
Despite those assessments, 
: John Koskinen, chairman of the 
¢ Pe 2 President’s Council on Year 
T h © A i a r m — : | 2000 Conversion, said the Pen- 
c = 3 tagon is making “great pro- 
gress” — especially after the 


e 3 * | , 
} fos S et ; ‘ ; : ihe successful, end-to-end test of 
— d ‘ - | its massive logistics system ear- 


lier this month. The DOD uses 


A Yi 9 a. | the system to handle $80 billion 
r e Oo ui * ae | in annual supply purchases for 
. ; | the military. 
| But observers said more 
Wake Up— : work is needed. “I think there 
has to be a lot more effort and 
Address Your 4 | time put toward contingency 
N : : | plans and contingency man- 
Year 2000 4 mene? said Sade Zel- 
s = den, research director at Busi- 
Com pliance My ‘ | ness Executives for National 
' , ; Security, a Washington-based, 
Problem Today! < : siaieldadadibdadmedia 
: The DOD hasn’t finished 
contingency planning for its 
5,000-plus suppliers of prod- 
ucts; supply-chain contingen- 
cies should be completed in the 
next two months, said Zachary 
Goldstein, director of logistics 
systems modernization. 
End-to-end testing of other 
systems, such as personnel and 


Ho Ww To 2000 = 5; | communications, is ongoing, 


. ; . - the DOD said. But the General 
Professional Resource Guide Accounting Office warned re- 
by Raytheon, the Global Technology Leader cently that the DOD “cannot af- 
Experts trusted by the U.S. Government ford major slippages,” because 
and companies of all sizes! its Y2K schedule is so tight. 


¢ Detailed descriptions and deliverat rr ce liar | s4° . 

Detailed descriptions and deliverables for nine compliance | Waiting on Russia 
US. officials have also yet to 
: secure Russia’s participation in 
inputs, and sequencing information : the DOD’s recently completed 
¢ Parameters for monitoring the progress of each task with a é | early warning center in Col- 
5 orado — a system designed to 
Ps © Strategies for assessing and mitigating risks 2 prevent accidental missile 
Available wherever books are sold ‘aietidiiiiaainianine dine a Ke aa | launches, especially from Rus 
or call 800-762-2974! pre . onion, We b links to on 301 cana le ane sia’s deteriorating defense sys- 
For corporate volume discounts call 800-434-3422. version of the book : | tems. Talks broke down earlier 
; | this year as a result of the Koso- 
vo crisis, but top U.S. and Russ- 
ian officials were expected to 
_— ne cet “ meet later this month, a con- 

IDG Books Worldwide t b Saabs Phanine: | | gressional source said. 

: | 2 The odds of an accidental 
missile launch are unknown, 
but that “has got to be worst 
conceivable thing that couid go 
wrong with Y2K,” said Bill 
Pike, a defense analyst at the 
American Federation of Scien- 

| tists in Washington. D 
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NEWS 


In First, Hewlett-Packard 
Picks Outsider as CEO 


Ex-Lucent executive Fiorina expected to 
bring experience in networking, services 


BY JAIKUMAR VIJAYAN 

ARLETON FIORINA, 

the new CEO of 

Hewlett-Packard 
add 
fresh per 
spectives to HP’s strategies at a 
time when the company is fi- 
nally showing signs of emerg- 
ing from a two-year slowdown, 
observers said 

HP split in 

March. Fiorina heads the com- 
puter and printer company, 
which retains the HP name. 
The other, as-yet-unnamed 
company is focused on med- 
ical equipment. 


Co., could 


some 


was two in 


Pioneer of Sorts 

unexpected ap 
pointment last week as presi- 
dent and CEO of the $40 bil- 
lion corporate supplier marks 
the first time HP has installed 
an outsider, 


Fiorina’s 


and a woman, in 


the top post. Fiorina, 44, is the 
former head of Lucent Tech- 
nologies Inc.’s $20 billion glob- 
al-services provider. 

The 
ment ended 
month search to 
find a replacement 
for CEO 
Lewis who 


announce- 
a five- 


former 
Platt, 
announced his re- 
tirement in March 

but said he would 

stay until a succes- , 
sor was found. Platt, ‘’ 
HP’s chair- 
man, is expected to 


the 


who is 
step down by 
end of the year. 
The move belied 
expectations that HP 
promote Ann Livermore, the 
head of HP’s enterprise com- 


would 


puting division, to the post. “I 
surprised by the 
I hope HP is going to 


Was very 


move. 


CARLETON FIORINA 
brings a lot of knowl- 
edge in telecom, net- 
working and services 


aiter 


Ann 


icharvy, 


retain 


this,” said Thomas 
president of Summit Strategie: 
Inc., a Boston consultancy. An 
alysts have credited Livermore 
with developing an aggressive 
Internet services strategy that 
has generated much of the 
company’s recent momentum. 

In addition to 
other 


who 


Livermore 
HP 
were considered to 
the 
he 


insiders 


he in 
t in 


running 
included enter- 
marketing 
Nick 
Bill Russell, 
HP’s en- 
software 


prise 
chief Earle 
ind 
he id ol 
terprise 
group 

executives behind 


Fiorina and build- 


ing support for her 
leadership is going to be a cru- 


cial early 


Becknell, an 


challenge, said Joyce 


analyst at Aber- 


deen Group Inc. in Boston 


Fiorina who has been rat 


j rt 


ed among the most powerful 


Microsoft's Fiscal Earnings Top Expectations 


But year 2000 
issues may hurt 
next year’s profits 


BY SHARON GAUDIN 
Microsoft Corp.’s fiscal 1999 
earnings topped Wall Street 
expectations, but opinions 
vary on whether year 2000- 
related system freezes will 
send those numbers into a 
slump in the coming year. 

The software vendor’s prof- 
its for the year were up 69% 
from fiscal 1998 to $7.79 billion 
on revenue of $19.75 billion. 
Profits for the quarter were up 
60% over the same period last 
year (see chart). 

“Microsoft is looking good,” 
said Bill Peterson, an analyst at 
International Data Corp. in 
Framingham, Mass. “Office 
2000 sold well. Windows NT 


| Trading Corp. in New 


Workstation sold well. But a lot 
of the companies I talk to will 
be locking down Nov. | to steel 
themselves for Y2K. That’s got 
to hurt Microsoft. 


Sounding a Warning 


Greg Maffei, Microsoft's 


| chief financial officer, said “un- 
| certainties surrounding” year 


2000 and a slowing demand for 


| PCs could result in less rev- 


enue growth next year. He also 
noted that Office 2000 and NT 
Workstation sales helped boost 


| 1999 figures. But industry ob- 
| servers point out that Micro- 
| soft has historically tried to 


dampen its financial expecta- 


| tions. 


Michael LeConey, a techni- 
cal analyst at Security Capital 
York, 
down 
affect 
other 


said companies locking 
for year 2000 may not 
Microsoft as heavily as 
industry vendors. 


with 
PC- 


“Microsoft still deals 


small networks [and] 
based products,” said LeConey, 


who tracks Microsoft. “They're 


SNAPSHOT 


women in corporate America 


by Fortune magazine spent 
20 years at AT&T Corp. before 
the 


taking Lucent job. She’s 


credited by analysts with 


spearheading the spin-off and 
successful initial public offer 
ing of Lucent from AT&T in 
1996 and of growing the com 
pany’s service-provider busi 
ness in international markets 

“I think what she really 
brings to HP is a lot of knowl- 
edge in the telecom, network- 
ing and services space,” Beck 


nell said. 


Electronic Strategy 

That experience is consid 
ered critical for HP’s electron 
ic-services strategy to suc ceed. 
Under the plan, HP — still con 
sidered by many as mainly a 
box vendor — is trying to posi- 
tion itself as a one-stop shop 
for electronic-business appli 
cations, selling everything 
from Unix servers and e-com 
merce application soitware to 
hosted services, as well as net 
and inte 


work management 


working on [becoming a « 
still 


not talking about heavy-duty 


t ] t 
porate player}, but we're 


nationwide enterprises based 
on NT.... If Y2K affects them, 
it won't be much.” 
said 


will 


Peterson Windows 


2000 sales eventually 


Quarterly Earnings Roundup 
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* Refers to calendar second quarter 
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positioning will 
tegration 


yal hardware t 
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Actually, we pioneered the single biggest advantage of 
being direct: being direct. In other words, it’s just us. 
Dell. There’s no need for a middleman. 

You deal directly with the people who design and 
build your system, including Intel-based servers. As a 
result, your needs come first. And there’s no question 
about who’s accountable for meeting them. Meanwhile, 
we're always creating new ways to keep the relationship 
between us long and happy. 

Premier Pages™ service, for instance. Customized 
web pages for your business that simplify ordering 
procedures, provide access to customer-specific reports 
and can help make your business more efficient. It’s 
another way you can talk one-to-one directly with 
us. Which means again, your needs come first. And it’s 
far from the only way. Ask us about Dell Plus, Dell 
Financial Services, Dellware and Global Customer 
Programs, too. Regardless of which system or services 
fit your business, we're here to answer questions and 
provide on-line and phone support. 24 hours a day. 

We'll end, appropriately enough, by being direct: 


’ 


Give us a call toll free or visit Our web SITS. You i see 
why our on-line sales have grown to $18 million a day. 
And why so many global companies have gone direct 


with us. 


1-877-432-DELL 


toll-free 


www.dell.com 


Dell offers a complete line 
of Intel- based products, 
including the Dell 
PowerEdge” 6300 Server. 


ite up 


lt can accommo: 


{ 
to four Pentium*II] Xeon 


processors, 4GB of ECC 
memory and seven hot- 


plug-ready PCI slots 


BE DIRECT 


DELL 


www.dell.com 
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ERP trauma ward 


HE ERP LANDSCAPE, once a dance party of double-digit 
profit growth, is littered with the walking wounded. 
What a painful spectacle to watch, this market freefall of 
the enterprise resource planning vendors. From the gid- 
dy heights of 1997-98 to last week’s story [CW Online, 
July 20] quoting SAP Co-Chairman Hasso Plattner as “satisfied” with 


70 


a 7% drop in quarterly profits. Choke. 


PeopleSoft is hanging on 
through plummeting sales and a 
dispirited management team. Baan 
is a nightmare of fleeing execu- 
tives, layoffs, losses and user up- 
grade problems. J. D. Edwards slid 
into crimson ink with a $10 million 
loss in its latest fiscal quarter. Ora- 
cle, the No. 2 ERP vendor, is still 
profitable but faces a major up- 
grade campaign to entice legions 
of green-screen users over to Web- 
based versions of its applications 
next year. 

Of course, this cycle of boom-and-bust 
popularity is all too familiar to IT managers, 
who have been through the glory days of 
client/server, data warehouses and intranets. 
But there’s more behind ERP’s fall from grace 
than market maturity, mismanagement or the 
decline in Y2K project needs. While IT shops 
were building complex, proprietary new 
legacy ERP systems, the future was rapidly 
reconfiguring around the open-standards- 


EAN, PUT THEY ‘Re 
OFFERING FREE 
INTERNET ACCESS. 


MARYFRAN JOHNSON is ex- 
ecutive editor of Comput- 
erworld. You can contact 
her at maryfran_johnson@ 
computerworld.com. 
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based Internet. The care and feed- 

ing of these gargantuan, inwardly 

focused business systems looks 
strangely out of sync with the out- 

ward-bound, customer-focus di- 

rection of e-commerce. 

So what now? Well, second- 
generation Web settlers are keenly 
aware of the need to align their 

| sites with core business strategies 
| and information — which often 
means linking up with and lever- 

| aging all that back-office ERP tech- 
nology. Indeed, the quality of that 
connection between this new legacy and the 
face-to-the-customer part of your business is 
increasingly crucial. 

But watch for the vendors that really de- 
liver on their promise of second-generation 
ERP. Watch for the ones that focus on Web- 
based applications in supply-chain, custo- 
mer-relationship management, and so on. 
Those are the survivors who will walk out 
of the trauma ward under their own power. D 
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UCTITA is going 
to hurt you if you 
don’t watch out 


LL IT MANAGERS have their 

share of horror stories in dealing 

with software and the companies 
that sell it — buggy products, slow re- 
sponse by vendors and so on. But if some 
proposed legislation becomes law 
around the U.S., your worries may just 
be starting. 

By the time you read this, the National Confer- 
ence of Commissioners on Uniform State Laws 
(NCCUSL) is likely to have endorsed the Uni- 
form Computer Information Transactions Act 
(UCITA). This legislation is high on the software 
industry’s wish list, be- 
cause it would tilt the bal- 
ance of power to vendors 
— and away from users. 

Even if the mounting op- 
position somehow per- 
suades the commissioners 
to back off, recent history 
shows that the software in- 
dustry won’t give up. This 
issue isn’t going away, no 
matter what happens at the 
commissioners meeting 
this week in Denver. 

A variety of reputable 
consumer and professional organizations oppose 
this proposal — among them, the Federal Trade 
Commission, the Association for Computing Ma- 
chinery, the Association for Information Manage- 
ment and Consumers Union. Here are some of 
their objections: 

@ Sellers could legally disclaim any obligation to 
sell products that work. They would be legally 
immune even if they knew about defects before 
the sale and deliberately failed to disclose the de- 
fects, no matter how serious. 

@ In the event of a dispute, a vendor could disable 
a customer’s software remotely, even if that total- 
ly disrupted the customer’s business. The seller 
would have a unilateral right to decide that the 
customer was violating the terms of the contract; 
a buyer would have to take the vendor to court in 
response. 

@ Reverse engineering, used by security experts 
to examine software, could be prohibited, increas- 
ing the risk that buggy products and viruses 


DAN GILLMOR is tech- 
nology columnist at the 
San Jose Mercury News. 
Contact him at 


a | 


| would go undetected. 


gw A vendor could prohibit a user from publicly 
commenting on the quality or performance of a 
product. In other words, if it didn’t work, you 


; couldn’t tell your colleagues at other companies 


or vice versa. 
UCITA is itself a backup plan. The industry’s 


| original strategy was to get a rewrite of the Uni- 
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AberdeenGroup 


The Converged Voice & 


Data Network: 
Searching for the Holy Grail 
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as acquired 
The big difference in the 
orward 

vendors to seize on the con 


etwork—is based on an 


management. Putting its money 


wn network. In the next 36 months, 
capable Internet or IP virtual private net- 
as private me Relay 
ommunications Architecture (Inca). Based on a 
juipment and communications systems, Inca includes enhancements to Nor 


that combine the extended feature set and reliability of voice and fax net 


mult ice capabilities of I 


{ 


nologies, 3Com Corp. and Cabletron Inc. also introduced convergence solutions in early 1999. Even Intel 


ed the fray, acquiring Level One Communications Inc 


a supplier of components for telecom and networking 
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cognoscenti have 
it down, one of 


never run voice on our 


The truth is hiding somewhere 


will happen. And although some “voice-en 


e shipping, even the most enthusiastic proponents of 
ar PE Z f 


converge networks Cc yncede It vill be yod 18-2 
months before enterprise IP telephony solutions are truly 
viable. Don’t let recent surveys fool you. IT executives wno 
say they’re running voice and data or data/voice/video on 
the same network are most likely moving multiple services 


over the same WAN access line, but in separate channels 


ee 


Virginia Brooks is Group Vice President of the 
Networking and Telecommunications Practice 
for Aberdeen Group, an IT market research 
and consulting firm in Boston. She also tracks 
internetworking hardware and software, spe- 
cializing in the fields of remote access and 
wireless. She also follows developments in 
network outsourcing and .network channels. 

Ms. Brooks has authored many Aberdeen 
Profile and White Papers, including the recent 
report Wireless Networking: Untethered 
Oey ela dhe ee ee Te 
brooks@aberdeen.com. 


Service issues 


round- 

ritization that 

voice leo) over IP will 1 I be satisfacto- 

rily guarantee 

minimur oO net- 

f converged applications 

QoS. One network—the 

corporate IT. While QoS capa 

ble in enterprise ATM-based net 

ks for a while k nagers choose not to 

turn on QoS fe ise they are too cumbersome 
complicated to administer 

The IEEE has developed techniques for identifying and 


prioritizing traffic in the LAN, including interactive voice, 
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Everything you know about C 
goes double in a blended 


his story was written by David Puglia, vice president, product marketing, 


of Aspect Telecommunications. The story was supplied by Aspect. 


he call center industry, like 

most other industries, is 

captivated by VoIP (Voice 
over Internet Protocol), with spe- 
cific interest on the potential for 
optimizing customer service and e- 
commerce through blended media 
contacts. Access to call center func- 
tions via the Internet is emerging 
as an important complement and 
business driver for e-commerce 
applications 

Although challenges remain in 
its implementation, the future is 
here now—VolP technology is 
enabling simultaneous voice and 
Web contacts. IT and call center 
professionals need to remain as 
focused on the objective of blend- 
ing media contacts as on imple- 
menting the enabling technologies 
The fundamental objective should 
still be strengthening the relation- 
ship between customer and busi- 
ness to enhance the compariy’s 
bottom line: customer relationship 
management (CRM). 

The application of a CRM strat- 
egy doesn’t change significantly in 
the new world of blended media 
contacts, since many, if not most, 
of the same considerations per- 
taining to voice contacts are rele- 


vant to blended media contacts 


Ar g these are: 
¢ Consistency of the customer 
experience 
e Catering to customer prefer- 
ences 
e Sharing data among agents 


¢ Scalability of the CRM system 


Companies need solutions to 
improve the IQ of every part of 
their business, including automat- 
ing and blending the contact cen- 
ter, connecting that center to 
front- and back-office systems, and 
creating optimal workflow and 
business rules that collect, transmit 
and utilize information. One such 
solution, the Aspect® Customer 
Relationship Portal, helps assure 
consistent interaction, consistent 
integration and consistent infor- 
mation, providing the greatest 
value for the customer and the 


business. 


Remain constant in your 
quest for consistency 

Ensuring a superior, consistent 
customer experience is a prime 
consideration. In a traditional tele- 
phone call center, a successful 
CRM strategy depends upon pro- 
viding consistent quality from 
agent to agent, regardless of which 


agent takes the call. With the intro 


duction of the Internet, the call 
center has evolved to become a 
“contact center.” 

And while the technological 
challenges increase as the conta 
options increase (voice, fax, e-mail 
or Web), the requirement is the 
same: a well-integrated contact 
center should provide the cus- 
tomer with a uniformly excellent 


experience 


Catering to your customer's 
preferences is good business 
Nhen customers choose a con- 
tact medium, they are sending « 
message: “I prefer to interact with 
your company on my own terms. 
Please respect my choice and 
accommodate me.” It makes good 
business sense for you to do every- 
thing possible to respond posi- 
tively to that customer request 
From a cost-effectiveness stand- 
point, a single system that can 
accept all media is preferred over 
redundant systems for individual 
media. The Aspect Customer Rela- 
tionship Portal, as the foundation 
of a CRM solution, allows cus- 
tomers to reach you in the manner 
they prefer—voi fax, e-mail or 
Web—and increases the opportu- 


nities for profitable interactions. 





Make your contact center agents 
more intelligent 

Contact center agents who 
know more about your customer's 
needs and their history with your 
company can work smarter—to 
your customer's benefit and to 
yours. The easiest way to make 
agents smarter is to provide them 
with useful data instead of unor- 
ganized masses of unprocessed 
information. Agents should have 
immediate, cross-referenceable 
access to everything from account 
numbers to recent purchases to 
product information in order to 
serve the customer most effectively. 
The Aspect Portal can harness data 
mining techniques to allow the 
ransfer of corporate memory to 
agents handling any contact, mak- 
ing all agents instant experts on 
any customer’s account 

It is important to have the capa- 
bility to access data in a live trans- 
action as it moves from self-service 
(either Web-based or interactive 
voice response [IVR] for example) 
to an agent-assisted contact. Cus- 
tomers expect that the information 
they entered in the self-serv 
mode will be available to the agent 
with whom they’re speaking, so 


to 


businesses need the solutions 
bridge that transition. The Aspect 
Customer Relationship Portal has 
that capability—and more. Aspe 
solutions can “supercharge” the 
contact center to: 

e Manage e-mail! messaging 


e Provide a “call me” feature to 


ADVERTISEMENT 


environment 


facilitate voice interaction o1 
callbacks over the Internet or 
phone lines 

e Enable shared simultaneous 
browsing of a Web site by the 
customer and the agent 


e Permit online text chat 


Plan ahead to manage growth 

4 “closed” or proprietary system 
may be able to handle the 
mands of thousands of e-mails 
each day, along with tens of thou- 
sands of phone calls each hour, but 
may not be up to the stress 
imposed by the addition of Web 
responses. 

Open architecture systems can 
offer more flexibility and scalability 

given the demand curve that 

multimedia and blended media 
requirements project, scalability 
will be a high priority. For solutions 
to these demands, look to vendors 


such as Aspect that employ open 


standards. 


Leverage your investment in 
systems, people and training 
Mixed media is indeed the 
future of contact centers, but com- 
panies can’t ignore the investment 
they’ve made in current systems as 
we evolve to these mixed-media 
systems. Cail centers have equip- 
ment and software that can be 
leveraged to create a new mixed- 
media solution. Equally important 
are the investments in staff and 
training that are already in place. 


Any mixed-media solution you 


consider can incorporate and 


age the strengths of your 
present system. The business logic 
protecting your investment is 
unassailable—and open systems 


ire more likely to integrate with 


dur present system. 


Customers are moving to 
multiple media, are you? 
The movement to Internet 
dia (including VoIP, e-mail, and 
tive sites) 1S Increasing. Cus- 
to the Web and 
it for e-business of all 


in increasing numbers every 


you have the ability to 
respond to your customers who 
and even demand—access 

to you via contact other than tele- 
phone? The technology issues are 
close to resolution. What remains 
are the business issues of main- 
taining the quality of the customer 
contact experience, strengthening 
that relationship, and enhancing 
your bottom line 

The successful manager will 
take it has been learned from 
the last two decades of call center 
management and apply it toa 
CRM strategy across all contact 
media. And that process becomes 
much easier, faster and more cost- 
effective when you use technology 
solutions such as the Aspect Cus- 
tomer Relationship Portal 

For more information on 
Aspect, the Aspect Customer R 
ct's CR 


tionship Portal, and As 


solutions, call 1-800-493-7878, ext. 
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form Commercial Code, the system designed to 
ensure uniform laws dealing with commerce. But 
when the American Law Institute — the 
NCCUSL’s co-drafter of Uniform Commercial 
Code proposals — listened to the opponents and 
backed away from the idea, the software compa- 
nies persuaded the NCCUSL to push ahead with 
UCITA anyway. (For more history and informa- 
tion, check out a detailed account at www. 
infoworld.com/icita at the Web site of Computer- 
world’s sister publication Infoworld.) 

If the commissioners endorse UCITA, the pro- 
posed law would move into state legislatures 
around the nation this year. Whatever happens, 
the industry’s relentless pursuit of this legislation 
should be a wake-up call to other IT people. 

Get ready to fight this legislation in your state- 
houses. Whether it’s UCITA or something else, the 
software barons won't stop pushing against your 
rights. Stay on your guard, or you'll regret it. D 


DAVID MOSCH 


FCC should stand 
firm: Don’t tie up 
the cable industry 


T’S TIME for Federal Communica- 

tions Commissioner William Ken- 

nard to make a decision. Our nation’s 
top telecommunications policy-maker 
should tell America Online and all the 
members of the OpenNet coalition, as 
well as all the nation’s local utility com- 
missions, that he won’t support their ef- 
forts to force cable operators to open up 
their networks to all comers. 

High-speed telecommu- 
nications services are on 
track to become competi- 
tive businesses, and com- 
panies should be able to 
make their own decisions 
about whom they want to 
work with. 

Make no mistake; this 

ae isn’t just another commu- 

DAVID MOSCHELLA is an nications industry story. 
author, independent 
consultant and weekly 

columnist for Computer- 


world. Contact him at 
dmoschella@earthlink.net. 


The emergence of high- 
bandwidth, consumer In- 
ternet access will eventu- 
ally mean a great deal to 
businesses and consumers 
alike. Certainly, Web sites will be able to take 
much better advantage of audio and video possi- 
bilities, while telecommuters will be much more 
able to use Tl-class corporate networks. Whether 
widespread, high-bandwidth access arrives in five 
years or 10 will say a lot about what the early 
years of the next century will look like. 

Thus, government policy in this area should be 
driven by two main goals. The FCC should decide 
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which policies will result in the most rapid indus- 
try evolution and which ones are most in line 
with the commission’s long-term effort to bring 
real market competition to the telecommunica- 
tions sector. Both argue strongly for letting com- 
panies make their own decisions. 

The OpenNet coalition, which is led by Ameri- 
ca Online but also includes GTE, US West, MCI 
WorldCom, MindSpring Enterprises and others, 
argues that FCC intervention is needed to pre- 
vent the emergence of cable operators as new 
telecommunications monopolists. With high- 
powered lobbyists such as Greg Simon, formerly 
Al Gore’s chief of staff, they have certainly 
learned the public relations game well. For exam- 
ple, the very name “OpenNet” employs the tried 
and true technique of the Clean Air and Clean 
Water acts. Nobody wants to be in favor of closed 
networks, just as no one is in favor of dirty water. 

But the reality is that OpenNet has become, 
along with limited Y2K liability, part of a disturb- 
ing trend toward hypothetical policy advocacy, in 
which governments are urged to respond to po- 
tential problems — not real ones. If cable opera- 
tors actually become Internet monopolists and 
really do begin to harm consumers, then the FCC 
should act. But between telephone Digital Sub- 


scriber Line technology and high-speed satellite 
and wireless systems, there’s a very good chance 
that cable operators won’t be monopolists at all 
So why not treat them like any other company un 
til reason suggests otherwise? 

Additionally, there’s a dirty little secret that 
neither side is eager to reveal. Consumers aren't 
exactly stampeding toward the current high- 
speed offerings. When such services are first 
introduced, lots of Internet enthusiasts rush to 
sign up, but the rate of acceptance soon slows 
considerably. AOL won't talk about that because 
that fact totally undermines its case; AT&T, 

TCI, MediaOne et al. don’t talk about it because 
it deflates their much-valued market hype. But 
surely the FCC knows that cable modems won't 
monopolize consumer Internet access any time 
soon. 

Sometimes any decision is better than no deci- 
sion. If AT&T is going to invest more than $100 
billion in the cable business, shouldn’t it at least 
know what the ground rules are? Given the im 
portance of this issue and the recent anti-cable 
decisions in Portland, Ore., and Broward County, 
Fla., it will become unconscionable for the FCC to 
sit on the sidelines much longer. A decision is 
needed, and, to me, the decision is obvious. 3 


Reader spots blemish ; 


in crystal address 


—NIRST OF ALL, I have 
to confess that I do 
not keep up with 

your magazine like I 
should. I do enjoy read- 
ing it when I have the 
opportunity. 

Yesterday at lunch I 
was reading the e-com- 
merce cover story [“New 
Covenants Ease Online 
Channel Wa 
May 17]. The article was 


News, 


very interesting and re- 
ported on a subject I had 
never given much 
thought to 

I was particularly in- 
terested in the blurb 
about Waterford Wedg- 
wood PLC 

However, I was more 
than slightly appalled to 
see that the Web address 
and screen print in the 
article were not for the 
Irish crystal maker, but 
rather for a reproduction 
antique furniture outlet. 

The address for the 
crystal maker is www. 
waterford-usa.com. 
Rhett Shumpert 
Burlington Resources Inc 
rshumpert@br-inc.com 


Manager can identify 
with e-mail pain 
AUL GILLIN’S article 
“Peril by E-Mail” 
[News Opinion, 


June 21] really hit the 
mark. 


In my role as the sys- 
tems operations manager 

r a small company, 
keeping out the threat of 
viruses seems to be a 
growing duty. Even users 
without outside e-mail 
access are being infect- 
ed. I hope that a solution 
to the problem comes 
soon. 
Kevin Chambers 

n Managers Inc 
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Delta's systems no 
panacea for rudeness 


r’S COMMENDABLE 

that Delta plans to 

spend so much mon- 
ey on improving systems 
to provide better cus- 
tomer service [“IT Re- 
vamp Boosts Delta Ser- 
vice,” News, June 14], 
and I disagree with 
Michael Zea’s comment 


that it’s “not worth in- 
vesting” in “exception 
processes.” 

However, being one 
Delta’s “20 million in- 
convenienced passen- 
gers” last year (a lovely 
10-hour wait in the Dal- 
las-Fort Worth Interna- 
tional Airport lounge on 
the w ay toa conference), 
I can tell Delta firsthand 
that these new systems 
won't solve everything. 

Che problems I expe- 
rienced last October 
were caused by rude em- 
ployees with a lack of 
knowledge about how to 
handle problems. 

No amount of IT 
spending can rectify 
that. 

Laura Bray 
San Antonio 


laurabray@earthlink.net 


IT companies will get 
back to core business 


CANNOT AGREE more 

with Jim Champy, in 

his column “Lost in 
Business” [Business 
Opinion, June 28]. With 
so many IT companies 
diversifying their prod- 
ucts and services, it has 


become very difficult for 
iny client to identify the 
true speciality of his 
business partner. This 
‘one-size-fits-all” men- 
tality stems from the 
business arena, where 
big retailers are opening 
up their shop floor to ac 
commodate ali types of 
merchandise. A good ex- 
ample is the way Wal- 
Mart is expanding into 
the grocery business. 

I am sure that a time 
will come when most of 
the companies will come 
back to specialize only in 
their niche markets and 
realize that their neigh- 
bor’s business is not 
their cup of tea. 

Kondal Rao 


Salt Lake City 
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Beware of 
enterprise 
portal pitches 


OU’RE HEARING the pitch from 

every software vendor: We’re not 

just selling you an application, 
we're selling you an enterprise portal. 

And just what is an enterprise portal? 
It’s any system that lets an employee use 
a Web browser to get all the corporate 
information he needs, regardless of the 
source. The interface will be customized 
— financial controllers in a single busi- 
ness unit get one set of data and analysis 
tools, corporate chief 
financial officers get 
another. Employees 
will be able to view 
their 401(k) balances 
and vacation time, 
but not those of their 
cube mate. And it’s all 
done automatically. 
Sound good? Wait, 

there’s more! Do you want 
your personal calendar 
and to-do list to pop up in 
your personal portal? 


at robert_scheier@ ae ; E 
You've got it! Real-time 


computerworld.com 
stock quotes and news 

stories about competitors? It’s yours! Color-code 
the data? We can do it! 
It’s a great idea today, just like it was 10 years 
ago, when it was called an Executive Information 
System. Substitute the words “client PC” for 
“Web browser,” and it’s the same pitch I’ve heard 


i over, from not only vendors but cus- 


over anc 
tomers, too 

The problem is that making it work is a bear, 
and just adding the magic words Web portal 
doesn’t it any easier. Try the following four 
problems on for size: 
1. Different databases: Your to-do list is in one cal- 


endering appli yn, if not in a paper organizer. 
Sales data comes from a database optimized for 
transaction performance, not spitting out reports. 
Manufacturing data comes from — oops! — those 
same enterprise resource 


you had 


planning (ERP) apps 
so much fun tay g for your data ware- 
house. Then there’s unstructured data, such as 
news stories you have to find, categorize, massage 
and insert into your portal. Web technologies, Ex- 
tensible Markup Language for tagging data and 
embedded Java to access databases will help in 
the long run, but they’re not there yet 

2. Remote access: Ever tried even simple datz 
replication, such as that in Lotus Notes, over an 


NEWS 


unreliable phone line? Ever tried to 
your own, how to create a local copy of a Notes 


igure out, on 


database from the server? Get ready for big-time 
support and remote-access costs when users 
begin relying on these portals every day. 

3. Customization: Personal portals require giving 
every user, in effect, a custom combination of 
data in a custom interface. The Web does offer 
some customization tools, but true customization 
requires a lot of back-end work — and there’s 
nothing about using a Web browser instead of a 
conventional fat-client on the front end, which 
makes the back-end work much easier. 

4. Application development and maintenance: Each of 
those custom portals will require a certain look 
and feel, response times, database access, links to 
other systems, maintenance and buy-in from 
users. Just imagine the fun involved in telling the 
CFO why you can’t afford to do the custom cod- 
ing he needs to drill down on capital expenses for 
your new Patagonian subsidiary. 

But don’t worry: The same well-trained and 
reasonably priced consultants who got your ini- 
tial ERP implementation up on time and within 
budget are ready to help you sort through these 
problems. D 


LTER 


ALLAN E. AI 
Has the Valley 
gone over to 
the dark side? 


NCE, SILICON Valley stood for 

innovation and apple pie entre- 

preneurism, but something’s 
gone greedy and 
wrong. Once insanely 
great, the Valley is be- 
coming merely in- 
sane: home of bug- 
eyed speculation, ego- 
maniacs and the stink 
of fast money. 

Long before a bear mar- 

ket descends, this Las Ve- 


ALLAN E. ALTER IS 
Computerworld's 
columns editor and 
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editor. Contact him at 
allan_alter@ 
computerworld.com 


gas West is going to mess 
up the rest of us IT types. 

The catalyst for my com- 
ments is Po Bronson’s en- 
tertaining and alarming 
new book, The Nudist on the Late Shift and Other 
True Tales of Silicon Valley. Bronson, a novelist 
and longtime writer for Wired magazine, is to Sil- 
icon Valley what Upton Sinclair was to the Chica- 
go stockyards. Bronson writes he’s become less 
jaded about the Valley. But I wonder, what are 
people with hard-core IT responsibilities to make 
of his tales? 

Like Hollywood, Las Vegas West is such a mag- 
net for the star-struck that people will do any- 
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thing to be there. In Bronson’s book, people grow 
pot to fund their start-up or lie about their Cobol 
credentials to land a rent-paying job. Here, man- 
agers are so desperate for programming talent 
that they'll recruit strangers observing a company 
softball game. It gets you wondering who's going 
to be on the other end of that customer support 
line or certifying that the company’s product is 
Y2K-compliant. 

The dice-throwing Valley-dwellers are letting 
their humanity slip away. Young entrepreneurs 
shed family and friends to work 18-hour days and 
pay employees chunk-light-tuna salaries for a 
chance at stock options. Klunkware companies 
pay huge money to vaporware makers in order to 
send the right smoke signals to Wall Street. Sales- 
men sell products they know won’t work and will 
create support nightmares because investors de- 
mand 50%-plus revenue growth. Where does car- 
ing for customers fit into that? 

Customers — that’s a word rarely seen in Bron- 
son's Tales. Capitalism works best when owners 
must make customers happy in order to make 
money. It’s like a restaurant: The service is always 
better when the owner’s out greeting the diners. 
But in Las Vegas West, the connection with the 
customer matters little because the big money is 
in the IPO or the buyout by a larger company. 

Of course, start-up companies and venture cap- 
italists have long dreamed of humongous IPO 
paydays. The difference now is Internet Time. In 
the past, it took time to cash in because it took 
time to develop clients and real products. But in 
Internet Time, you may have only months to 
score. You've got to get out there first with some- 
thing, anything, so you're ready to be snapped up 
when larger companies go on an acquisition 
spree. If someone else gets there first, you can 
miss that big payday. 

The consequence is that the incentives are 
screwed up. Quality takes a distant backseat to 
speed; it’s more important to be first than to ex- 


| cel. Promise them anything, but don’t let them 


know your back-end systems are spun out of cot- 
ton candy. You'll fix that. Someday. 

During the best of times — like now — it’s an 
environment that encourages greed and shoddi- 
ness. And when the worst of times finally come? 
When the bubble bursts, there’ll be orphaned 
products and technologies, stranded customers 
and users, and enough broken dreams to water 
Nevada with tears. 

It comes down to trust. IT can't be effective 
without it. But Valley culture, pressures, ambi- 
tions — heck, even its real estate prices — are pil- 
ing on the temptation to sideswipe users and cut 
corners in the lunge for the big kill. 

I know the Internet has led to a wonderful ex- 
plosion of technical creativity. Many of the Val- 
ley’s innovations have been given away for free or 
have forced down IT costs. And there’s a chance 
that the Net will one day lead to a new, lower- 
cost, easier-to-maintain approach to computing. 

Nevertheless, Silicon Valley-style cybercapital- 
ism is spinning out of control. Trust, the most en- 
dangered species in the IT ecosystem, is being 
left for dead in the passing lane of U.S. 101.2 
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GLOBAL SITES, 


TAKE NOTE 


Marketing your Web site 
to customers Overseas? 
Package delivery com- 
panies want to help you. 
They’re evaluating lo- 
gistics software they 
hope will automate the 
intricacies of interna- 
tional shipping. B 40 


SALES IN SYNC 


Furniture maker Ha- 
worth is using an in- 
tranet and a Web-based 
collaboration tool in- 
stead of new sales force 
automation software to 
keep its sales force in 
sync. Although con- 
ceived as a work- 
around, the method was 
cheaper — and faster to 


deploy, too. » 40 


IRELAND WANTS 
IT TO COME HOME 


The Emerald Isle is a 
land of opportunity 
these days, with some 
experts expecting 3,000 
more software jobs to be 
created there in the next 
three years. So the Irish 
are recruiting in the U.S. 
— persuading their own 
IT émigrés, as well as 
Americans, to move 
across the Pond. ) 48 


A*G00D' VIRAL? 


Guess what: A “viral” 
Web site is supposed to 
be a good (that is, 
catchy) thing. But you 
could have fooled the 
Jargon Judge, who notes 
that viral is usually 
something bad. b 49 


QUICKSTUDY 


When asking finance for 
money for an IT project, 


being able to calculate 
the net present value can 
give you an advantage 
over other departments 
competing for the same 
funding. B 52 


FBI: KEEP GOOD 


RECORDS 


Companies are more 


willing than they used to | 


be to report major 
hacks, but most don’t 
know how to go about 


gathering evidence. Two | 
former FBI investigators | 


advise them to keep 
good records; the pros 
can do the rest. B 40 


S&P DOES RISK 


Neural networks and 
predictive analysis seem 
like space-age technol- 
ogy, but Standard & 
Poors and others are 
using them to identify 
which companies are 
good credit risks — and 
which to avoid. 3 38 


EASE ORG CHART 
MAINTENANCE 


The pain of creating or- 
ganizational charts can 
be alleviated with tools 
that help publish the in- 
formation graphically to 
intranets. Several users 
are saving money and in- 
creasing accuracy. } 38 


VINTAGE IT JOBS 


Harvest time is busy for 
IT, too, as California’s 
Kendall-Jackson Winery 
shows. But executives 
get to face the vineyards, 
while IT gets a view of 


the parking lot. } 54 


MORE 


Advice 

E-commerce 
Opinion: Jim Champy 
Year 2000 


SMALL SUPPLIERS, 
BIG Y2K RISKS? 


LARGE COMPANIES may be close to getting their year 
2000 houses in order, but it’s in their best interest 
also to check on the compliance of the smaller com- 
panies that supply them with goods and services. 
Steve Jost (pictured) at Deere & Co. 
has been offering year 2000 help to 

some of his company’s suppliers for 

several years now. 
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BUSINESS — 


Affinity System Keeps 
Fans Coming Back 


Databases, swipe cards help teams 
reward their most profitable customers 


BY STEWART DECK 
nose 
baseball's Car 
ylina Mud Cats 


nave boosted 
attendance this 
nks in part toa 
base. Bill 
oversees infor- 
for the 
d Cats (the 
do Rockies b 


NA near 
said the new Top Cat Club fan 


Color 
Zebulon Raleigh) 
program 

to the 


1 draws in 


Sse and scan- 
Now, they can 


ind 


and pro- 


pr 


oupons 


Systems ease 
background checks 


BY THOMAS HOFFMAN 


and avoiding customers 


are bad credit risks 


Rules-based systems “have 


of 


gotten better as the pool I 
users has grown [and made] 
more statistics available,” said 
Albert Pang, an analyst at In- 
ternational Data Corp. in 
Mountain View, Calif. 


That’s one reason the world- 


The 


fans for attending games: free 


Top Cat Club rewards 


I-shirts for three games and 
attractive prizes for 
We're 300 to 
500 new sign-ups per night,” 


more 
more getting 
Gunger said. Personal and de- 
mographic data from sign-up 


sheets enters the system each 
night, and more is captured 
from questionnaires on kiosks 
when Top Cat Club members 
scan their cards at the park. 
The Mud Cats bought a 
$75,000 system that runs on 
three new IBM Netfinity 
servers and an IBM DB2 data- 
base that also runs its ticket- 
ing, accounting and mail-order 
operations. The built-in query 
tools in DB2 let Gunger look 


; * 
R ~ 


BILL GUNGER, who oversees IT for the Carolina Mud Cats, says the 
team’s loyalty program draws fans and sponsors 


Neural Nets Spot Credit Risks 


wide market for predictive 
modeling tools in financial ser 
growing three times as 
7.1% annual growth 
> for other financial indus- 

y applications, Pang said 
One company that has bene- 
fited fr 
& Poors (S&P), 
The McGraw-Hill Cos. in New 


their use is Standard 


rom 


York. Last month, it began 
using a neural network-based 
called Decider, from 
U.K.-based Neural Technolo- 
launch Internet- 
based credit rating system. 

The system, called Credit 
Model, allows S&P customers 
(banks and asset managers) to 
identify the firm they want a 
rating on and launch the De- 
cider engine, which develops a 
credit “score” on that compa- 
ny 


system 


gies to 


an 


It analyzes a list of vari- 
ables, such as the company’s 
debt load, revenue and credit 


a division of 


ratings that S&P collected in 
its files over the years — all ata 
fraction of the cost of a full rat- 
ing, said James Satloff, manag- 
S&P’s 
product development group. 
S&P typically charges a bank 
$40,000 to develop a thorough 
company 


ing director of global 


credit rating on a 
which includes human analysis 
and an official S&P opinion on 
the firm. CreditModel, a credit 
score on a company based 
statistics, $400, 
said. He said S&P chose Neu- 
ral 


on 
costs 
Technologies because it 
was able 
predictive 
quickly and accu- 
rately. Makers of 
competing tools in- 
clude HNC Soft- 
ware Inc. in San 
Diego and Advent 
Software Inc. in San 
Francisco. 

Satloff 


to create 


models 


declined 
to quantify S&P’s 
investment in the 
Windows NT-based 


S&P’S JA 


Satloff 


s 


LOFF: Expects “order 
of magnitude return” 


up data for targeted mailings 
and statistics to entice adver- 
tisers. “Our biggest challenge 
will be to figure out how to 
best use all the data we’re col- 
lecting,” Gunger said. 

Ten other professional teams 
have similar programs, with the 
help of AIM Technologies Inc. 
in Austin, Texas. 

The Oakland A’s counted a 
15% reduction in game no- 
shows, thanks to its FanCard 
program, said Dave Alioto, di- 
rector of sales and marketing 
for the team. Dave Lozow, the 
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A’s director of business ser- 
vices, said FanCard helped in- 
crease revenue by $200,000 
last year just by converting sin- 
gle-game ticket buyers into 
season-ticket holders. 

“We've had great atten- 
dance, but people have plenty 
of options for entertainment,” 
said Charlie Vascellaro, public 
relations director at Maryland 
Baseball LLC — the owner of 
three minor league teams that 
use FanCard. “We want to 
make sure we don’t take them 
for granted.” D 


Org Charts Pose Problems 


HR data tools 
save time, money 


BY CAROL SLIWA 
Creating 
chart 
most critical of tasks, but it can 
be painful for companies with 
thousands of employees. 

Excel Telecommunications 
Inc. officials estimate they spent 
up to $106,000 per year to man- 
ually chart their 3,500 employ- 
ees. So the Dallas-based com- 
pany spent $20,000 to buy and 
implement Irving, Texas-based 


an organizational 


may not seem like the 


TimeVision Inc.’s OrgPublisher 
system — which Neural Tech 
nologies markets for between 
$80,000 and 0,000 — but 
said his company expects “an 
order of magnitude return” on 
its investment. The company 
has already received calls from 
hundreds of potential clients, 
he added. 

S&P isn’t alone. Lloyds UDT 
Motor Finance, an Edinburgh- 
financing 
unit of Lloyds TSB Group PLC 
in London, is using Decider to 


based automotive 


assess the credit risk of people 
apply 
Users of the system, 
which has been 
in place since May 
1998, found 
they “do not need to 
have the same level 
of statistical exper- 
as with other 
credit scoring sys- 
tems used by the 
bank, said Patrick 
Campbell, a mar- 
keting manager at 
Lloyds. D 


who for auto loans. 
have 
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tool, which helps companies 
automatically create and up- 
date organizational charts that 
can be published on intranets 
for display in Web browsers. 

“In our organization, there’s 

a lot of restructuring, so it’s 
really important for executive- 
management to know 
reporting where and 
what the planned head count is 
for the rest of the year,” said 
Jason Blair, an analyst for hu 
man resources at Excel. 

“No one likes to talk about 
this,” said Paul Dumas, Excel’s 
vice president of human re- 
sources. But, he said, Excel can 
find scenarios for adding or re- 
ducing head count by building 
salary data into the chart. 

Colgate-Palmolive Corp. ex- 
ecutives wanted to take better 
advantage of employee data 
stored in the firm’s SAP AG R/3 
human resources system. Previ- 
ously, Colgate-Palmolive could 
extract the information into 
spreadsheets or reports. But 
with thousands of rows, those 
documents could the 
viewer “vertigo within 15 sec- 
onds,” said Chester Gittleman, 
Colgate-Palmolive’s New York- 
based director of human re- 
sources information systems. 

Gencorp Aerojet exports 
employee data from its human 
resources system daily at 2 
a.m., and OrgPublisher pops 
on at 3 a.m. to import and re- 
publish the data. “It takes very 
littie CPU time,” said Keith 
Pearce, a manager at Gencorp 
in Sacramento, Calif. 

Also on the market are draw- 
ing-based tools from Visio 
Corp. and Micrografx Inc., 
said Kevin Gallagher, an ana- 
lyst at Newport Group Inc. in 
Barnstable, Mass. D 
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BY DOMINIQUE DECKMYN 


BUSINESS 
Web ‘Tool Fills Sales 
Automation Gap 


Furniture maker finds that collaboration tool also costs less 


Stretching It Out 
Instinctive's eRoom was con- 
ceived as a collaboration tool for | 
ad hoc projects, but Haworth has — 
found that it can use the software 
to create virtual workspaces for | 
topics such as: 

e Sales reporting 


© Forecasting 
* Sales strategy 
development 


* Field sales processes 


* Education and training 


jiscussions can be stored. 
t up about 20 
such as re- 


developing 


Web Pushes Delivery Firms 
Toward Logistics Software 


Package carriers seek 


global shipping help 


BY CRAIG STEDMAN 


at DHL Worldw 
press in Redwood City, ( alif 
But e 


up to more and more people 


ommerce “opens this 


he said. “You're dealing in many 


Atlant 
But thir 


take shape. For example 


ust Starting to 
FDX 
- the Memphis-based parer 

the Mempnhis-bDased parent 


company of Federal Express 


Corp. and several other pack 


entered in Excel 


dedicated 


instance, areé 
spreadsheets in a 


eRoom. The company has also 
created eRooms for some of its 
customers, where they can 
communicate with sales repre- 
sentatives. About 400 Haworth 
and 100 


customers are now using the 


workers dealers and 


software 


New Uses 

‘As more people see the soft 
ware, they are coming up with 
new ways of using it,” said John 
Eichinger, manager of 
sales He 


said the software helps sales 


corpo 


rate international 


people in multiple countrie 
work together on multination 
al accounts 

With eRoom and a Microsoft 
Cory Internet Information 


Server intranet that went live 


ige Carriers 
Vastera Inc 
he Dulles 


> to do exp 


xpects that soon FDX \ 
nounce specific plans for help- 
custom 
But FDX official 
wouldn’t comment on that 
WOCCK 
UPS plans to start automat 
x compliance checks by Oc 
using 


software from 


Preparing to 
Cross Borders 


What logistics apps c 


Key functionality: A databa 


How widely they're used 


st SB 


in January, Haworth no longer 
needs a sales force automation 
tool that would have cost “al- 
most an order of magnitude” 
Eichinger added. The 

implementation 

$200,000, 


more 
eRoom cost 
about including 
hardware, he said. 

Haworth decided to replace 
its early 1990s-vintage sales 
automation software 
about two years ago. The com- 
looked at software from 

Systems Inc. and Van- 
Corp. but found them 


Eichinger said. Then it 


pany 
Siebe 


tive 


stumbled on eRoom 

Meanwhile, a year 2000 
project was sapping resources. 
And delays in the company’s 
enterprise resource planning 
project were making it impos- 
sible to implement some cru 
cial elements of a sales force 
automation system. But in Sep- 
1998, Jacquie Karr- 
Zlotnicki, senior sales analyst 


tember 


and manager of the project, 
was told she would have to de- 
liver “something” by Feb. 1, 
1999, that would allow sales 
people and customers world 
wide to communicate 

One consultant said a bene- 
fit of eRoom is that it requires 


little or no intervention from 


NextLin Corp 
Spring, Md. But 
will involve only the compa- 
ny’s own customs brokers at i 
hipment hub in Louisville, Ky 
UPS has also begun to evalu 
ability of NextLinx, 
New 


to calculate 


ate the 


and York-based 


Vastera 


Syntra Inc over 


seas delivery costs. 


Compliance 
DHL is examining the same 
software for potential use in 


] 


ternally and at customer sites. 


Calculating shipment costs is 


its top priority, but export 


compliance issues “are also 


nart of the 


r 


stock said 


equation,” Com 
Automating export compli- 


unce checks and calculating 
the full cost of foreign ship- 
ments is no easy matter be 
cause government regulations 
and tariff 
around the world need to be 
tracked and updated every day, 
said John Fontanella, an ana 
lyst at AMR Research Inc. in 
Boston. 

“It’s a tough nut to crack,” 


Fontanella said. “None of the 


schedules from 


carriers is doing a great job of 


it today.” D 
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the information technology 
department. Karr-Zlotnicki 
agreed that was the case at Ha- 
worth. 

Meanwhile, the 
said Haworth’s application of 


consultant 


eRoom is novel. “I would ex- 
pect to see it more for projects,” 
said David Coleman, managing 
director of Collaborative 
Strategies in San Francisco. D 


What to Do 
If You've 
Been Hacked 


BY ANN HARRISON 
Surveys show that more com- 
panies are willing to report 
cracking incidents, but most 
are still reluctant to acknowl- 
edge break-ins. And security 
analysts said reporting such 
crimes and gathering evidence 
can be tricky 

At the Black Hat Briefings 
computer security conference in 
Las Vegas earlier this month, 
Alec Tatum and Richard M. Alu, 
former FBI investigators who 
now specialize in damage assess- 
ment and evidence gathering at 
IntelAgents LLP in Annapolis, 
Md., offered advice to firms that 
find themselves in this situation. 
aimplement the company’s 
disaster-recovery plan to se- 
cure, store and archive compa- 
ny data that might be lost 
w Take steps to locate and pre- 
serve evidence using audit logs 
to identify the origin and time 
of the attack. 
wKeep detailed notes about 
what steps are taken to secure 
evidence and back up the data 
on a tape drive system. 
= Don't with 
anyone about the break-in via 
e-mail because attackers may 
be monitoring the company 
network for such information. 
w Evaluate the cost of the inci- 
dent, including damage to data 
the expense of hiring security 
consultants and the purchase 
of new hardware or software. 

The FBI does investigate 
cracking incidents, but Tatum 
and Alu noted that companies 
with low damage estimates, 
and those that aren’t located 
close to the major metropoli- 
tan areas where FBI investiga- 
tive teams are located, are less 
likely to receive assistance. D 
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nology stories 
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have a success story of 

your own to share, send it to 

us. A select number of entries will 
be profiled in Computerworld. 


One lucky entrant will be choszn to present his 
story to an audience of IT Leaders at NEXUS 
2000—Coemputerworld’s Conference on Hot 
Emerging Technologies—in Palm Springs, CA 
this December. 

Email your story or request for more infor- 
mation to IT_Leader@computerworld.com. 
Or fax it to 1-650-524-7004, 





$10.9 Billion 
Spent on Intranets 


U.S. companies spent $10.9 
billion on intranets last year - 
one out of every four dollars 
appropriated for Web-related 
projects, according to Inter- 
national Data Corp. (IDC) 

in Framingham, Mass. More 
than half of large U.S. organi- 
zations had intranets in place 
by the end of last year, IDC 
said in its “IDC Intranet Fact 
Book: First Half 1999” report. 
And, more than 30 million 
people use some form of 
intranet 


Net Name Test 
Extended Again 
Network Solutions Inc. (NSI) 
said it has again extended the 
testing deadline of the 
registration system for do- 
main names, from July 16 to 
Aug. 6. Herndon, Va.-based 
NSI said the delay will allow 
the five test bed registrars - 
America Online Inc., the In- 
ternet Council of Registrars, 
France Telecom/Oleane, Me!- 
bourne IT of Australia and 
Register.com - to record 
com, .net and .org domain 
names 


9% of Apps Have 
Y2K Glitches 


Based on an analysis of 60 
million lines of code reviewed 
by San Jose-based Matridigm 
Corp., 9% of all programs 


still contain year 2000 errors 
and, on average, 185 errors 
per million lines of code. 
Among industries represent- 
ed, the financial services sec- 
tor averaged the fewest er- 
rors ~ 141 glitches per million 
lines of code. 

Code from the U.S. gov- 
ernment and other vertical 
industries experienced a 
higher error rate. 


Claims System 
Redesign at $8.7M 


Los Angeles-based Farmers 
Insurance Group of Compa- 
nies has placed an order for 
$8.7 million worth of docu- 
ment management software 
and related services from 
Costa Mesa, Calif.-based 
FileNet Corp. as part of an 
effort to redesign its claims 
processing network. The 
new system is expected to re- 
move most of the paper from 
Farmers’ claims processing 
procedures. 


PeopleSoft 
Outsourcing Pact 


Eagle Family Foods in Tarry- 
town, N.Y., has signed a mul- 
tiyear contract to continue 
outsourcing management of 
its PeopleSoft inc. human re- 
sources management system 
to reSource Partner Inc. in 
Columbus, Ohio. Under the 
agreement, reSource Partner 
will continue to provide appli- 
cation management, systems 
upgrades, customer support 
and training. 


College Degree Information 


Types of degrees earned by IT professionals: 


FYPE OF DEGREE 


PLAN TO 


EARNED ed 


Computer-related associate's 15% 1% 


Computer-related bachelor’s 


Computer-related advanced 


37% 4% 
17% 9% 


Certification by a major vendor 


(IBM, Novell or other) 


Vendor-neutral 
professional certification 


Base Survey of 303 IT professionals at compames 


with 000 or more employees wortdwnde 
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JIM CHAMPY 


IT’s power to transform 


HERE’S A LOT OF HUBRIS about the role of IT in busi- 
ness. Include me as one of the guilty. I recall one debate 
with the editor of a prestigious business school journal. 
I was arguing that IT was becoming a driver of business 
change. Retail banking, with the advent of the “virtual” 


bank, was my case example. 

I couldn’t make the sale. IT, she responded, 
was only an enabler. Other, more global factors 
— like the shift from planned to open 
economies and the benefits of economies of 
scale — were the reai drivers of business 
change. Technology played only a secondary 
role. A techno-luddite, I thought. 

Today, I believe even more in the transforma- 
tive power of IT. Financial services are the ob- 
vious place where IT could transform a whole 
industry. But don’t hold your breath. It’s taken 
the onslaught of online trading to wake up the 
industry to what technology can do. Only a few 
financial services visionaries — like Charles 
Schwab and John Reed of Citi- 
group — have the ambition to 
lead a revolution. Additionally, 
there isn’t a greater social pur- 
pose at work to drive radical 
change in banking. 

So where to look for IT’s big 
impact? Try health care. 

It’s no news that health care is 
in crisis — and it’s about to get 
worse. The industry’s informa 
tion systems are failing massive- 
ly. Many insurers and providers 
know neither their real costs nor 
real income until it’s too late to 
do anything about it. The spec- 
tacular rise and fall of Oxford 
Healthcare — an industry dar- 
ling that was reportedly undone 
by poor processes and systems 
— is a case in point. 

The industry response to the 
crisis is to clamp down on phar- 
maceutical spending and other 
treatments. Another tactic is to 
eliminate costly patient seg- 
ments — like older people 
from the ranks of the insured 
None of these solutions is con fre 
sistent with the public good. 

As the financial crisis mounts, patients are 
increasingly complaining about the lack of ac- 
cess to care. Health care professionals complain 
about being overworked and not having the 
freedom to treat patients as they see fit. Em- 
ployers complain about rising costs. Watch 
them complain even more as health insurance 
premiums rise 10% to 15% during the next year. 

But imagine a health care utopia where you, 


If well- 
implemented, 
technology 
can transform 
a whole 
industry. 


your family and your associates could get quali- 
ty care whenever and wherever the need arose, 
independent of your insurer. With some ac- 
knowledgment to the financial services indus- 
try, I can now get cash easily almost anywhere 
in the world. Not true with medical attention. 

The transformative role of IT in this industry 
could be enormous. The possibilities go well 
beyond fixing financial systems. Great care 
that’s both universally available and affordable 
— will happen when we can measure outcomes. 
These are the relationships between treatments 
and the results they yield. Massive, shared data- 
bases will be required. Additionally, global 
health care will require universal 
medical records available to any 
provider — with the patient’s 
permission, of course. 

To create such an information 
utility, complementers and com- 
petitors will have to come togeth- 
er. Insurers, providers, profes- 
sionals and IT services compa- 
nies all have a stake here and a 
lot to gain. Here, IT will be both 
an enabler and a driver. And if 
well-implemented, the technolo- 
gy can serve to transform a whole 
industry. 

As in any undertaking of this 
scale, other difficult issues will 
have to be solved — like who 
pays, who decides on treatment 
and who profits. 

Maybe I’m also too much of 
an idealist, but with more perfect 
information, these issues might 
also be more easily resolved. 

And there is precedence for col- 
laboration in health care with 
the human genome project — a 
large-scale, ambitious effort to 
find the source of disease. Now a 
parallel effort is required for 
health care delivery. 

This is an industry that shouts for transfor- 
mation. It would be a brilliant example-of IT in 
the service of the larger public good. B 


Champy is chairman of consulting at Perot Systems 
Corp. in Cambridge, Mass. Contact him at Jim- 
Champy@ps.net. His newspaper columns are syndi- 
cated by Tribune Media Services. 
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DEERE & CO.'s STEVE JOST says 
his company is doing “everything 
Per RCMUT LLG TMM Occ 
relationships with suppliers 


Big companies are getting 
closer to Y2K compliance - but 
may overlook the threat smaller 
firms pose to their supply 
chains By Kathleen Melymuka 
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r LEAST 14 


nesses in the U.S 


million, or | 
won o han 
dle the year situation 
Sen. Bob Bennett (R 
ous threat to th 
economy 
Those figures are from a June survey 
by the National Federation of Indepen 
dent Business, which points out that 
disaster lies not just in the possible 
failure of sm 


companies, but also is 
the effect that failure would have 


industry supply chains 


on 


} 


Yet despite the danger, a recent spot check of For 


tune 500 insurance, retail, manufacturing, food, utili- 
ty and pharmaceutical companies indicates few large 
1 hand. “I 
Y2K information from 


their suppliers. But other than the auto industry, I’ve 


companies have done much to lend very- 


body is really keen on gett 


found almost no one helping their small suppliers 


cope,” says Jim Porter, a partner in the Y2K practice 


at PricewaterhouseCoopers in’ 


No Offers 


“We have had a lot of requests 


ysons Corner, Va 


ut our Y2K 
tus, but no one has offered in any way to give us a 
hand,” says Brett Gardner, year 
at Excalibur Laboratories Corp. in South Burlingt« 


Vt., a small company that calibrates test equipment 


2000 project manager 
mn, 
for aviation, manufacturing, biomedical and nuclear 
power plant customers 

Excalibur has only 10 employees; that’s the good 
news and the bad news. Small companies don’t have 
the layers of Y2K complexity that face la 
and e 


rations, but they also lack the resources xper- 


tise to handle the millennium problem. “I’ve been 
wearing a lot of hats, doing everyday business and 
trying to deal with the issue,” Gardner says. “It would 


have been helpful if we’d had some resources or even 


some ideas from larger companies 
Gardner’s not talking about hands-on assistance; 


he says basic information, like access to Y2K semi 


nars or databases of software or hardware compli- 
ance, would have been very helpful. But none of his 
large customers offered 

suppli- 


The few companies that have helped their 


ers are quick to acknowledge that they’re motivated 
more by self-preservation than altruism. That points 
to a basic fallacy in many supply-chain contingency 
plans: “People can say they’re going to re-source 
pliers, but in the real world, it doesn’t happen,” says 


Cindy Sim, year 2000 project manager of supply 


management at Deere & Co., a maker of agricultural 
and industrial equipment in Moline, II]. “Nine out of 
The glib people who say 


they’ll just find another source are not in the real 


10 times, it’s not possible 


world of supply management 


Sharing the ‘A-ha!’ 

Changing suppliers is the last thing Colgate 
Palmolive Co. wants, so the New York-based con- 
sumer products manufacturer has been willing to 
help when its smaller suppliers have needed it 

For example, in the early days of year 2000 remedi- 
ation, a lot of suppliers didn’t know how to assess 
embedded systems and plant equipment, says Jan 
Polish, associate director for Y2K compliance at Col- 
gate. Because the company had gone through an in- 
ternal audit of those items, it shared the method- 
ology. “We went to plants, walked through with their 
engineers and said, ‘Did you check this? Did you 
check that?’ And they’d say, ‘A-ha!’” she recalls. 
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Colgate 
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pliers on the s« 
to be under the Y2K 
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else is providing that | 
ception: the auto indu 
Starting Their Engines 
General Motors ¢ orp 


later t 


lerChrysler (joined 
have been working on ye 
since 1997 through the 


Group (AIAG). It began w 


Resources for Small Businesses 


Although lots of small 
companies are behind on 
their Y2K work, there 
are lots of free resources 
out there to help them 
catch up. Here are a few: 


Y2K HELP CENTER 
FOR SMALL BUSINESS 


NATIONAL FEDERATION 
OF INDEPENDENT BUSINESS — 


SMALL BUSINESS 
ADMINISTRATION (SBA) 


www.sba.go vwWw 
Webcast 

ence with major software ven 

Jors offering recommenda Links to hardware and soft- 

tions for specific activities to ware makers and other 

help small businesses prepare sources of Y2K information 


1 a miniconier 


sel 
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120.000 su 


year 2000 prograr 
sessment] 


ontin 


peopie are 
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Y2K project m 
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supplier t 


One-On-One Attention 
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zutomotive supp! 


time around, the supy 


Beyond that, one 


at Veere 


the ongoing Y2K relationship with each supplier 


After it searchs 


ment organization funne 
their lead buyers 


information 


We hav 


to assist the supplier 


help them manage their project 


tingency plan,” Sim says 


These 


We're trying to share information.” 


Deere is adamant about 


bring all its suppliers 


into 


one matter 


the Ww millennium with 


it. “It takes years to establish these good relation 


ships with suppliers,” Jost says, 


‘and we're d nev 
ana we re doing 


everything we can to maintain them.” D 
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IBM e-commerce software powers the REI online store 


— and sales that exceed projections by over 360%. 


Can IBM e-commerce ‘software help vou’ 


IBM software is helping thousands of companies build, run and manage powerful 
interactive e-commerce Web sites. For REI, that means everything from state-of-the- 
wilderness gear you can buy to clinics on outdoor skills, enthusiast bulletin boards 


and a world of trips and tours. The scope of REI’s offerings led them to IBM. 


IBM software provides the building blocks for all facets of e-business, including 
secure payments, electronic catalogs, and order processing. For REI, proven 
products, such as Net.Commerce, DB2° Universal Database” and IBM Firewall deliver 
the scalability, reliability and security it takes to reach, sell and service a growing 


community of outdoor enthusiasts. 


The results have been nothing less than astonishing. In the first quarter alone, REPs 
sites generated online sales that exceeded projections by over 360%. And these 
e-sales are 4 times the size of those in their brick-and-mortar counterparts. Bottom 


line, REL is growing profits far beyond its wildest expectations. 


REI is just one example of the thousands of e-commerce businesses IBM software has 
helped build and grow. From Web storefronts to integrating your business systems and 
supply chains, [BM offers a breadth of software products simply unmatched by anyone. 


\ll backed by the know-how and support of IBM and its Business Partners. 


— = 
e-business How to become an e-buriness 
future of 


Business 


-----— 98 
Profit from the learning of over 10,000 e-businesses with 
IBM online resources and our free e-commerce Roadmap. 


Visit www.ibm.com/software/ec/roadmap 


Net.Commerce 


Enables you to market ar 


n a secure and scalat 
on the Internet. Award winning 


software provid 


WebSpriere Application Server 
extends core business functions 
to Web clients and vice versa 
Built-in connectors to d 

and other systems help r 


high transaction dema 


existing and future ap 


IBM software can help you build, 
run and manage e-commerce 
solutions on all major platforms. 
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RECRUITING 


BACK T0 
IRELAND 


Faced with growing staff demands and its own skills 
shortage, America’s No. 2 source of H-1B professionals 
wants its IT pros to come home again 


CEM steele Pe lgalas 
ie gC mie 
Ure ene Me eR et 
Ciaiet eee em Lae 


IT professionals 
> Irish 
ittend- 

» the 


ings 


r was designed to 


la and others 

relocate. More than 

20 companies, including Price- 
W houseCoopers, NatWest 
Bank and Hewlett-Packard Co., 
sent representatives in an at- 
tempt to balance the IT skills 


gap that has emerged as Ire- 


land’s economy has boomed. 
Unemployment in Ireland is 

That’s the lowest 

it’s been since 1921, when the 


a mere 6.4% 


Republic of Ireland became an 
independent nation, and con- 
siderably below the European 
average of 10.4%. The number 
of private-sector jobs has 
grown by 20%, or 142,000 posi 
tions, in the past three years, ac- 
cording to Opportunity Ireland, 
a program of the National Soft- 
(NSD) in 
Dublin, a government 
that has helped to direct the 


growth. 


ware Directorate 


agency 


The boom has been largely 
driven by the software indus- 
try, which saw jobs increase by 


55% between 1995 and 1997, ac- 


cording to the NSD. 

Opportunity Ireland offi- 
cials say they expect software 
companies to create 3,000 new 
jobs in the next three years and 
electronics companies to add 
2,000 positions in the next two 
years. 

The Economist in London 
Ireland “the back 
office of Europe,” recognizing 


has called 


it as the top European location 
for call centers engaged in tele- 
marketing, 
and technical support. 

More than 60 major compa- 


customer service 


nies have located call centers 
there, according to the book 
Working and Living in Ireland 
(1999, Oak Tree Press, Dublin), 
by Eugenie Houston, a former 
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human resources executive. 

Irish recruiters are starting 
to look outside the country for 
talent, turning to Web sites like 
Top Jobs on the Net and Op- 
portunity Ireland to post open- 
ings for systems analysts, Java 
programmers, webmasters, ap- 
plication developers, help desk 
managers, software testers and 
software engineers. Recruiters 
have also used Web sites to 
search for business analysts in 
all technology areas, including 
>, C++, Visual Basic, Delphi, 
RPG 400, Windows NT, Unix, 
Cobol, Oracle and SAP. 

The plethora of IT jobs is 
helping to turn the tide of emi- 
gration from Ireland. In the 
past two years, 11,500 people 
moved from the U.S. to Ireland, 
while only 8,400 moved from 
there to here. Shay Clancy, a 
recruiter at IT Staffing, says 
44,000 people immigrated to 
Ireland last year; 57% were re- 
turning Irish nationals, the bal- 
ance of them Europeans and 
Americans. 


Moving Back Can Be Easy 

If the proverbial luck of the 
Irish holds out for Caball, he 
will be among those following 
in the footsteps of IT profes- 
sionals like John Gaffney, who 
moved back to Ireland last year 
after ll years in the Midwest. 

Gaffney, a team leader for 
mainframe development at 
NatWest’s retail information 
systems group in Dublin, immi- 
grated to Columbus, Ohio, in 
1987. 

He worked for General Elec- 
tric Co. and attended Ohio 
State University part time to 
earn an IT degree. Upon gradu- 
ation, he took a job at Electron- 
ic Data Systems Corp. in De- 
troit. But by the time his daugh- 
ter was 4 years old, he says he 
longed to return to Ireland. 

The Gaffneys left Detroit in 
July 1998. He signed with a re- 
cruiting agency two weeks af- 
ter relocating and says he gar- 
nered right 
away. The second, with Nat- 
West, winner. Within 
two weeks, Gaffney says, he 


two interviews 


was a 


was on the job. 

“Given the quality of life and 
the standard of living, I haven't 
sacrificed a deal,” he 
says. “If you just make up your 
mind that you want to go, it 
isn’t as difficult as you think.” d 


great 


Goff is a freelance writer in New 
York. Contact her at lgoff@ix. 
netcom.com. 
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JARGON JUDGE 


How can ‘viral’ mean 
something good? 


OU PROBABLY THOUGHT the same thing I did the first time I heard 


the term “viral” Web site 


infected! As in, it somehow must be car- 


rying a computer virus that would insidiously permeate your fire- 
wall and leave you open to intruders, theft and damage. 


Wrong. 


Viral — get this — actually refers to a site or other type of technology 


that’s first to market and catches on exponentially. 


Say what? 

Yes, once again the tech- 
nology pundits are one step 
ahead of the rest of us, and 
it’s one step too far. 

The last time I checked, 
viral (and its noun, virus) 
wasn’t a word that had a 
whole lot going for it, public 
relations-wise. Medically, 
it’s a foreign being that in- 
vades your system (body), 
and it’s impervious to med- 
ication. Computer-wise, it’s 
a piece of code that invades 
your systems, then repli- 


cates and makes your ma- 
chines do pesky or evil 
things, like destroy data on 
certain dates. Now this is 
the word we're supposed to 
associate with madly popu- 
lar programs? 


Two Examples 

To prove it was so, one 
source who briefed me on 
this perplexing 180-degree 
shift gave me two examples 
of the viral phenomenon: 
Microsoft’s Hotmail and 
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DECISION PROCESSING "S99 
CONFERENCE 

ws Fairmont Hotel, San Jose; 

Aug. 2-4 

w The latest applications in the data 
warehousing industry. 

@ Cost: $1,095 to $1,595 (less for 
members of the International Data 
Warehouse Association). Contact: 
Digital Consulting Inc. in Andover, 
Mass., at (978) 470-3880; fax: 
(978) 470-0526; 

e-mail: ConfReg@dci.com. 


www.dci.com 


NATIONAL CONFERENCE OF 
BDPA (BLACK DATA PROCESS- 
ING ASSOCIATES) THOUGHT 
LEADERS 

w Hyatt Regency Atlanta; 

Aug. 17-22 

w A select group of IT managers will 
discuss issues that are germane to 
African-American IT leaders and 
managers. 

m= Cost: $500 for members, $600 
for nonmembers. Contact: BDPA in 
Landover, Md., at (800) 727-2372; 
fax: (301) 429-2710. 
www.bdpa.org 


INTERNET ASP FORUM ’99 

a Moscone Center, San Francisco; 
Aug. 17-18 

aw For companies considering buying 
or renting shared applications over 
the Internet through application ser- 
vice providers. 

aw Cost: $595. Contact: Ambit inter- 
national in San Francisco at (800) 
300-5660 or (415) 674-4244; fax: 
(415) 674-4498. 


www.ambitsf.com 


1999 AMERICAN PRODUCTIVITY 
AND QUALITY CENTER (APQC) 
CONFERENCE 

@ San Francisco Marriott; 

Aug. 23-27 

w Chief focus is on attracting and 
retaining customers. Three tracks 
on product development, leadership 
and customer focus. 

aw Cost: $845 to $995 (additional 
for workshops and training). 
Contact: Nadine Mickey 

at APQC in Houston at (800) 776- 
9676 or (713) 681-4020; fax: (713) 
681-3705; e-mail: nmickey@ 
apqc.org. 
www.apgqc.org/events/sf 


America Online’s Instant 
Messenger. Both products — 
the world’s first free e-mail 
and free real-time chat 
client, respectively — were 
launched with little fanfare. 
Yet, in a matter of months, 
they had drawn huge foilow- 
ings. Word of mouth about 
innovative and free Internet- 
based services meant their 
growth took off like — a 
virus. And then so-called 
viral Web sites were born. 
But if it’s growth they 


| CAUCUS ’99 


gw Park Hyatt, Washington; 


Aug. 30-Sept. 1 


@ The annual conference for high- 
tech acquisition professionals, it will 
feature the latest in the world of 
buying IT products and services. 
Learn about new issues and how to 
deal with technology suppliers 

w Cost: $995 to $1,295. Contact: 
international Computer Negotia- 
tions in Winter Park, Fia., at (407) 
740-0700; fax: (407) 740-0368. 


www.caucusnet.com 


THE 99 SOFTWARE 
ENGINEERING SYMPOSIUM 

ws Lawrence Convention Center, 
Pittsburgh; Aug. 30-Sept. 2 

w An update on and discussion of 
software engineering practices, 
sponsored by the Software Engi- 
neering Institute (SEI). 

aw Cost: $545 by July 28; $645 
from July 29 to Aug. 18; $745 after 
Aug. 18. Contact: SE! in Pittsburgh 
at (412) 268-7388; fax: (412) 268- 
7401; e-mail: registration@sei. 
cmu.edu. 

www.sei.cmu.edu 


THE AMR RESEARCH STRATEGIC 
MANUFACTURING & AUTOMA- 
TION CONFERENCE 


wanted to convey, surely the 
pundits could have done 
better. Why, just look at 
some equally apropos 
metaphors I have dreamed 
up —— even without Moun- 
tain Dew or cold pizza to 
sustain me: 

= Weeds. They 
spring up all over 
without much 
cultivation, in a 
fashion not alto- 
gether unlike that 
irritating Instant 
Messenger win- 
dow, which pops 
up and freezes 
your keyboard 
only when you're 
in the middle of 
typing a hugely 
important sen- 
tence. 

w= Seeds. From 
flowers, trees and 
dandelions alike, they’re 
surreptitiously carried by 
the wind to parts near and 
far, as is word of splendid 
new sites. 

a Snowballs. Whether as a 
verb (snowball), an adverb 
(snowballing) or a modifier 


w= Westin William Penn, Pittsburgh; 
Sept. 8-9 

@ Focus on planning and execution 
of multisite plant rollouts. Issues 
include application selection and 
assembly, software upgrade strate- 
gies and global implementation. 

@ Cost: $1,295 to $1,495. Contact: 
AMR Research inc. in Boston at 
(617) 542-6600; fax: (617) 542- 
5670. 

www.amrresearch.c om 


conferences 


NETWORLD/INTEROP 

a Georgia World Congress Center, 
Atlanta; Sept. 13-17 

@ The key event for those whose in- 
terests lie in network infrastructure. 
Explores using existing technologies 
to move into e-commerce. 

aw Cost: $1,095; $1,295 after Aug. 
13 (more for tutorials and work- 
shops). Contact: NetWorld/Interop 
"99 in Needham, Mass., at (888) 
886-4057; fax: (781) 449-2674. 


www.interop.com/Atlanta 


1999 GARTNER GROUP 

CRM SUMMIT 

g@ Chicago Marriott Downtown; 
Sept. 15-17 

s Focuses on exploiting iT to build 
stronger marketing, sales and 


Does any high-tech 
jargon leave you 
steamed? Or smiling? 
Tell ANNE MCCRORY, 
former Computerworld 
copy desk chief and now 
assistant business editor 
Contact her at 
anne_mecrory@ 
computerworld com 
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(snowball effect), this term 
is already a fit: It starts 
with a core whose mass 
grows ever larger, layers at 
a time. 

w= New, hot, popular, 
nascent, clever, up-and-com- 
ing, hot emerg- 
ing, business- 
smart, brand- 
building, mar- 
ket-leading 
niche-creating, 
Net-able, Net- 
icent. You- 
name-it, there 
are plenty of 
words in the 
English lan- 
guage for this 
concept already. 

So let’s wipe 
out vira! in this 
Web context. 
There’s no need 
to give it yet an- 
other meaning or to use yet 


another term to confuse just 


about everybody else. D 
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www.computerworid.com/more 


customer service capabilities. 

w Cost: $1,395 to $1,595. Contact: 
Gartner Group Inc. in Stamford, 
Conn., at (800) 778-1997 or (203) 
316-6757: fax: (203) 316-6774. 


www .gartner.com 


SECURE NETWORKS FOR THE 
CONNECTED ENTERPRISE 

ws Fairmont Hotel, San Francisco; 
Sept. 26-28 

a Extranet and e-commerce secur- 
ity and communications issues. 

w Cost: $1,395. Contact: Giga Infor- 
mation Group in Norwell, Mass., at 
(781) 792-2669; fax: (781) 871- 
4871; e-mail: conierences@ 
gigaweb.com. 


www.gigaweb.com 


Y2K ZERO-DAY STRATEGIES & 
BEYOND 

w Doubletree Paradise Valley Re- 
sort, Scottsdale, Ariz.; Sept. 27-28 
ws What you need to know - and do 
- in the final three months before 
the millennium rollover. 

w Cost: $1,595 (more for work- 
shops). Contact: International Qual- 
ity & Productivity Center in Little 
Falls, N.J., at (800) 882-8684 or 
(973) 256-0211; fax: (973) 256- 
0205; e-mail: info@iqpc.com. 


www.igpc.com 
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BUSINESS: 


VENDOR 
VENTURES 


Considering a job with a technology 
vendor? Many offer high pay and great 
challenges. But the cultures aren’t for 
everyone By Rochelle Garner 


HEN it 
comes to 
images of 
the IT 
workplace, 
companies 
seem to get the glory. But infor- 


vendor always 
mation technology profession- 
als pondering a job change 
might wonder what it’s actual- 
ly like to work at these places 
Everyone knows they expect 
long hours. But do they chew 
up staff and spit them: out like 
toothpicks? Or do they offer an 
atmosphere so exciting that 
you can’t wait to go to work in 
the morning? 

The answer often depends 
on the workplace culture, be 
deter- 
mines the behavior of the peo- 
ple you work with — and it af- 
fects your life far more deeply 
than a shiny new BMW can. 

a look at the work- 
place cultures of four vendors 


cause it’s culture that 


Here’s 


competing in four of today’s 
hottest technology segments. 
Who knows? One might be just 
what the career doctor ordered 


for you 


inktomi Corp. 


San Mateo, ¢ alif. 

Inktomi’s 400-person work- 
force boasts so many graduate 
degrees that it almost feels like a 
university. Contributing to that 


feeling: Inktomi is staffed primari- 
ly by twentysomethings prone to 
erupt in spontaneous (and leg- 
endary) water battles. 

You may not have heard of 
Inktomi Corp., but the San Ma- 
teo, Calif., company works on 
projects as big as the Internet 
itself. Literally. 

The reason: All of Inktomi’s 
products — its search engine, 
Internet-caching, comparison- 
shopping and concept-match- 
ing software — are based on 
technology that 
essentially strings together in- 
expensive 
form a true massively parallel 
processing system. Keeping up 
with the Internet is a simple 
matter of adding more proces- 


homegrown 


workstations to 


sors. The technology behind it, | 


though, is complex. 

“What Inktomi 
very rocket-scientific,” says 
Kris Tuttle, an analyst at 
Soundview Technology Group 
Inc. in Stamford, Conn. “Your 
average smart-guy program- 
mer won't be able to do this.” 

But life at Inktomi isn’t all 
nose-to-the-grindstone. The 
employees there know how to 
have fun, too. 

One mark of Inktomi’s work 
hard/play hard culture: An in- 
formal confab, dubbed “Year of 
Pain,” which promotes rock 
climbs, endurance bike rides, 
outdoor ropes courses and oth- 
er high-energy doings. What- 


delivers is 


INKTOMI’S SEAN SUCHTER: “I've 
Ce leyareMcs eh got 1M ray(? tL cl eee 
because | was asked to, but be- 
cause | find my work so intriguing” 


ever the activity, the goal is to 


provide employees with an 


outlet to relieve the stress of 


days and nights in front of their 
computer monitors. 

done 
nighters since graduating last 
year from Cal Tech — not be- 
cause I was asked to, but be- 
cause I find my work so in- 
triguing,” says Sean Suchter, a 
software developer and scien- 
tist in Inktomi’s directory en- 
gine group. Suchter estimates 


“T've several all- 


he puts in an average of 60 to 
70 hours per week. 

Blame it on the enthusiasm 
of youth, which prompts many 
of Inktomi’s staff to lose sight 


| of the hours as releases ap 


proach. And given the product 


| cycles of software these days, it 


seems there’s always a new re- 
lease. 

“As a manager, I try to keep 
people from doing those all- 
nighters because we want to 
keep them from burning out,” 
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says Matthew Hall, 43, who is 
Suchter’s manager. “We are in 
this for the long haul, and want 
to keep people fresh and pro- 
ductive. More often than not, I 
tell people to take time off.” 

But Inktomi’s culture isn’t just 
one of hard work and hard play. 
The company also has an unspo 
ken, but inviolate, code of be 
havior. “We have zero tolerance 
for prima donnas,” Hall says. 

So what type personality fits 
in at Inktomi? Someone who’s 
drawn to 
Question, according to Suchter 
Hall, 
breadth of Inktomi’s products. 


And 


solving The Big 


and because of the 


most important is 


someone who has accom- 
plished big things, but doesn’t 
nave a swelled head 

“We almost 


plete lack of political intrigue, 


have an com- 
since no one talks about who 
screwed up or who can’t han- 
dle a task. You have no idez 
what that means in your life — 
not worrying about how others 
perceive having to 
watch your back,” Hall says. 
Unless another water battle 


you or 


is brewing, of course. 


BUSINESS 


Trilogy Software Inc. 


Austin, Texas 

Trilogy wants young, talented 
overachievers with entrepreneur- 
ial ambition. And oh yes, it also 
wants people who will willingly 
dedicate their lives to make the 
company succeed. Only the vigor- 
ous need apply. 

It’s quite possible that no 


one works as hard as the staff 


at Trilogy Software Inc. Forget 


The 


1,000 employees at Trilogy — 


about 60-hour weeks. 
which now competes in one of 


the most hotly contested 


spaces in the e-commerce mar- 


ket — often put in 100 hours 
per week. Frankly, it’s the sort 
of schedule that requires the 
stamina of youth. 

That’s one reason the devel- 
oper of sales, marketing and 
other front-office software ac- 
tively recruits most of its high- 
octane staff from the nation’s 
top universities. And the em- 
phasis is on high-octane. 

“It's working 
here,” says four-year veteran 
Danielle Rios, 28, her enthusi- 


awesome 


asm coming thre 1 at 45 rpm 


“Everyone’s -xcited here, 
everyone feels we’re contribut 
ing to the 1cCess, 
and everyone wants to spend 
time tog ther 

At this Aus 


*xas, firm, 
[Trilogy i 


life is los 


life. “My fam 


inks I’m psy- 
life is integrated 


d breathe 


cho since my 
with work. I live 
Trilogy, all my friends are here, 
and I don’t care,” Rios says 
It all starts with T: 


versity, the 


ilogy Uni- 
three-month boot 
camp that all new hires attend. 
three months, 


During those 


people work together, eat to- 
gether and bond. And as they 
bond, these overachievers be- 
gin to compete for the compa- 
ny’s highest acc 
“You don’t get 


here for trying hard, but for 


rewarded 


producing results,” says Rios, 


recently promoted 


dev eloper to di- 


who was 
from software 
ersity. 


rector of Trilogy l 


‘Everyone wants to be consid- 
ered a star or a superstar.” 

And it’s no wonder: Star sta 
tus brings extraordinary re 
wards, from cars to trips to 
cash bonuses that can equal 
Rios was 
declared a 1998, for 
which she earned ... nothing 


Blame it on bad timing. That 


one’s annual salary 


Star in 


was the year the entire compa- 

ny went to Hawaii. 
The benefits at Trilogy 

extraordinary, t 


demands. 


Vignette Corp. 


Austin, Texas 

Where its Austin neighbor, Tril- 
ogy, seeks out college grads will- 
ing to devote themselves to all 
things corporate, Vignette Corp. 
deliberately goes after an older, 
more experienced crew. 

Two words describe 
Vignette: funky and intense 
“Funky, 


goes around here,” says Mike 


because anything 


Strong, a senior software engi- 
neer at the Austin developer of 
content-management software 
for the Web 
with rings in every 


“We have people 
possible 
part of their body, we have 


square-looking people and 


people in between. But there’s 
a real sense that it doesn’t mat 
ter at all. Our culture isn’t one 
big testosterone fix where 
everyone likes the same rock 
band or the same sport.’ 

But don’t get the impression 
that life at Vignette is as slow 


as a Texas drawl. The pace of 
work at this 250-person com 
pany can be nearly as frenetic 
as it is at Tri 
confident, articulate, mature 
— and who aren't bozos,” says 
Kenneth Hilbig, Vignette’s di- 
rector of human resources. “A 
bozo is someone who can’t de- 
liver what they’ve promised o1 
who built themselves up to be 
more than they are or who 
can’t handle the atmosphere of 
intensity and accountability 
here. People here are always 
held 
tolerated by no one.” 


accountable. Bozos are 

he result is an atmosphere 
that appeals to 
aren't, well, bozos. 


those who 

“What I like here is i 
the vitality of a start-up, but 
the ambient maturity level i 
an order of magnitude higher 
than at other technology com 
panies,” Strong says. 

“There’s a lot of zeal, enthu- 
siasm and energy, but there’s 
also wisdom,” he explains. “It 
takes the negative edge off the 
intensity without losing the 

ignette also encourages its 
staff to 
home — even if some of those 
hours are in front of the home 
computer. 
to 14-hour days, bu 
those hours I may be hugg 
my kids and giving them noo- 


spend evenings at 


some 


gies,” Strong says. “We are here 
to win, but we found a place 
where we can do that and have 
our families, too.” 

Vignette’s employees say be- 
ing able to telecommute really 
appeals to them. But so do 
other Vignette touches. Its of- 
fice space, for example, was 
designed to invite smiles with 
spacey-looking furniture and 
brightly colored that 


walls 
thrust out at angles 


odd ans 
flowers to 
thank them for being under- 
standing during particularly 
frantic periods. And every Fri- 
day, Vignette hosts beer busts 
and yoga classes, providing a 
weird buffet of techniques for 
unwinding. 


Spouses are sent 


Perhaps most important to 
those who work there is that 
the company treats people 
with respect. 

“Unlike a lot of technology 
companies, there’s none of the 
haves and have-nots, with en- 
gineers putting themselves 
above IS,” says Charles Ha- 
jovsky, an application develop- 
er in Vignette’s IT group. 


I tend to work 10- 


J. D. Edwards & Co. 


Denver 
This is a culture that esteems a 
code of conduct that seems al- 
most old-fashioned - a legacy of 
co-founder and CEO Ed McVaney. 
After 22 


J. D. Edwards & 


years in business, 
prised the \ 

one of the 

enterprise 

(ERP) software 


company employs ne 


r companies 
For proot, look to the comp 
ny’s “Culture” document, or 
inally drafted by McVaney at 
ided out to each employ 
contains head 


} 


ings such as 
‘Impeccable character,” “Tol 


c 
erance and forgiveness” and 
“Office politics.” 

The exhortations are specif- 
ic. Under that last hea f 
states 


example, it explicitly 


that “backbiting, manipulat 
ind other divisive activities 
are causes for termination.” 
Like all strong cultures, people 

have to buy the vision to fit in 
So who fits in at J. D. Ed 


ind who doesn’t? “The 


l 


personalities that do not do 


wards 


well are those with large egos,” 
says Kurt Kellner. 


architect in the company’s ker- 


a technical 


If someone tries to 


act like a know-it-all, 


nel team. “ 
they get 
shot down pretty quickly.” 
People who do jibe well are 
those “with a driving desire t 
i 


be up-to-date with technolo 
gies,” Kellner says. “This place 
is a challenge, 


ing me engaged. If you don’t 


constantly keep 


have that interest, you’re prob- 
ably better off 


else.” D 


some place 


Garner ts a freelance v 


San Carlos, Calif 
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FINANCIAL & BUSINESS CONCEPTS IN BRIEF 


Net Present Value 


BY JACQUELINE EMIGH 


ginvestments 


izations today 


n requirement for 


What it is: Net present value (NPV) is used to 
evaluate return from internal investments such as 
IT projects or external investments such as 


mergers. 


Why you need to know it: NPV can help your IT de- 
partment win internal investment dollars by show- 
ing the finance department that investing in a Web 
server, for example, will yield a high return. 


Elements of NPV 


niversity 


son offers this exampie 


o Risk-free rate (Rf): The expected 


exa 


eo Systematic risk coefficient (/3): 


y 


project 


tion’s hur 


a positive 


nversely, if the proj 


met the hurdle, NPV 


ative number. 


that an 
s hurdle is 12%, for exam- 
ple. If a proposal submitted by 
IT yields a 16 


while a competing 


organiza- 


rate of return, 


depart- 


’s Prof. Haim Mendel 


NPy - “$1.275y ? 


* If the sy. 


. Ystem Jif.,: 
Undertake + ; n life 


pe 
If the system, 
De Undertaken 


Project 
lifetj 


becay se 


ment’s proposal brings a 14‘ 
rate of return, the IT depart 
ment will get the edge thanks 
to its higher NPV 

There are other 
as well. IT 


deliver intangible benefits that 


factors to 
consider projects 
can’t be quantified using math- 
ematical equations like NPV, 
such as better information ac- 
cess, workflow 
satisfaction 


Intangible Benefits 


Haim Mendelson, James 
Irvin Miller Professor of Infor- 


and customer 


1.8 (high risk) 


Net Cash Flow 


Mo” Should 


’, the : > 
5M. Project shoul 
© Syste ee . 
© fire if it wit] reduc. 
] Of the fi UCe 
also be 


mation Sys- 

tems at Stanford University 
Calif., 
mends talking about intangible 
benefits as well as quantifiable 
NPV results in proposals to the 
finance department. “Some of 
the argu- 
ments are that the project will 
bring strategic benefits or a 


in Stanford, recom- 


most convincing 


business restructuring,” he 
says 

Organizations vary, too, in 
terms of who calculates NPV 


and cost of capital. At Bentley 


at stefanie_mccann@computerworld.com 


dn’ 


College in Waltham, Mass., for 
instance, the finance depart- 
ment does that job. “But I cer- 
tainly get a lot of input from 
my 
Yestramski, the college's vice 
president of business and fi- 
nance. Bentley has used these 
calculations to make computer 
lease-or-buy decisions, as well 
as to predict return on invest- 
ment from network upgrades 
to a new, $20 million building 
called the Smith Technology 
Center that’s slated to open in 
the fall of 2000. 


IT people,” says Joanne 


IT and Finance 


Even at organizations in 
which the 
finance de- 
partment does 
all the math, 
it’s important 

for IT man- 
agers to com- 
prehend NPV 
and cost of cap- 
ital. 


“There’s going 


4% 


8.5% 
19.3% 


to be a discus- 


$1.275M 


$0. 725M 


sion anyway, and 
you will have to 
justify the project. 
IT managers are in 
a much better posi- 
tion if they know a 
project has already 
passed the hurdle 
based on its quantifi- 
able benefits,” Men- 
delson says. 
“Partnering be- 
tween IT and finance 
t is critical,” according 
to Ron Brezinski, prin- 
cipal at Wilmette, Ill.- 
based Transformation 
Associates. “Finance can 
help IT to either look 
look bad. By 
speaking the same lan- 
guage as finance, IT managers 
show that they’re playing on 
the same team, instead of sit- 
ting on the sidelines as out- 
siders.” D 


good or 


Emigh is a freelance writer 
in Boston. 


MOREONLINE 


For more information on NPV and co 
capital, visit our Web site 
www.computerworld.com/more 





Still Managing 
Your Own IT 
Systems? 


Start SMARTsourcihe 


Attend BrainStorm Group’s SMARTsourcing 
Conference to formulate winning strategies 
and gain insight from industry thought leaders 
on the latest developments and advantages of 
IT Outsourcing and E-Business Services. 


Web: www.brainstorm-group.com | Tel: 508-393-3266 
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Dear Career Adviser: 


I’m a 40-year-old, midlevel manager of application 
development at an enterprise resource planning (ERP) 
vendor. My background is in hardware and software 


Dear Dreaming: 


“Stop dream 


iOOKIN 


ver Jim Ettwein 
te SAP AG, Baan 
and People 
umerce soft 
ware vendors like Open Mar 
Inc. and 


UTA LHS 


show booths, and 

download and read their 
white papers on e-commerce. 

Be sure to try out all kinds 
of Web commerce to make 
sure you know how it works. 
Check out successful e-com- 
merce sites like Amazon.com 
and Schwab.com 

Ettwein notes that more so- 
lution builders exist than do 
solution architects. If you're a 
developer, concentrate on C, 
C++, Unix, Windows NT 
Common Gateway Interface 
scripts and Java. And for a di- 
rector or senior manager role, 
MCP*/Site Builder probably 
has less value. With those cur- 
rent skills, he says, Dreaming 
might become a project man- 
ager, or with marketing expe- 

nce move into marketing 
and product management 

While a track record is im 
portant, the dearth of talent 
means that years of experi- 
ence is no longer the overrid 
ing concern 

“Get good, solid experience 
under your belt,” Ettwein 
says. “There are many 
mediocre folks in e-com- 
merce plying their skills until 
discovered, and then they 


move on to the next start-up.” 


What It’s Like to Work in IT 
At Kendall-Jackson Winery 


Interviewee: Jason Womack, net- 
work services manager 
y: Kendall-Jackson Winery 
Ltd. (www.kj.com) 
Santa Rosa, Calif. (north 
of San Francisco) 
N 18 


550, including 150 remote users 
Business casual. Jeans 


and a dress shirt are commonplace. 


“There are no views from 


the IT area - we face the parking 
lot. The executive offices face the 
vineyards.” 

“We all have beepers 
across the board.” 

“No. We used to, 
but we have grown so much nation- 
wide that the owner didn't feel it 
was fair to offer that here and not 
throughout the company.” 


“No cafeteria, but we have a hospi- 


Dear Career Adviser: 


I’ve been a Unix systems ad- 
ministrator for eight years and 
am interviewing for a new job 
in Washington. Should I reveal 
that I filed for bankruptcy three 
years ago in Massachusetts? 
Now my credit record is clean, 
but I am worried that if anew 
employer finds out I filed for 
bankruptcy, I won't receive an 


offer. WORRIED IN WORCESTER 


Dear Worried: 


According to Avert Inc., an 
Internet-based, pre-employ- 
ment screening company, em 
ployers may inquire into your 
background as part of the hir- 
ing process. That includes in- 
vestigating your credit history, 
criminal convictions, personal 
and business references and 
education credentials, but 
only if they have a legitimate 
business need for that infor 
mation. If they use a con 
sumer-reporting agency, they 
must tell you and obtain your 
permission before performing 
those inquiries. If the informa- 
tion they obtain may have an 
adverse impact, you must re- 
ceive a summary of your 


rights under the Fair Credit 


tality and tasting room, and we can 
arrange for them to prepare food 
and send it over here.” 

Rating (scale of 1 to 10, with 1 
poor): “Definitely a 10. The chef is 
very well-respected. She went to a 
culinary academy.” 
Workday: “It varies by the 
season. There are 

people who come La 
[in] at 5:30 a.m. 
and leave at 7 


nerane 


here 8 a.m. to 5 p.m.” 
“They're responsible 
for a major, in-house-developed [in- 
ventory management] application 
that we are trying to ramp up before 
[grape] harvest season.” 


“People are working frantic- 


KENDALL“ JACKSON’ 
p.m., and others who are Wy Ft 


Reporting Act, a copy of the 
information obtained and the 
source of the information. 

Section 525 of the 
U.S. Bankruptcy 
Code provides that 
employers may not 
discriminate in em- 
ployment against 
someone who has 
filed for bankrupt- 
cy, is doing so or in 
tends to do so. 

But bankruptcy 
information re- 
mains on your cred- 
it report —- and 
usually in the pub- 
lic record for 10 
years. Where you're 
going to work and what you're 
going to do might be impor- 
tant, because specific laws and 
rules govern financial institu- 
tions, health care workers, 
school employees and some 
government jobs, to mention ¢ 
few. For criminal convictions, 
there is no time limit on re- 
porting your record. 


Dear Career Adviser: 

I am interviewing at a start- 
up company that is going out 
for funding. They have offered 
me a fairly low salary and 
50,000 shares of stock. While 
that sounds like a lot, I have no 
idea regarding the value of the 
stock or what it means in the 
total valuation of the company. 
Can you help? — START-UP 
STOCK 


Dear Start-Up: 


Get lots of information 


ally to monitor blocks [of grape- 
vines] to determine their readiness, 
their expected harvest dates, what 
brands and bottles they might go 
into, etc., so there's a lot of addi 
tional input to the system. A lot of 
our facilities are operating 
24/7, and the system has 
to be available or 
we could have 
trucks with 
grapes just sit- 
ting on them.” 


St Vintay 


Vine e “It 
depends on the weather. Usually 
it starts between late August and 
mid-September. If it’s very hot, we 
have to get [the grapes] off the vine 


early, or if it’s really moist, we could 


have mold issues.” 


“No. Pastry - the person who was 


FRAN QUITTEL is an expert 
in high-tech careers and 
recruitment. Send 
questions to her at 
www.computerworld.com/ 
career_adviser. 
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before deciding. 

Ask how many rounds of 
funding the company has al- 
ready gone 
through, the total 
number of shares 
outstanding, the 
price you will pay 
for your options 
and whether the 
company knows 
what the stock 
price might be at 
the time of its ini- 
tial public offer- 
ing, advises Ben 
Slick, president of 
PeopleScape Inc., 
a high-tech 
recruiting com- 
pany in San Jose. 

But that’s not enough. “[Be- 
cause] issuing stock to you is a 
securities transaction, there 
must be full disclosure of the 
company and its prospects so 
you know the value of what 


you're buying,” says tax attor- 
ney Mark Epstein at Epstein 
and Friedman LLP in San 
Francisco. 

In other words, review the 
offering memorandum or 
business plan and examine 
comparable companies that 
have already gone public at 
WWw.sec.gov Or Www.ipo.com. 

Calculate that company’s 
prospects and, to determine if 
the promise of future rewards 
offsets the cut in your current 
pay, follow this formula: Mul- 
tiply your shares (split- or re- 
verse-split-adjusted) by the 
anticipated offering price, less 
the price of your options, 
weighted by any restrictions 
or vesting schedules. D 


on call over the weekend is respon- 
sible for bringing pastry to the staff 
meeting on the following Tuesday.” 
What's it like to work with wine 
makers? “They're not shirt-and-tie 
number-crunchers. They have less 
of an ‘anal’ mentality, for lack of a 
better word. They perceive them- 
selves as creating art in a bottle, 
and they take great pride in their 
work. We [in IT] have a more per- 
sonal relationship with them than 
I've had in my previous work experi- 
ences. They're less uptight about 


| deadlines and are very agreeable 


and open-minded to new ideas. 
Generally speaking, they're early 
adopters of new technologies.” 
“Our Vintner’s Reserve Chardonnay. 
Everyone loves that one.” 

~ Leslie Goff 





ONCE UPON A TIME, THE INTERNET WAS OPEN AND woes; ae ae 
But then dark forces conspired to impose closed -systems upon it? 
And confusion and_ incompatibility roamed _ the land. 


Until one day, a powerful new platform was born, 


built for the Web from. the 


round up. And the Internet 


Ed 





was free once more. 
Van Fat 
J y, =a 


Informixidnternet Foundation 2000" 
, — 


The Rae ale is here. It’s fast, explosive and unforgiving. Te succeed, you need to.be able to get to market 
quickly. Scale up without-a glitch: And operate at the lowest possible cost You need Informix Internet 
Foundation.2000: The only platform that was built for the Internet from the ground up. It turns your business 
into. a true Web-based enterprise, with industrial strength transactions and dynamic content management. 
It's the foundation for the future that lets you leverage the systems you have today. Supporting every Internet 
development standard—JAVA, COM+, ActiveX, and XML—so you can,connect your entire data universe. 
Informix internet Foundation.2000 brings order to the chaos. And that can only improve your bottom fine, * 


py Wy WYN Vzi as OlUitIN Lc} ela i 4 TRANSACTIONS (OLTP) 


e 
Advanced Analytic Industrial Strength Extremely Fast, Extensible / 
Engines WebEngines - Transaction Engines 


To find out how Informix Internet Foundation.2000 can help you win in the www.informix.com 


i. Economy, visit www.informix.com/iif2000 or call 1-800-331-1763. 
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Is a space-optimized 
server that requires 
nbOjucn eset Melacen sae 


tools truly optimized? 


ms. www.compagq.com/hand 
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THUMBS-UP FOR 


NETWARE 9.0 


After nearly a year on 
the market, NetWare 5.0 
could fulfill the long- 
held promise of single- 
console management for 
an array of corporate IT 
components, some cus- 
tomers say. } 58 


SHOPPING FOR 


BANDWIDTH 


When it comes to 
broadband links, one 
size doesn’t fit all. We 
describe why four retail- 
ers chose ATM, frame 
relay, ISDN or satellite 
to link their stores to 
headquarters. » 62 


HANDHELDS, 


PHONE HOME 


As handhelds become 
more popular, several 
vendors launch software 
to link the devices with 
Lotus Domino. Mean- 
while, Synchrologic 
announces three tools 
to manage file distribu- 
tion, data synchroni- 
zation and software dis- 
tribution across Palm 
and Windows CE de- 
vices. 3 60 


OUCH! THESE 
FREEBIES BITE 


Free broadband access 

is good, but free PCs 

are bad — at least for 
your Web site, according 
to technology ev: 


tions editor Cy 
Morgan. » 62 


A WIN FOR 
THINKPADS 


A more rugged look 
and feel, quick availabil- 


ity and the promise 

of superior support has 
led Owens Corning 

to choose IBM Think- 
Pad 600E notebooks 
over several competi- 


tors. } 60 


MIXED BAG 
FOR LINUX 


Linux is booming in the 
market for server appli- 
ances, which are used 
primarily by small of- 
fices and workgroups 
for Internet access. But 
the open-source operat- 
ing system will face 
slower going in the tra- 
ditional server market, a 
market research firm 
predicts. » 58 


QUICKSTUDY 


Intel’s Next Generation 
Input/Output architec- 
ture (NGIO) was re- 
leased to hardware ven- 
dors last week. Learn 
what this new architec- 
ture could mean for 
server performance and 
for you. »} 64 


FLASHBACK 


10 1978 


Texas Instruments un- 
veiled the “Speak & 
Spell,” and Intel rolled 
out the 8086 micro- 
processor, running at a 
blistering 4.77 MHz. ) 72 


EXEC TECH: 


WEB PHONES 


“You get what you pay 
for” certainly applies to 
Internet phones. 
They’re cheap, but so is 
the quality. » 65 


MORE 


PROVIDENCE HEALTH SYSTEMS’ lead developer, Eric Sargent, says IT is “putting the power 
Colmes a eye m Om mel Culm te 


LET USERS UPDATE 
WEB CONTENT 


IT MANAGERS find that it makes sense to let users 
update their own Web content with relatively easy- 
to-use tools. Here’s a look at two IT groups that 
have handed over the responsibility to end users — 


with the other using a high-end content 
manager and one using a low-end tool 
— along with tips on how you can 
make it happen in your organization. 





Java Data Server 


WebXi Inc. in Burlington, Mass., re- 
cently announced Data Server Java 
Edition, designed to help companies 
create, deploy and manage data-in- 
tensive Java applications. The prod- 
uct's Java Database Connectivity 
driver lets programmers do code-free 
automatic database connection pool- 
ing, and its data server engine man- 
ages connection pools to multiple 
databases. The browser-based man- 
agement console displays runtime 
statistics collected by the engine. 

It costs $4,500 to $50,000. 


www.webxi.com 


Windchill Gets Cooler 


Parametric Technology Corp. in 
Waltham, Mass., this week plans to 
announce an upgrade of its Wind- 
chill product-data management 
software with new product model- 
ing features. Included is support for 
storing product assembly and con- 
figuration data and for centrally ag- 
gregating the work of multipie engi- 
neering design teams. 

Pricing starts at $2,995 per con- 
current user. 


www.pic.com 


Plan App Thinks Small 


Kewill Systems PLC’s enterprise re- 
source planning (ERP) division in 
Foster City, Calif., last week re- 
leased Windows-based production 
planning and scheduling software 
designed for small and midsize 
users. The system is an addition 
to Kewill's Max ERP suite of appii- 
cations. 

Pricing starts at $3,995 for four 
users. 
www.kewill.com 





~ TECHNOLOGY'S: 
iin Users: NetWare 5.0 — 


Pulls It All Together | 


NDS nears goal of cobbling together 
operating systems — including Windows 


BY SHARON GAUDIN 
FTER NEARLY a 
year on the mar- 
ket, Novell Inc.’s 
NetWare 5.0 
customers Saying 

it could fulfill the long-held 

of 


has 


single-console 
for an of 
information tech- 


promise 
management array 
corporate 
nology components. 

For a year now, Novell has 
said it will succeed by helping 
its customers cobble together 
various operating systems and 
making them run as one unit 
Users said that’s just what Net- 
Ware and its Novell Directory 
Services (NDS) is doing for 
them 

“NetWare 5 has changed the 
type of services we can offer 
our students,” said Stephanie 
Benoit, computing 
coordinator at the Community 
College of Southern Nevada in 
Las Vegas 


academic 


‘It’s given us enough scala- 
bility and flexibility to handle 
the fact that we're growing 
by about 22° 
she said. “In the old days — 

a} people 
wanted Internet access. Now, I 
need to give them hard-drive 
space, [3-D] studios [and] the 


every semester,” 


a year 


ago — 


Linux Shows Growth in Server Appliances 


Strongest in small 
offices, workgroups 


BY JACK MCCARTHY 
Linux server appliances will 
account for almost 24%, or $3.8 
billion, of worldwide 
appliance revenue by the year 
2003, according to a study re- 
leased last week. 

Those sales will represent 


server 


| about 14% of all server appli- | 


| ance shipments, or 1.1 million | 


| units, according to the study 


i 


released by Dataquest, a unit of | 


It’s given us 
enough scalabili- 
ty and flexibility 
to handle . . . that 
we're growing by 
about 22% every 

semester. 
STEPHANIE BENOIT, 


COMMUNITY COLLEGE 
OF SOUTHERN NEVADA 


ability to send files electroni- 
cally to faculty. It’s exploded.” 
Benoit, who uses some Unix 
and a few Microsoft Corp. 
Windows NT 


servers, said 


Gartner Group Inc. 

While Linux is booming in 
the market for server appli- 
ances — used primarily by 
small offices and work- 
groups for Internet ac- 
cess acceptance of 
Linux will proceed more 
slowly in the traditional server 
market, Dataquest predicted. 


Growing Demand 


In 2003, Linux servers are 


LINUX 
| public distribution, has 


expected to represent 3.4% of | 


worldwide traditional 
revenue, or $1.9 billion, and 
8.1% of traditional server ship- 


server | 


she’s evaluated Microsoft's 
Windows 2000 operating sys- 


tem, due by the end of this | 


year, but has no plans to rush 
to it. 

“You have to look at the cost 
of switching compared [with] 
what it can do for you,” Benoit 
said. “I need to be able to take 
care of all these kids’ services 
with one directory. I need NDS 
for that.... There haven’t been 
any showstoppers with Net- 
Ware. Why would I give up on 
that?” 

“Novell been able to 
largely hold on to its customer 
base with NetWare 5, 
they’ve also picked up new 
users. It’s a good combination,” 
said Dan Kusnetzky, an analyst 
at International Data Corp. in 
Framingham, Mass. 

“] don’t see that changing 
when Windows 2000 comes 
out. ... There’s a lot of reasons 
to keep NetWare, and it would 
be really expensive to change 
platforms just because. People 


has 


and 


aren’t going to be jumping to 


do that,” he said. 

Industry watchers said that’s 
exactly what will keep most 
NetWare users in that camp — 
or at least force them to admin- 
ister mixed NetWare and Mi- 
crosoft environments. 

‘The race is no longer about 
getting a company to choose 
one or the other,” 
said “Now, it’s all about making 


or 450,000 units, the 
study forecast. 


ments, 


Kusnetzky | 


Linux, the open-source op- | 


erating system whose source 


modification and 
gained increasing accep- 
tance from vendors. 


a variety of server-based appli- 
cations for it. 

Additionally, firms such as 
Caldera Systems Inc. and SuSe 
Holding AG distribute 


| 


| 
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ieee tee 
ey) 


4.1M units 


3.3M units | 


Agios 


them work together.” 

That’s where users and ana- 
lysts said Novell has a 
foothold. Able to handle a half- 
billion objects, NDS tracks not 
only devices and user names, 
but also routers, security, ap- 
plications and switches. 

That means administrators 
can use it to manage more of 
their burgeoning enterprises 
from one console. 

Windows 2000's Active Di- 
rectory can’t yet handle 
many objects as NDS. 

Active Directory also can’t 
handle information from non- 
Windows directories, but NDS 
can perform those functions 
with NT, Linux and some Unix 
servers. Windows 2000 and 

Directory boast f. 


as 


Active far 
more applications than Net- 
Ware, though. 

“NDS is a huge piece of the 
NetWare picture,” said Lee 
Roth, LAN and security ser- 
vices manager at Southwest 
Airlines Co. in Dallas. 

“Our world evolves around 
the directory. ... People using 
[Active Directory] will be in 
for a painful couple of years. 
NDS is working fine for us. 
There’s no reason to look any- 
where else,” Roth said. D 


support Linux software. 

Linux is becoming “a credi- 
ble and favorite” operating 
system in the appliance server 
market, according to Kimball 
Brown, chief analyst at 
Dataquest’s Emerging Server 


| Technologies Worldwide pro- 
code is freely available | 


gram. 

Server appliance vendors 
are using Linux because it’s 
free and because its open- 


| source method of development 

IBM offers database and oth- | 
er products that run on Linux, | 
and Hewlett-Packard Co. sells | 


| 
| 


and | 


promotes support and contin- 
uous public upgrading, which 
saves vendors time spent sup- 
porting the operating system, 
Brown said. D 


McCarthy writes for the IDG 
News Service in San Francisco. 





83% of companies HAVE NOT TESTED 


their computer system disaster recovery readiness: 


= 


ass your first real test.] 


iter system disasters cost companies millions. indeed, 

sad to the company’s destruction. What, you may ask, 

sure your company’s survival? Only an airtight, proven 

backup plan. An essential ingredient of which is DLTtape 

ology, the industry standard in reliable tape backup 

2ms. And DLTtape system vendors, working in conjunction 

ith a number of disaster recovery experts, can provide you 

with the information, tools and expertise you need to survive 
tastrophe. To find out how secure your company 

visit us at www.Provelt37.DLTtape.com or (LT: 


all us at 1-888-DLTtape. 








TECHNOLOGY 
‘Tools Link Handhelds, Data 


Synchrologic product manages file distribution, data 
synchronization and software distribution to various devices 


BY MATT HAMBLEN 
YNCHROLOGI( INC 
in Atlanta has an 

nounced three tools 
to manage file distri- 
bution, data synchro- 

nization and software distribu- 
tion for large, mobile work- 
forces. 

Analysts said that combina- 
tion will be unique, giving 
information technology man 
agers a tool that can work with 
notebooks as hand- 
helds running either the Palm 
Windows CE 


operating systems. 


well as 
Computing or 

The data synchronization 
portion of Synchrologic’s iMo 
I package is available now 
for notebook computers. Roll- 
out of data synchronization for 
Palm and Windows CE hand- 


he] 
helds 


— as well as file and dis- 
tribution tools for notebooks 
i handhelds — will occur by 
year’s end. Synchrologic offi- 
cials said iMobile will eventu- 
ally support smart phones, in- 
cluding the Epoc operating 
system from Symbian Ltd., pre 
ant in Europe 

1 such tools, the enter- 


prise can now consider de- 


ploying mission-critical infor- 

its employees and 
give access to resources wher- 
ever they may be,” said analyst 


Gerry Purdy at Mobile Insights 


Inc. in Mountain View, Calif 


Happy Users 
Global s Maersk Inc. 
Madison, N.J., has used a 
of the data syn- 


product for near- 


c 
years. “It’s helped tre- 
} 


said John Benzaia, 
ustrator for sales 
at Maersk. 
s personnel 
1 to send shipping 
n their notebook 
computers to corporate head- 


quarters, where the requests 
are compared with records of 
excess space aboard freighters 

Maersk officials 


{Servers & PCs, Sept. 21] said 


last year 


the tool would enable sales 
representatives to retrieve data 
in only 15 to 20 minutes per 


week of connection time, com- 


pared with two hours per week 


online under the older method. | 


That alone cut network service 


costs from $286,000 per year | 


to $14,000 per year, they said. 


Maersk said the daily up- | 


dates help fill partially full 
shipments for greater revenue. 


Purdy said start-up @hand | 
in Austin, Texas, will unveil a | 
similar package in the fall. | 
offer | 


Several other vendors 


some of the same capabilities | 


as the iMobile package, ac- 
cording to Purdy and Randy 
Giusto, an analyst at Interna- 
tional Data Corp. in Framing- 
ham, Mass. They include Puma 
Technologies Inc. in San Jose, 
Riverbed Technologies Inc. in 
Vienna, Va. and Symantec 
Corp. in Santa Monica, Calif. 
Pricing for iMobile is based 
on the client platforms and 
and 


servers in wasn’t 


disclosed. DB 


use 


Vendors tackle data access from mobile 
devices to Notes and Exchange, but 
there’s still no connectivity standard 


BY DOMINIQUE DECKMYN 
ITH handheld 
devices be- 
coming in- 
creasingly 
popular as a 
platform to run corporate ap- 
plications, several vendors are 
launching software to link the 
devices with Lotus Develop- 
ment Corp.’s Domino 
One new offering — Pylon 
ServerSynce 2.5 
from Chicago- 
Global- 
ware Computing 


based 
Inc. — offers 
what it claims is 
the easiest way 
yet to let Palm 
users 
Domino 
without 


additional soft- 


access 
data- 


bases 


ware dev elop- 
ment 
Like 


from other ven- 


products 


dors, Server- 
Sync also lets 
and 
synchronize calendars, ad- 
dress books and lists 
from a Domino server using a 
dial-up Internet connection. 
The catch for users is the rel- 
ative immaturity of these types 
of products, said Ken Dulaney, 
vice president of mobile com- 
puting at market research firm 
Gartner Group Inc. in San Jose. 
He also noted another missing 


users download e-mail 


to-do 


link: the lack of a single archi- 
tecture to address various 
platforms such as the Palm 
Computing, Windows CE and 
smart phones running the 
Epoc operating system from 
Symbian Ltd. 

Lotus 
Notes 
But Dulaney said he expects 
Lotus’ parent company, IBM, 
which resells a version of the 


offers only limited 


access for handhelds. 


& 


PYLON SERVERSYNC 2.5 offers Domino- 
to-Palm features and boosts Notes access 


Palm platform, to come up 
with its own software soon. 


Business Offerings 

For beta tester Jeff Cave, 
however, ServerSync is provid- 
ing new business capabilities 
at Hicks & Ragland Inc. in Lub- 
bock, Texas. 

Cave, a systems integrator at 
Hicks & Ragland, is using the 
product to fill requests from 10 


Support 


Handheld 
Computer Forecast 


Worldwide shipment projec- 


tions for handheld computers: | | 


Rats MILLIONS 


1999 5.7 
2000 7.6 


2001 11.0 


2002 15.9 


2003 21.0 


sales and support people on 
the road with Palm III, IIx and 
Palm V devices. Users at the 
telecommunications engineer- 
ing firm had asked to access a 
Notes database with detailed 
staff information from 
Palm devices, and “ServerSync 
made that possible,” Cave said. 
San Jose-based Puma Tech- 
nology Inc. sells a similar serv- 
er synchronization product for 
Microsoft Exchange 
Server, and its own Domino- 
to-Palm synchronization prod- 
uct, IntelliSync Anywhere for 
Domino, is scheduled to ship 
in September. Another vendor 
in this space is 
River Run Soft- 
ware Group Inc. 
in Greenwich, 
Conn. 
Pylon Server- 
Sync, which runs 
on top of Win- 
dows NT ver- 
sions of Lotus 
ee oe Domino 4.5, 4.6 
1 240 i} or 5.0, is avail- 
able now at 
$1,195 per server 
and $145 per 
user. 
Atlanta-based 
Synchrologic 
Inc. (see accompanying story) 
has pledged Epoc support for 
future versions of its data syn- 
chronization, file synchroniza- 
tion and software distribution 
tools but hasn’t set a time 
frame for such support. D 


MOREONLINE 


For coverage of Lotus Domino and related 
subjects, visit our Web site 
www.computerworld.com/more 


Corp.’s 


| 600E 


their | 
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ThinkPads 
. Tapped by 


Owens Corning 


Rugged feel, 
support boost 
IBM over rivals 
BY MATT HAMBLEN 
A more rugged look and feel, 
quick availability and the 
promise of superior support 
led Owens Corning in Toledo, 
Ohio, to choose IBM ThinkPad 
laptops several 
competitors. 

Although price was one of 
the top criteria, Owens Corn- 
ing chose 2,500 of the IBM 
models, at more than 
$2,300 each, passing over Dell 
Computer Corp.’s Latitude CPI 
300 XT, which would have cost 
“marginally” said Pat 
Heldt, a desktop release man- 
ager at Owens Corning. 

The $5 billion building prod- 
ucts maker is leasing the ma- 
chines for 
halfway through a deployment 
that began in May. 


High Bidders 


Hewlett-Packard Corp. and 
Compaq Computer Corp. also 
made bids that were “defin- 
itely higher,” Heldt acknowl- 
edged. Many factors mattered 
to Owens Corning, including 
reliability and ease of support 
through its reseller, Inacom 
Corp. in Omaha. “When we 
laid the IBM side-by-side with 
the Dell, the IBM had a much 
more rugged and polished 
feel,” Heldt said. 

Also, IBM said it could deliv- 
er all the machines by Sept. 30, 
which is the deadline set by 
Owens Corning to stop instal- 
lations because of the year 
2000 bug, the company said. 

Dell and other vendors said 
they couldn’t meet that dead- 
line, according to Owens Corn- 
ing officials. 


over 


just 


less, 


two years; it’s 


Owens Corning’s choice of 
the ThinkPad 600 isn’t surpris- 
ing, said Gerry Purdy, an ana- 
lyst at Mobile Insights Inc. in 
Mountain View, Calif. 

“For a full-function note- 
book, [the ThinkPad] is the 
most successful computer ever 
created,” he said. B 





NETWORK PRINTING 
SHOULDN'T BE 
THIS HARD! 





GENICOM 


PRINTERMASTER 


Q 1M DOING WHAT WE 
SHOULD HAVE DONE 
IN THE FIRST PLACE... 


THANK HEAVENS! 


EXACTLY WHAT YOU 
NEED - NETWORK. 
PRINTERS, SERVICE, 
| SUPPORT - ALL FROM 
ONE COMPANY ! 





USE THIS RING 
TO SIGNAL 
ANYTIME YOU 
NEED ME ! 


Network printers have 
you at wit’s end? 


Cali for your own PrinterMaster 
ring and learn how the GENICOM 
PrinterMaster can save the day. 
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BY DAVID ORENSTEIN 
retailers 
broadband 
con- 


SK FOUR 
what 
technology 
them to 

their and 
well hear four differ- 


nects 
stores 
you may 
ent answers. 
g@ Hannaford Bros. Co. in Scar 
boro, Maine, will finish a roll- 
out of Asynchronous Transfer 
Mode (ATM) in September. 
Only 2 of retailers 
ATM, which 
dous bandwidth but comes at a 


high cost, according to a sur- 


use 


offers tremen- 


ey of more than 300 retailers 
published in May by 


house oopers and Retail 


Price- 


Technology magazine 
The 150-supermarket chain 
has seen bandwidth needs rise 
| sec. in 1994 to 30K 
year, 


said wide- 


k team leader John 


YNTHIA MORGAN 


TECHNOLOGY \' 


Price, Speed, Location All 
Part of Broadband Choice 


Retailers adopt everything from ISDN to 
satellite links to connect to their stores 


Bartlett. The 
wanted to provide voice, data 
and even video on its network. 
ATM provides 256K bit/sec. at 
the stores now and can scale to 
900K bit/sec. when videocon- 
added, Bartlett 


company 


ferencing is 

said 
Hannaford paid $1 million 

for the routers and other hard- 


also 


ware and will pay $1.6 million | 


annually in network costs. But 
ATM is reliable 
than the satellite network it re- 
placed and faster than frame 
relay or Integrated Services 
Digital Network (ISDN) lines, 
Bartlett said 

mw Sears, Roebuck and Co. in 
Hoffman Estates, IIl., needed to 
wire 860 stores last winter. A 


much more 


new PeopleSoft Inc. human re- 
sources application required a 
fast IP connection, but legacy 
systems also needed support 


S eet 
" Sears, Roebuck } Frame relay 

mms renin neem veer a ele tcnemat Rete eo 
" Rack Room | VSAT 


for IBM’s SNA protocol. 
The said Bernie 
Bartelli, Sears’ vice president 


answer, 


of store systems, was frame re- 
lay. The 56K bit/sec. connec- 
tion typically costs at least 
$500 per site per month, ac- 


cording to Dataquest, a unit of 


Gartner Group Inc. in Stam- 
ford, Conn. But Sears can now 


COMMENTARY 


reebies that bite 


REE PCs! Free Internet access! Free Tl connections! 
Free corporate Web sites! 
Say hello to the latest high-tech sales model — the 
old-fashioned loss leader. George Eastman made a 
bundle for Kodak when he gave away cameras and 
sold the film. Now it’s the latest high-tech Web marketing 
idea: Give away products and basic services, then charge for 
network usage or premium services. 


The giveaways that come 
to IT departments directly 
are largely favorable. The 
ones you don’t normally 
think about — consumer 
loss leaders such as free PCs 
— are going to turn around 
and bite you. Hard. 

Consider the quality-of- 
service offerings that are 
adding new options to the 


way IT buys Internet access. 
Three years ago, a T1 con- 
nection to the Internet 
might cost a couple thou- 
sand dollars per month to 
lease. These days, an IT de- 
partment can lease one for 


| free to $200 per month if 

| you also buy a services 

| package or guarantee a cer- 

| tain level of usage, for which 


you pay extra. Web site 


| hosting is often free, too, if 


you accept the minimal 
“best-effort” service and 


| agree to pay a few cents per 
| megabit for downloads. 


It’s great for IT managers 


| to pay data traffic charges 
| because now they can know 


precisely when they’re 


| starving a potential profit 


TECHNOLOGY 


Reliable, inexpensive and 
+ accommodates SNA and IP 


necranesoeen ne narrate ann en rae AemarE 


= ' Very inexpensive way to reach 
| small markets and shared satel- 
' lite dishes at malls 4 


sc mn a sy mene Nemec ROH TL MN 


' Very high bandwidth; combines 
| voice, video and data : 


. <0 nN HENNE Oo 


oe Can use multiple channels to 
partition traffic 


bring its intranet and Web ap- 
plications to its stores, Bartelli 
said. 

Per-minute charges 
ISDN would have been 
costly, and satellite too unreli- 
able, said Tom Sletten, store 
systems senior project man- 


for 
too 


ager at Sears. 
mw Rack Room Shoes, a 320- 


center and when they’re 
wasting their money. 


Traffic Jams Ahead? 


But giveaways on the con- 
sumer side will cause prob- 
lems by spilling a whole 
new crop of users onto an 
already inadequate infra- 
structure. What happens 
when someone 
mentions a URL 
on prime-time TV 
and prompts 
thousands or even 
millions of view- 
ers to simultane- 
ously check out 
the site? Web 
managers will 
gain whole new 
insights into the 
word “scalable,” 
that’s what. 

The increasing 
acceptance of the Web as a 
place to do business will in- 
crease the already gigantic 
| demand on corporations for 
| maintaining useful, real- 


| 


| chainwide, 
| weather threatens the satellite 
| service, 


| phone lines, he added. 


| rolling out 


CYNTHIA MORGAN is 
Computerworid's tech- 
nology evaluation editor. 
Contact her at 
computerworid.com. 
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store chain in Charlotte, N.C., 
signed a contract for VSAT 
service last month. 

Satellite is the choice of 18% 
of retailers, the Pricewater- 
houseCoopers survey showed 

especially smaller stores, 
those in malls where dishes 


| can be shared or where other 


technologies are unavailable. 
Rack Room fits all three cri- 

teria, said Harvey Borden, the 

company’s systems and logis- 


| tics vice president. Bandwidth 
| from the stores is 128K bit/sec. 


and 16K bit/sec. in the opposite 


@ | direction. 


VSAT about $225 a 


costs 


|| month per site, according to 


Dataquest. But any store will 
be able to query inventory 
Borden said. If 
the stores can use 
gw 7-Eleven Stores in Dallas is 
bandwidth-inten- 
sive data mining and similar 


| applications to more than 5,000 


mini-marts. By using 64K bit 

sec. ISDN lines, it can partition 
traffic over different channels 
to ensure bandwidth for crucial 


; credit authorization. 


An ISDN line can cost about 


| $40 per month but carries 


usage charges of about 5 cents 
per minute. D 


time Web presence. 

Already popular Web 
server colocation and host- 
ing services will become the 
only options for all but the 
biggest IT organizations. 
The scarcity of skilled peo- 
ple and the expense of 
around-the-clock mainte- 
nance for what are fast be- 
coming carrier- 
class Web sites 
will see to that. 

Load testing 
your Web appli- 
cations for scal- 
ability and relia- 
bility will be re- 
quirements, not 
options. Pinging 
your site exter- 
nally to make 
sure it’s up isn’t 
enough. Your 
admins must be 
able to see real-time slow- 
down reports that could sig- 
nal disaster. That could be 
expensive, but it’s the price 
of freebies. D 
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TECHNOLOGY 
Cha Aims Big With 
Micropayments Service 


Expects to expand to 100 merchants 
this year, 15 million users in five years 


BY GARY H. ANTHES 
HA 
company to 
able smail, 
like payments on- 
line, but it claims 

that it’s the first to get the con- 

cept right. 
“For years I’ve been looking 

for a 

and 


was 


first 


en- 


isn’t the 


cash- 


micropayment system, 
when I what Cha 
bringing together, I 
thought it could be a really 
great solution,’ 
Terri Lonier, CEO of Working 
Solo Inc. in New 
Paltz, N.Y. (www. 
workingsolo.com). 
Cha __ Technolo- 
gies Services Inc. in 
New York has 
signed up Working 
Solo, a marketing 
services firm, and 
24 Web merchants 
to try out its 1Click- 
Charge Internet 
payment _ service. 
The service is in- 
tended for small purchases — 


Saw 


said beta tester | 


CEO HEIDI R. GOFF: 
Cha aims at the 
internet’s next phase 


from pennies to about $20 — of | 


Web content and was designed 
to be ultraconvenient for both 


merchants and consumers. 
can buy from 
participating merchants with a 


Consumers 


single mouse click — no iden- 
tity or credit-card information 
is entered, not even the first 
time a merchant is visited. And 
merchants join the 
1ClickCharge network with no 
investment in 
software and with no ongoing 
responsibility for maintaining 
the system. The 
scheduled to open to the pub- 
lic in September at 

Iclickcharge.com. 

Earlier 
to create 


can 


business is 


www. 


digital 


cash for small trans- | 


have suf- 
from two 
flaws, said 
Brian Smiga, a vice 
president at Cha. 
Merchants objected 
to up-front partici- 


actions 
fered 
serious 


need to install hard- 
ware and _ special 
software. And buyers balked at 
the need to load complicated 
client software and exotic digi- 
tal money on their PCs. 


Cha Technologies Services Inc. 


Location: 704 Broadway, 2nd 
Floor, New York 10003 


Niche: Cha acts as a trusted third 
party between online buyers and 
sellers, allowing credit cards to be 
used economically for small, private, 
cash-like purchases. 


Growth potential: Technology 
scales easily. Cha projects 100 
member merchants by year's end 
and at least 3,000 by the end of 


Why it’s worth watching: Be- 
cause everything is outsourced, in- 
formation technology managers 
don’t have to install or maintain 


| 





hardware or software for payments col- 
lections. 


Cha officers: 


| ©Heidi R. Goff, CEO 


° Jonathan Leitersdorf, chairman 


Company goal: To dominate the 


space we Call convenience e-com- 
merce” - Brian Smiga, vice president 


* Founded in 1996 


¢ Product debuted in March 
¢ Full commercial launch planned for 


| September 


Current year financials: $6 million 


loss on revenue of $200,000 


hardware or | 


attempts | 


pation fees and the 


* | nounced next month. 


| for merchants, at 





1ClickCharge will appeal to 
users who want to outsource 
the headaches of up, 
running and maintaining a 
payment collection system to 
Cha. “Merchants can sign up 
with us in two days 


setting 


as com 
pared with weeks with anyone 
else,” Smiga said. 
Consumers for 


1ClickCharge 


sign up 


Internet,” said Cha CEO Heidi 
R. Goff. “First there was a pub- 
lishing then it 
became and now 
we are at 
The next step is settlement and 
fulfillment — the things we are 
trying to do.” 

Motocross.com plans to use 
IClickCharge to 


environment, 
interactivity 
a transaction level. 


sell reprints 


are) 


through Cha, 
ing credit-card 
other information 


enter- 
and 


ICLICK () CHARGE 





via an encrypted ex- 





change. Cha charges 
the card $20 to es- 
tablish a cash-like 
balance for the con- 
sumer to use at par- 
ticipating Web merchants. The 
credit card is automatically 
charged again in $20 
ments as the user makes online 
purchases through Cha, and 
once per month Cha remits to 
the merchant the value of its 
online 
from 5% to 20% per sale. 

Cha doesn’t the 
merchant the credit-card num- 
ber or, if the buyer so elects, 
the identity of the buyer. But 
Cha guarantees that the seller’s 


incre- 


sales, less a fee ranging 


reveal to 


| content will flow only to prop- 
erly authenticated — and pay 


ing — customers. 
“There’s an evolution in the 


| Burn money: $3.5 million from co- 


founder Jonathan Leitersdorf 
and other venture capital 
firms. Second venture 
capital round to be an- 


Price: No setup fee 


least until year’s end. 
Transaction fee from 5% 


| Customers: 


© Miller Freeman Inc. (www.mfi.com) 
e Zacks Investment Research Inc. 
(www.zacks.com) 

© Hoover's Inc. (www. hovers. com) 


Red flags for IT: 

Slow acceptance. Cha’s technology 
seems solid, but will buyers and sell- 
ers embrace the concepts? Cha 
wouldn't be the first to fail with online 
micropayments. 


UT 
o¥F ERy 


com pe! ee 


BUYERS can register with Cha to eating 
small items on the 1ClickCharge Web site 


from automobile 
for less than $1. “Cha’s appeal 
is very simple,” said Michael 
Dalton, director of business 
development at the Somers, 
NY., firm. “They are enabling 
us to sell microtransactions at 
a profit.” And outsourcing the 
technology is attractive, Dal- 
ton adds. “We don’t want to get 
into the engineering; we just 
want it to work,” he said. 

“Once you get this set up, it 
kind of runs itself,” Lonier said. 
She said there was no way she 
could justify the effort and ex- 
having her 
process credit-card purchases 
of information she wants to 
sell for as little as $2. 

Cha hopes to have 100 mer- 

chants by year’s end and 15 

million users in 
5 years. Twelve percent, 

% or $2 trillion, of the 
U.S. economy’s trans- 
actions are less than 
e S $20, and Cha is bet- 

ting the number of 
small transactions on the 
Internet will grow from next 
to nothing to about the same 


magazines 


pense of 


five 


| percentage. 


To succeed, Cha must con- 


| vince merchants that it’s safe 
| to put proprietary content on- 


line, while persuading buyers 


| to entrust their credit cards to 
| an unknown company that will 


take a $20 bite before any pur- 


chases are made. “One of Cha’s | 
| challenges will be to build 
| credibility 


and awareness in 
the marketplace,” Dalton said. D 


staff 


the buzz 


STATE OF 
THE MARKET 


The Competition 


= Qpass Inc. 
Seattle 

Wwww.qpass.com 

I or of Andersen Consu 
Cha’s most direct competitor. It of 
online buying via 
Network 


K (ON€-CIICK) 


s Content Transact 
Service is 


secure and free to 


Neb merchants 


= CyberCash Inc. 
Reston, Va 
www.cybercash.com 
pirnrae supports online buying witt 
credit or debit card, cash, checks and 
an Although many consider it 
theme ropayments pioneer, CyberCas! 
10 longer supports micropayments 
which could be a danger sign for Cha. In 
stead, CyberCash’s InstaBuy service en- 
ables secure, one-click shopping with 
participating merchants such as 
Egghead.com and Bamesandnoble.com 
after a one-time registration. it recently 
extended the service in a deal with Net- 
Gravity Inc., which lets buyers click on 
advertising banners without having to 
navigate the advertising merchant's site 


= Cybergold Inc. 

Berkeley, Calif 

www.cybergold.com 

This company brings together online 
advertisers, publishers and buyers in its 
Earn & Spend Community and delivers 
digital content for as little as 25 cents 
Cybergold pays consumers cash for on- 
line actions such as registering at a Web 
site, completing a survey or subscribing 
to aservice. The cash can be spent on- 
line or credited to a Visa card. Cybergold 
offers.an outsourced, or “hosted,” op- 
tion in which the micropayments pro 
cessing runs on a Cybergold server. or it 
can be installed on the merchant's Web 
server 


= Compaq Computer Corp. 
Palo Alto, Calif 
www.millicent.digital.com 

Believe it or not, PC giant Compagqis 
definitely a player in the micropayment 
game. Compaq's MilliCent allows online 
sales by pay-per-click or subscription 
Users buy electronic “scrip” from bro 
kers and use it to purchase Web content 
from participating merchants, whose 
server validates tokens to test for tam- 
pering, theft and adequacy of payment 
Users buy scrip with a credit card, 


| through checking account withdrawals 


or by having the purchase added to their 


| monthly Internet provider bill 





BY STEVE ALEXANDER 
NEED for faster 


server input/out- 


put, the process of 


data to 


m a proces- 


ing 


sor, will be c 1 in the next 


few years because of the in- 


creased use of the Internet, in- 


tranets and e As a re- 


‘tranets 
sult, Intel Corp 
an I/O architecture called Next 
[/O, or NGIO. It 
I improved reliability, 
scalability and 


her supporting vendors in- 


is advancing 


ation 
promises 
performance. 
Computer Corp 
un Microsystems Inc 
NGIO steer- 
approved the 
NGIO 1.0 spec 
This release allows members 


e NGIO Foru 


week the 


m to start im- 


deveic 


systems supporting 
1 2001 or 2002 
Fu- 


standard, Fu 


ng backed by 








~ TECHNOLOGY) 


HOT TRENDS & TECHNOLOGIES IN BRIEF 


Next Generation 
Input/Output 


IBM, 


Corp., 


Compaq 
Hewlett-Packard Co., 
3Com Corp., Adaptec Inc. and 
Cisco Systems Inc. 

NGIO claims speeds of 2.5G 
bit/sec. in both directions. That 
means there are four wires — 
two for input, two for output; 
Future I/O claims 10G bit/sec. 
over 40 wires 

The cost of NGIO for the end 
user will be “roughly $20 per 


machine,” says Charles Andres, 


Computer | 


DEFINITION 
Next Generation I/O (NGIO) is input/output 
architecture for servers. It was developed by 
Intel. NGIO Spec 1.0 was released last week; it 
promises to improve server performance, 
reliability and scalability. 


chairman of marketing at the 
NGIO Forum and Group Man 
ager for I/O at Sun Microsys- 
tems. “Over time the cost will 
come down.” 

It’s going to be a while until 
there’s even a demand for 
NGIO. “In the small server 
space, it will be 
before NGIO is needed,” says 
Jonathan Eunice, an analyst at 
Itluminata Inc. in Nashua, N.H 
“For larger servers, we are clos- 


several years 


‘Intel Exec: NGIO Satisfies Users’ Needs 


For Reliability, Scalability 


Tom Macdonald, general manager at Intel’s NGIO division in 
Hillsboro, Ore., recently spoke with Computerworld about 
the significance of NGIO: 


Why is NGIO needed now? 

IT people recognize that 
I/O requirements are in- 
creasing at a rapid rate. The 
Internet and e-commerce 
activities are certainly 
putting more requirements 
on the scalability and 
reliability of the I/O. You 
can’t afford to have a Web 
server go down or run out 
of capability as things are 
growing. 


Can you give an example 

of how NGIO improves 
performance? 

Today, a networking device 
interrupts the processor 
each time it needs some- 
thing. That’s not efficient 
because the processor is 
being stopped needlessly. 


In NGIO, we put in an I/O 
controller, called a host chan- 
nel adapter, that services the 
networking device’s request. 
As a result, the processor 
doesn’t have to get interrupt- 
ed each time. 


What are the benefits of NGIO? 
It satisfies the end user’s 
need for highly reliable and 
scalable servers. In addition, 
NGIO products will be deliv- 
ered quickly, starting in 2000, 
which is one to two years 
ahead of other, competing 
specifications. And there are 
more than 75 members in the 
NGIO Forum working on de- 
livering solutions. 

| Does Intel benefit from designing 

| NGIO components or licensing the 





Intel’s Tom Macdonald: 


| “You can’t afford to have a 


Web server go down” 


NGIO architecture? 


We expect to make money 


| from devices, not from try- 


ing to charge royalties. But 
the way the NGIO Forum 


| works is a bit complicated. 


Member companies can li- 
cense the technology in a 
royalty-free or a royalty- 
bearing fashion. D 


er and closer to needing NGIO.” 


James Gruener, an analyst at | 
Boston-based Aberdeen Group | 


NGIO will benefit 
applications. It 


Inc., 
several 


says 
key 


would aid e-commerce by sim- | 
plifying the data transmission | 


infrastructure and increasing 
speed, help e-mail by handling 
more users per server and re- 


ducing downtime and improve | 


online transaction processing 
by enabling the addition of 


number of users increases. 


NGIO works by disconnect- | 


ing the processor from the 


[/O, meaning the processor | 


wouldn’t stop what it’s doing 
each time there’s a new re- 
quest for data processing. In- 
stead, an I/O engine connected 


to the server’s memory would | 
| servers in the same physical 


talk to peripherals. 
The following are the three 


major differences between | 
| other technology and NGIO 


for the way data travels: 


the processor). 


| naling over those 
| (data would be sent along one 


wire, a serial connection, in- | 


| stead of being sent simultane- 
| ously along many wires, a par- 
| allel connection). 

. A “switched fabric” ap- 
proach, in which a collection 
of switches will let data take 
many pathways instead of one. 


Those changes give NGIO | 


better performance, reliability 
and scalability. 

Today’s parallel connections 
generate a certain amount of 
electronic noise that interferes 
with the server's operations. 
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With the higher transmission 


| speeds needed in the future, 


that electronic noise will be- 


| come a bigger problem. By 


changing to serial protocols, 
less noise will be generated, 


| and reliability improved. 


Other improvements in reli- 
ability will be achieved be- 


| cause NGIO has several I/O 
| data channels not directly con- 
| nected to the processor. Today 
| it’s possible for corrupted data 
| in the single, directly connect- 
| ed data channel to foul the op- 


erating system, causing a blue- 


| screen of failure 


Another reliability factor is 
redundant I/O connections, or 
data pathways. “Rather than 
have one path from memory or 


| the processor to a disk, you may 


have three independent chan- 
nels. So even if two fail, it’s no 
big deal,” Eunice says. 


Scalability would improve 


| because more processors could 


be added without adding more 
internal data channels, or bus- 


| es, connected directly to the 
processors and memory as the | 


processors. Directly connected 
channels increase time lags, or 
latency, and reduce 
mance, Gruener says. 
There are other advantages. 
With NGIO, the server is split 
so the processor and mem 
are in one location and the I/O 
is in another. With this setup 
it's possible to stack more 


perfor- 


ory 


space, Gruener says. The 1/O 
might be placed in a network- 
ing closet, while the processor 


| and memory could reside in 
| 1. The creation of multiple I/O | 
| channels (today there’s one 
| channel for data traveling to 


the data center. 
Even with all these benefits, 
there’s some speculation in the 


| industry about NGIO. “The 
| 2. A change in the kind of sig- | 
channels | 


question is, ‘Can NGIO gain 
enough industry momentum 
to really have an influence in 
the market?’ This is the big is- 
sue right now,” Gruener says. 
Adds Eunice, “The question 
everyone is asking themselves 
is, ‘Is this going to happen?’ 
Even though Intel is backing 
this, no one knows if it will be 
successful.” D 
Alexander is a freelance writer 
in Edina, Minn. 


MOREONLINE 


For more information about NGIO, visit our 
Web site. www.computerworld.com/more 
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BY DAVID ESSEX 





- TECHNOLOGYEXE 


- Cheap, and 
It Shows 


calls over the Internet to save money. PC- 


based Internet phones have been out for | 


more than four years. What’s changed in 
the past year is the number of access 


points and the variety of devices from | 


which you can call. You save because you can 


generally use a free local ac- | 
cess number to get on the In- | 
ternet, rather than more ex- | 
pensive long-distance connec | 

tions over the public switched 
phone network. There are 
three ways to make an Internet 
phone call: PC software, stand- | 
alone Internet phones and call- 
ing cards. I tried three of the | 
better products in each catego- 
ry. The bottom line is these | 
things aren’t right for most in- 
formation technology execu- 
tives, except for gad- 
get lovers and those 
who 
tionally, where hotel 
long-distance charges 
can exceed $10 per minute. | 
All Internet phones offer | 
savings and some added func- | 
| 


| 
| 
| 
| 


travel interna- 


tions (such as e-mail and 
voice-mail access) at a signifi- | 
cant detriment to sound quali- 
ty and convenience. Calling | 
cards, the simplest method, re- 
quire punching in long access 
codes and | 
waiting for 
connections | 


must be replenished if you’ve 
prepaid. PC-to-phone systems 
usually involve wearing head- 
sets and dialing with a mouse 
(or installing a PC Card), and 
self-contained devices 
still be connected to a regular 
phone and can call only other 
Internet phones. Such devices 
certainly aren’t free. Some- 
where along the line, you pay 
for the IP gateway — the hard- 
that analog 
sound into packets of 
digits — either on your 
desk or at a service. 

Of the three, PC 


ware converts 


phones are the best op- | 


tion because once they’re set 
up, they can be used to either 
call other Internet phones or 
go through a service to reach 
regular phones more cheaply 
than calling cards (Net2Phone 
Inc. charges only 4.9 cents per 


minute for domestic calls). You | 


can run them from the same 

laptop you take on the road. 
Analysts and vendors say the 

technology is rapidly moving 


Net2Phone PC 


Net2Phone Inc. 
www.netZphone.com 

4.9 cents per minute U.S. do- 
mestic (15 cents daytime to 
U.S. from overseas; PC soft- 
ware is free) 

Net2Phone made a name for it- 
self by being the first to make PC 
software that could dial the compa- 
ny’s IP gateway hardware, thus pro- 

viding a link to standard phones. 
| tried the PC software on my 
400-MHz Pentium li Compag 
Deskpro with headphones and 
a mike that came with a 


T’S NO SECRET that you can make phone | behind 


| into 


must | 


| will be 


tures rather than cost savings. | 





the 
“click-to-talk” 
buttons on Web sites 

and other forms of one-to-one 


scenes 


| communication through Web 


browsers. Bruce Kasrel, an an- 


alyst at Forrester Research Inc. | 
| in Cambridge, Mass., predicts 
| the phones will take off only | 
to be made, and they often | 


when people don’t realize 
they’re using the Internet. 


Alex Winogradoff, a princi- | 


pal analyst at Dataquest in San 
Jose, says standards need to be 
adopted and larger telecom- 
munications companies must 
enter the game before Internet 
phones will have adequate 
sound quality, standardized in- 
terfaces and the ability to com 
municate with any phone. 
Eventually, the 


on value-added 


“They’re not going to give all 


| these features away,” Wino- | 


gradoff says. 


I tested the Net2Phone PC | 
phone system, Aplio/Phone, a | 
little box that turns your regu- | 
Internet | 


lar phone into an 
phone, and AT&T’s Connect 


’N Save Service, a calling card. | 
I'd pick Net2Phone for its abili- | 


ty to connect with both PC and 


regular phones cheaply and | 
| called must have an Aplio/Phone (or 


conveniently. D 
Essex is a freelance writer in 
Antrim, N.H. 


voice-recognition program. The 
sound quality was rich, like a stereo 
with the bass turned up, smooth 
(typical PC sound circuitry is supe- 
rior to that of standard phones) and 
nearly on par with Connect "N Save. 
However, the on-screen buttons | 


“pressed” to send touch tones to a 


company’s automated response 
system didn't register. 
Net2Phone also offers a calling 


| card that competes with AT&T's (as 


do many other vendors. most no- 
tably a company called Delta Three 
Inc.). Card calls were of typical 
quality, though one call | made to a 
second line at home had severely 
clipped speech on the other end. 


emphasis | 
fea- | 





Aplio/Phone 2.0 
A 


The card, called Net2Phone Direct, 
uses a widely-available 800 number 
and charges 7.9 cents per minute - 
much less than Connect ’N Save’s 
800 number. 

This one’s the winner because of 
its competitive sound quality, deep 
discounts and accessibility from 
more than one calling device. 


“Tplo/Phone 2.0 


Aplio Inc. 
www.aplio.com 
$199 

Aplio squeezed the necessary PC 
circuitry into a speakerphone-size 
device that gets your regular phone 
out onto the Internet. The result is 
an Internet phone that’s a pain to 
set up, not too hard to use, but ulti- 
mately of narrow appeal - more for 
close siblings, college students 
overseas and corporations with in- 
ternationai offices than for busy ex- 
ecutives. 

Both the caller and person being 


a microphone/headphone-equipped 
PC running Microsoft Corp.'s Net- 
Meeting or Apiio software), so you 
can call only select people. Setup 
consists mostly of using the phone 
keys to tell the device your user 
name and password at your Internet 


| service provider. The connection 


starts with a possibly costly call 
over regular phone lines (though the 


| device has a “100% free” mode 


that avoids this by connecting one 
phone to the Internet while waiting 
for the other to call and tying up the 
line in the meantime). Hang up, and 
a few seconds later, the box rings 
the phone. Answer, and you're on 
the Net. | found it easy to make 
calls both ways once | learned the 


| procedures. 


Aplio/Phone has other neat func- 
tions, including a Find Me feature to 
let other Aplio/Phone users locate 


you if you've connected your box to 
a different phone number. 

| found the Aplio/Phone’s volume 
and sound quality poor, and internet 
congestion and transmission prob- 
lems can prevent connecting alto- 
gether, which Aplio does warn you 
about. It’s too much trouble if you 
make mostly domestic calls to a va- 
riety of peopie. 


AI, i ARES OE LIBERA NT i AG 
AT&T Connect 
'N Save Service 
AT&T Corp. 
www.att.com/connectnsave 
7.5 cents per minute with local 
access (15 cents via an 800 
number) 

AT&T is the only major long-dis- 
tance company to offer consumers 
an Internet phone service accessi- 
ble from regular phones. The com- 
pany prides itself on using its own 
IP network rather than the generally 
poorer-performing public Internet 
(Net2Phone basically does this, 

| too). | found Connect 'N Save to 
have the best sound quality, slightly 
ahead of Net2Phone’s and a whole 
class better than Aplio/Phone’s. 
However, even superior hardware 
couldn’t mask the telltale signs of 
voice over the Internet: frequent 
clipping of words, a sort of wiggle in 
the overall sound and the sensation 
of talking into a drum. 

Connect "N Save reduces domes- 
tic calls to 7.5 cents per minute if 

| you're near a local-access node in 
one of seven maior cities, only a bit 
less than AT&T's own One-Rate plan 
(10 cents per minute). If you must 
use an 800 number, as | did, the 

| cost jumps to 15 cents per minute, 

| still far less than a standard call. 

Connect "N Save is a decent way 

| to save a little money on long- 

| distance calls without giving up 

| much in quality and convenience. 
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GIVING USERS 
THE KEYS T0 THEIR 


WEB 


It makes sense: Who better to update and 
handle Web content than the end users who 
create it in the first place? As business units 
use Web technology to get more efficient, 
they’re finding they can cut out the IT middle- 
man when creating their corporate sites by 
using Web content management tools on 
their own By Tim Ouellette 


ROUPS at Providence 


SINESS 


Health Systems in Portland, 


Ore., complained to information 
technology the 
sometimes outdated and incor- 

content of the company’s 


staff about 


intranet web sites. That was especially 
frustrating to IT workers, because the 
content originated from and belonged 
to the business groups, says Erik Sar- 
gent, lead Internet developer at the 
health care provider. 

So Providence Health’s IT and Web 
development group did what many 
companies are considering: They gave 
up some of their central power to let 
business personnel in different depart- 
ments contribute directly to corporate 
Internet and intranet sites with the help 
of Web content tools 

Even giant companies like the new 
created in a merger 
with NationsBank Corp., are beginning 
efficiencies in Web-site 
freeing up develop- 


Bank of America, 


to look for 
management by 
ment to Dusiness groups 

More IT groups can do this because 
the tools have made it easier for users 
and update Web sites 
without knowing the intricacies of the 


to create, Manage 


Internet 
HTML. Sargent and his team at Provi- 
dence Health used Microsoft Corp.'s 
FrontPage 98 on their development ef- 
forts. And because the company stan- 
dardized on Microsoft Office produc- 
tivity tools, it made sense to stay with 


programming language 


FrontPage when allowing employees to 
do the intranet publishing duties 
One reason was that FrontPage main- 


tained the same look and feel as Office, 


so there was a gentler learning curve. | 
was | 
cheaper to roll out to the 108 non-IT | 


The other reason: FrontPage 
people now contributing to the in- 
tranet, rather than buying high-end 


tools with big price tags. 


Bank of America chose NetObjects | 


Inc.’s Authoring Server Suite 3.0, be- 
cause it could best handle the many dif- 


ferent people who would be contribut- | 
ing to the same intranet sites. The firm | 


had previously used NetObjects Fusion 
for its desktop Web publishing efforts. 


“Now we have multiple people sup- | 
porting the web sites and contributing | 


content from different time 
which is important when your cus- 
tomers are all over the world and look- 
ing for fresh content,” says Ted Allen 
Miller, senior vice president for corpo- 
rate Web development at Bank of 
America in Chicago. 

Because companies are still in the 


early stages of allowing more non-IT | 


people the power to publish Web con- 


tent, many of the existing HTML edit- | 
ing tool vendors like Microsoft and Net- | 
Objects have the upper hand, because lz 
they have an installed base of users fa- | 


miliar with their products who are ready 


to upgrade. Those products and others, | 


like Macromedia Inc.’s Dreamweaver 


and Adobe Systems Inc.’s GoLive, let | 


users author pages directly in an HTMI 


environment instead of converting doc- | 
uments from non-HTML formats, says | 


Dan Keldsen, director of information 
systems at The De!phi Group in Boston. 
Other products automate the cre- 


zones, | 


ation and management of Web-page 
content to a higher degree like Open 
Text Corp.’s Livelink Intranet, Docu- 
mentum Inc.’s RightSite and Interleaf 


Inc.’s WebBusiness 2.0, he adds. Other | 
vendors that manage Web content au- | 
tomatically and focus less on creating | 
content and work‘low include Vignette | 


Corp., Inso Corp. and UserLand Soft- 


ware Inc. 
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Automated approaches use existing 
templates to be filled with user-sup- 
plied data. This method can be quick 
and easy, but it can also include strict 
guidelines for page formatting and 
what data can go where, Keldsen notes. 

Users must be able to handle multi- 
ple windows, click and drag objects and 
manage similar tasks to create a Web 
site using automated tools. But because 
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Our CIO decided 
having IS develop 
[intranet] 


content and man- 
Brot ave myarniares 
centrally would 


more and more people are familiar with 
the Internet from all the surfing they | 
do, the transition and required training | 





isn’t expected to be very great, Internet 
analysts say. 


Intranets a Good Start 


Most companies, such as Providence | 
Health, are still in the early process of | 


opening the corporate intranet to em- | 


ployee contributions and are 
that the corporate intranet is the best 
place to let new contributors test their 
skills. 

“Our CIO decided having IS develop 


[intranet] content and manage every- 
thing centrally would bog things down 


finding 


for everyone,” Sargent says. 

Like Providence Health, the corpo- 
rate Web development group at Bank of 
America didn’t want to get saddled 
with trying to manage and update the 
hundreds of intranet web pages created 
because of the merger. 

Although Bank of America hasn't 
opened up all intranet site publishing to 
employees in non-IT roles, some units 
are contributing directly to their own 
Web sites now, Miller says. 

For example, Miller’s group gave 
a three-person marketing group in 
Atlanta the client software to NetOb- 
jects Authoring Server Suite 3.0 to do 
their own Web-site publishing. The 
group handles marketing for the bank’s 
treasury services business unit. A simi- 
lar effort is going on in San Francisco. 

“The sites are so big, it was critical to 
have many people working on the same 
site,” Miller says. 

One issue IT must be aware of when 
opening Web-site publishing to non-IT 


Five Tips for Giving Users 
Web Content Control 


1 LOOK FOR TOOLS THAT MAKE SENSE 
Some tools may be too powerful and more 
costly than what your users really need. 


2 SPUR CREATIVITY 

Consider a competition among business 
departments for the best site, to help spur 
users to more creative uses of their sites. 


3S SET SOME LIMITS 

Yes, you have to keep some control. Con- 
sider putting limits on exactly what parts of 
a Web page users can change and who 
can change what pages. You still want 
some consistency across the organization 


4 GIVE MANAGERS RESPONSIBILITY 
Make managers sign off on who will be 
publishing from their groups, and make 
the managers personally responsible for 
the content that goes on their sites. That 
will help prevent the publishing of inappro 
priate content by some users. 


5 MAKE USERS COMFORTABLE 
Training users well on the tools will help 
users become confident in their ability to 
properly manage and update their sites - 
and save IT the trouble of fixing problems 
later on and providing continuous support 
for minor problems. 


“NOW WE HAVE muitiple people supporting the Web sites and contributing content from 
different time zones, which is important when your customers are all over the world and 
looking for fresh content,” says Ted Miller, a Web development leader at Bank of America 


employees isn’t even technical. IT has 
to understand that it can’t just throw 
the keys to corporate Web sites to the 
masses and wash its hands of the trou- 
ble. The move requires planning and 
monitoring by IT personnel to make it a 
success. And business groups 
count on IT to identify the best tools to 
get the job done. 

For example, Sargent looked at more 
tools than just FrontPage to give to non- 
IT users, when preparing for the change. 


‘FrontPage was not the best tool out | 


there, but [it was] the most practical for 
us,” Sargent says. He says he expects the 
product’s limitations — like the lack of 
good source control to track changes to 
a Web page from multiple contributors 
— to be dealt with in the next version. 

Sargent says he hasn't limited pub- 
lishers to FrontPage, though. Some 
power users in the departments will be 
allowed to use more advanced tools if 
they can show how the site they’re 
maintaining will benefit. 


More Publishers Mean More Control 


Miller says he likes NetObject, be- 
cause no other product he has seen lets 


groups manage so many pages in a con- | 
sistent way. For example, one change in | 
a navigation bar can be propagated | 


across all pages in the site, he says. 

Even with more 
tribute to their Web sites, users need 
some central IT control to keep a han- 


still | 


freedom to con- | 


dle on security issues, a constant look 
and feel across the intranet or Internet 
sites for navigation purposes and to 
avoid publishing inappropriate content 

“People should have secure limits so 
they may only be able to change layouts 
certain page. There are 
some people who we only want to 
change text content, not graphics and 
images,” Miller says. 

Managers at Providence Health are 
required to sign off on requests to be- 
come publishers before IT will train a 
user on FrontPage. The managers also 
are responsible for the content of their 
department’s site, to guard against 
questionable content 

A typical site at Providence Health 
a calendar, phone contacts and 


meeting minutes — a lot of static infor 


or access a 


has 


mation, Sargent says. But users like the 
new control of their Web sites so much 
that they’re starting to think of ways to 
make their sites more useful to intranet 
surfers, he says. 

“The project is really putting the 
power for content back to the content 
owners,” Sargent says. “Our depart- 
ments understand that we’ve given 
them a lot of power that not many other 
companies have given their employees 
And it’s a shame more companies aren't 
doing this.” D 


Ouellette is a freelance writer in Scar 
boro, Maine. 








Going Deep 


Under Paul Horn, IBM Research at the Thomas J. 
Watson Research Center in Yorktown Heights, 
N.Y., has produced chess champion Deep Blue, 
the world’s first copper computer chip, the giant 
magneto-resistive head and the world’s first prov- 
ably unbreakable cryptosystem. As senior vice 
president and director of research, he leads 3,000 
researchers at eight laboratories in two key areas 
that IBM calls “deep computing” and “pervasive 
computing.” 

Horn previously was director at IBM’s Alma- 
en Research Center in San Jose. He’s a fellow of 
the American Physical Society and a member of 
many professional boards. Before going to IBM in 
1979, he was a physics professor at the University 
of Chicago in Illinois. 

Horn spoke with Computerworld’s Gary H. 
Anthes 


4 
a 


What are the most important technologies to have come out 
of IBM Research? For impact on IT, I'd have to list 
the disk drive, [dynamic RAM] — we just had the 
30th anniversary of that key patent 
tional database and maybe RISC computing 
There's also high-temperature superconducting 


the rela- 


~ TECHNOLOGY 


WHO IS HE? 


Paul Horn directed the 
development of chess 
champion Deep Blue, 
the world’s first copper 
computer chip, the giant 
magneto-resistive head and 
the world’s first provably 
unbreakable cryptosystem. 


about “deep computing.” For example, we have a 
project in human genomics. Once you sequence 
the genome, what does it mean? Going from a se- 
quence of amino acids to something meaningful 
about disease is really a big computing problem. 
We have a project aimed at understanding how 
proteins form their 3-D structures; if you can fig- 
ure that out, you really make a difference in un- 
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driven electronically. It will grow to many trillions 
of dollars. There will be lots of tools and processes 
to enable e-commerce. IBM Research’s role is 
both the invention of the individual processes and 
the platforms that help integrate them and the 
ones from other companies. 


How has IBM Research changed under CEO Lou Gerstner’s 


regime? If there’s a big change in the past five years, 
it’s the focus on the customer. Lou brought that to 
the whole company. The other thing he brings is, 
there is now far more excitement in the company 
about technology than in the past 20 years. 


So customers and technology are important. Wouldn't any 


IBM CEO have said that? Maybe, but maybe Lou 
walks the talk better than some of our past CEOs. I 
don’t remember a CEO who’s been so clearly sup- 
portive of the technology agenda. My [research] 
budget, as a fraction of all R&D, has gone up since 
he’s been here. We spend more than our competi- 
tors, as a percentage, on research. The agreement 
we have is that if the company does well, research 
will be at the forefront of our growth. 


Has IBM Research become less long-term in its thinking 


about technology? [Gerstner] said, “Let’s figure out 
how to get technology into the hands of custo- 
mers quickly.” We still believe in long-term basic 
research, but we are now more focused on the 
whole pipeline and how to get advanced stuff into 
the market sooner. 


Can you give some examples of how you're working with 


customers in ways you might not have before? Fuji 
Bank wanted to help people who were connecting 
in to do Web interaction but were having a prob- 
lem. We made it so they could click on an icon 
and get connected over the same phone line to a 
call center and get connected to someone who 
could share the screen with them and help pro- 
vide answers. Now that has become a standard 
offering called ContactFusion. 

We worked with the city of Orlando to build 
teams in response to emergency conditions such 
as a hurricane. It’s a Lotus Notes interface that al- 
lows you to connect to team members regardless 
of how they want to be connected — by e-mail, 
phone, pager and so forth. We call it a pervasive 
computing application. It’s not a product yet, but 
it will become part of the Notes platform, so you 
can interact with a variety of things through Notes. 


What advice are you giving CiOs today? IT is clearly 


changing business in phenomenal and unforeseen 
ways. The CIO has become far more central to 
corporate success. The CIO has got to be the 
leader that’s going to help their company adapt to 
new business models. It’s a much bigger role than 
the traditional CIO, who just provided a good 
desktop environment for the employees. 


So should the CIO outsource some of those traditional func- 


tions? You can waste tons of time building perfect 
solutions. To the extent you can outsource things 
that are nonstrategic, it’s a good thing to do. Pro- 
viding desktop applications in many cases is non- 
strategic [compared with] how you re-engineer 
your supply chain. D 


Anthes is Computerworld’s feature writer for business 
and technology topics. Contact him at gary_anthes@ 
computerworld.com. 


derstanding the origins and cures for disease. 
I’m excited about our work in e-business. In 10 
years, as much as 15% of the U.S. economy will be 


and the scanning tunneling microscope 


What about future home runs? We are very excited 





A Knowledge Excha 
for Technology innovators 


(Forum, 


The need for computing independence 
has never been greater! 


That’s why Citrix® iForum’99” is this year’s must-attend conference. Learn more 


about server-based computing and the independence it offers to enterprises 


of alli sizes. Find out how to consistently create competitive advantages in a global 


market, driven by the Internet, e-business, new applications and new technologies. 


Keynote — Robert 
Carter, Corporate 
Vice President and 
Chief Technology 
Officer of FDX Corp., 
holding company 
for Federal Express. 


Maintaining a competitive 


advantage, while simul- 

taneously improving 
productivity, customer care and the bottom 
are key to FDX Corporation. Hear first- 
hand how server-based computing is playing 


line, 


a critical role in helping FDX Corporation to 
align IT with its business imperatives. 


Keynote — Jostein 
Eikeland, President 
and Founder, 
TeieComputing Inc., 
an Application 
Service Provider 
with a track record 
of success. 


e 
ge", = The 


TeleComputing 


Application 
Service Provider 
(ASP) Industry is 
red hot. Jostein will share his secrets of how 
TeleComputing has used server-based computing 
to deliver consistent, top-quality results for 


over 50 organizations in 180 locations. 


CITRIX 


Now everything computes.., 


Platinum Sponsors: 


Keynote — Stan 
Davis, Author of 
Biur: The Speed 
of Change in the 
Connected Economy. 
Today’s businesses have 
been catapulted into 
unprecedented transitions 
due to “connectivity, 
speed and the growth of intangible 


value.” Stan will explain what it’s going to 


take to compete at th 

More Successes 

Three information-intensive tracks will give 
you real success stories and real knowledge 
Track 1—The Role of IT in Business Imperatives. 
Real stories on how IT is delivering on the 
promise of helping to generate top line revenues, 
enhance profitability and improve customer 
care. And how server-based computing is key. 
Track 2—Real World Solutions. 


of single-point management of applications and 


[he power 


servers. The advantages of reliable performance 


and security. The tangible benefits of lower 
total cost of application ownership. Get the 
details from the people who have already 
experienced it all. 

Track 3—Technology Insights. Straight talk 
on how to achieve 99.999% uptime, deploy 
oplications at record speed, and rapidly 
dev elop applicatic yns for server-based 


computing environments 


More Insights 


Why are 96 of the Fortune 100 already using 


Citrix server-based solutions? How are Citrix 


World Doiphir 


solutions enabling Internet, e-business and ASP 
initiatives around the globe? Find out during 


the keynotes by Mark Templeton, President and 
ind Ed Iacobucci, 


CEO, Citrix Systems, Inc., 


Founder and Chairman, Citrix Systems, Inc. 


More Innovations. Over 60 Exhibitors! 


Learn more about server: based solutions W ith 


new product introductions, demonstrations, 


and informative Q & A sessions. Hear from 


event sponsors in the Solutions Theate 


More Excitement 


Don’t miss Citrix iForum’99 at the Wa 
World Swan 


to learn about server-based computing and the 


lt Disney 


x Dolphin Resort. It’s the pl ace 


independence it offers you to serve applications 
fast, tO anyone, 
anywhere via an\ 
connection— 
wireless to We 
W hile youre 
there, network 
and celebrate 
with your peers at the Citrix Tropical Beach 
lots of food, fun and enter 


Party. There'll be 


tainment for everyone to enjoy. 


Be a part of the last 
great knowledge 
exchange of the century, 
- For more information or to 
aie SES ey elt 


‘~www.citrixiforum.com 
Reference Code: 223 | * 


Register by phone or fax: 

2 800-341-6993 (U.S.A,) 
415-844-2250 x8353 (International) 
CST 70 Serena yd 
September 7-10 
Walt Disney Worid 

Swan & Dolphin Resort 
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With buying decisions moving at such a 
i frenetic pace, trusted information is more 
’ critical than ever. Which is why technology 
buyers turn first to IDG publications. For more 
than 30 years, IDG's award-winning editorial has 
captured every critical trend, product, issue and 
personality of the Information Age. Through our 
leading technology publications, we provide 
honest, insightful analysis based on the needs 
of IT decision makers. Answers that enable 
sounder buying decisions. Decisions that are 
driving digital society. 


Whether it's IS or networking executives, technology 
savvy managers, systems integrators, or sophisticated 
end users, more forward-thinking marketers rely on 
IDG's trusted brands in the US and around the 
world. The 290 publications, 225 Web sites, 
research, books and tradeshows that are helping 
to define the Information Age. 


IDG 


INTERNATIONAL DATA GROUP 
http//www.idg.com 
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50 YEARS OF TECHNOLOGY INNOVATION ¢ 1950-1999 


Say What? The TI 


Spelling aid was first device to 


use synthesized human speech | 


BY LESLIE GOFF 
F YOU were running 
around last Christmas 
trying to get your hands 
on a Furby, the hairy lit- 
tle toy that can learn to 

talk, you can thank — or curse 

— ateam of four innovative en- 

gineers who debuted the gad- 

get’s granddaddy back in the 

summer of 1978. 

At the Consumer Electron- 
Show that June, Paul 
Breedlove, Gene Frantz, 
Richard and Larry 
(George) Brantingham of 
Instruments Inc. un 
veiled the Speak & Spell, a red 
and yellow plastic, notebook- 


ics 
Wiggins 
Texas 
size learning aid that was the 


first device to use synthesized 


human speech 


ary, Apple Computer Inc. 


king 


1 5.25-in. floppy d sh d ve 


w in Las Vegas ne 
g the Disk I, which link 


The National Computer Confer- 


ence in Ana T 


Four years later, the Speak & 
Spell would become famous 
as the toy that ET. rigged up 
to “phone home” 
Spielberg’s 1982 summer 
blockbuster, E.T. the Extra-Ter- 


restrial. But from the begin- | 


ning, demand was high, even at 
the then-high retail price of 
about $60, recalls Breedlove, 
then engineering manager for 
specialty calculators, who 
helmed the project. 

“We started production in 
time for Christmas of ’78, and 
we couldn’t build enough all 
the way through Christmas of 
’79,” Breedlove says. 

The Speak & Spell was the 
first device to use a digital sig- 
nal processor (DSP), a special- 
ized integrated circuit that ex- 


Cullinet Software is the first soft- 
listed on the New 


Computer Asso- 


mputer lan- 


gins working on 


c for the Intel 8086 
eed ion, and 
es and Paul Allen 


O move their growing 


intel Corp. 
the 4.77-MHz 8086 
microprocessor, 


ring 16-hit r 


naccess 1M 


and operates at 


Seiko Epson Corp. introduces 
the TX-80 dot-matrix printer, setting 
w standard in low-price, high- 
mance printers 
Atari announces the Atari 400 and 
800 PCs, based on MOS Technoiogy’s 
6502 microprocessor. They don't be- 
gin shipping until the following year 


& Spell 


ecutes algorithms in real time. |5 


The DSP enabled the duplica- 


tion of human speech by using |: 


linear coding to 


formulate a 


predictive 


ous input. 


Speak to Me 


When activated, the Speak & 


Spell asked the child to “Please | 


spell” one of 200 words stored 
in its memory. The child would 
key in the spelling on an alpha- 
betically arranged keypad, and 
the toy would respond “Cor- 
rect” or “Try again.” 

“It hadn’t entered anyone’s 
mind that we could do some- 
thing that talked,” says Breed- 
love, who at the time was 
putting his two grade-school 
kids through spelling drills. 
“But it occurred to me that a 
spelling aid should work the 


Transmission Control Protocol 
(TCP) splits into TCP and Internet Pro- 
tocol 
Raymond Kurzweil 
receives the 1978 Grace 
Hopper Award for the 
Kurzweil Reading 
Machine, which reads books 
to the blind 


Dennis Hayes starts D. C. Hayes & 
Associates Inc. It's later renamed 


Hayes Microcomputer Products 


Digital Equipment Corp. opens a re- 
tail store in a mall to sell small comput- 
er systems priced below $10,000 


Commodore ramps up its PC business 
establishing a dealer network for its 
Commodore PET, introducing three 
dot-matrix printer models and a 

dual, 5.25-in. floppy drive unit. Mean- 
while, Chuck Peddle, designer of the 
PET, leaves the company for Apple - 
but returns to Commodore before the 
year is out 


Dan Bricklin and Bob Frankston 
found PC software company Soft- 
ware Arts. Earlier, Bricklin had com- 
pleted a Basic program that served as 
proof of concept for his proposed 


| spreadsheet application. Personal 


mathematical |: 
model of a human vocal tract. l2 
The model could predict a | 
| speech sample based on previ- | 
in Steven | 
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| TEXAS INSTRUMENTS’ Speak & Spell toy used linear predictive coding 


to create a mathematical model of a human vocal tract 


same way that parents worked 
with their kids.” 

Today, the descendants of 
the DSP at the heart of the 
Speak & Spell are used not 
only in toys, but also in more 
serious applications like 
speech synthesis for voice- 
mail systems and telephone di- 
rectory assistance. And DSPs 
are still phoning home: They 
power digital cellular phones. 

“It was that kernel that... 
opened Pandora’s box,” Breed- 


love says, “There are a million 


things you can do with DSPs.” D | 


Software's Dan Fylstra loaned him an 
Apple Il to create the program, which 
would become VisiCalc. 


The video game Space Invaders in- 
vades arcades. It's developed by 


Seymour Rubenstein forms MicroPro 
International Corp. It debuts Word- 
Master, an early word-processing 
application 


Digital and Carnegie Mellon University 
begin work on an expert system, called 
XCON, for configuring computer sys- 
tems. Within two years, Digital will be 
using it on a regular basis, reportedly 
saving millions of dollars. 
Stanley Rifkin steals 
over $10 million from 
Security Pacific Bank in 
Los Angeles by obtain 
ing the bank's electronic transfer code 
Posing as a branch manager, he trans- 
fers the money to his Swiss bank 
account 


Faire takes place in San Jose 


Compiled by Leslie Goff and 
Computerworld’s corporate 
librarian Laura Hunt. 


| FIRST BBS 


‘Let Your 


Fingers Do 
The Talking 


BY LESLIE GOFF 

Chicago isn’t home to a lot of 
firsts in computer industry his- 
tory. But it was there, on Feb. 
16, 1978, that one of the most 
significant “firsts” took place: 
The first commercial, comput- 
erized bulletin board system 
went online that day. 

Developed by two _ local 
gearheads — Ward Chris- 
tiansen and Randy Seuss — 
who wanted to exchange docu- 
ments without having to swap 

| floppy disks every time, it ran 
on a PC with an S-100 bus, 64K 
bytes of RAM, two single- 
sided, 250K byte, 8-in. floppy 
disks and a Hayes MicroMo- 
dem 100. 

Seuss put together the hard- 
ware, and Christiansen, an 
IBM mainframe programmer, 
developed the commands us- 
ing 8080 assembler. They be- 
came part of the Xmodem 
standard: (R)etrieve (or 
“read”), (S)ummary (or 
“scan”), (E)nter Message, 
(K)ill Message and (G)oodbye. 

Ward and Seuss dubbed 
their system the Computerized 
Bulletin Board System, or 
CBBS, which became a generic 
name for all such systems. The 
“C” was eventually dropped, 
but that original bulletin board 
is still online. B 


® Flashback is produced with the assis- 
| tance of The Computer Museum History 
| Center in Mountain View, Calif 
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Sachi aeeace ria tthe 
guess that makes you the brains. | 


Don’t Miss... Feed your brain at NetWorid+interop 99 Atianta 


* Conferences on Networking and Service When it comes to providing infrastructure solutions, NetWorld+interop 
Proviter Sonmions has always been ahead of the curve. We'll help you discover new 
* One-Day Programs on VPN, Voice over IP, technologies, implementation strategies and network management 


Optical and Network Forensics : : = 
ideas to support your business transformation for tomorrow. 

Over 50 in-depth Tutorials and Workshops 

Completely redesigned interopNet Event Find answers to infrastructure challenges, such as Voice over !P, 


Network and Labs Security, Optical and QoS, as weli as Internet Commerce, convergence 
Solutions Pavilions on Convergence, strategies for data, voice and video and the latest information about 


Security, Linux, xDSL and Web packet switching. 


Technologies ; aad 
0: Exdailte horn ever B00 Gt the Werte tend: lf you need answers today, there’s only one conference and exhibition 
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Internet Technology suppiiers NetWorld+interop 99 Atlanta. 
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CONFERENCE & EXPO 


San Jose Convention Center 
San Jose, CA 


YT CONMTECTCTICEe | It's the hottest OS technology on 


Prt a iF 2, 1999 the market today and it's growing 
ar 2 a ere. Me at an explosive rate. Now you can 


august PR 12,1999 experience the event that is fueling 





the Linux explosion—Linux World 
Conference & Expo—in San Jose 


this August. 


LinuxWorld Conference 

is the best place to learn every- 
thing you need to know about 
running your business with Linux 


Sree wise ~appsie cena Pi og technology. 


In four information-packed days, 
you can attend a wide variety of 
programs, choose from among 18 
tutorials and over 35 conference 
sessions, and learn everything 

you need to know about running 
an organization with Linux 
technology. Industry luminaries 
will offer advice and share real- 
world solutions. You can also demo 
software and technical tools on the 


exhibit floor. 


vader 9- 12, 1999 in San Jose, CA. 
I'm interested in _} Attending _J Exhibiting 
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Florida’s south- 
ern coasts are 
known as havens 
for retirees and 
playgrounds for 
the wealthy, but 
the rest of the 
state is a tourist 
and business 
mecca. Here’sa 
look at the top IT 
markets 

By Jill Vitiello 
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ade in the Shade 


' Tallahassee 


“Tallahassee is Florida with a 
Southern accent,” says Norma 
Meier, director of the office of 
information the 
Florida Department of Insur- 
ance. “We have hills, Spanish 
moss and palm trees.” 
Tallahassee has lots of infor- 
mation technology oppertuni- 
ties, too — especially for col- 
lege students. Meier 
them before they graduate, of- 
fering them the chance to work 
with advanced technology and 
to take courses toward techni- 
cal certification. She encour- 


services at 


hires 


ages IT employees to complete 
college and stay in Floridz 
rather than move on for higher 
salaries. 

With its solid school system 
and small-town persona, Talla- 
hassee is a great place to raise 
kids and be a working parent, 
says Meier, who has worked in 
the state government for near- 
ly 20 years. You'll like living 


and working in Tallahassee if 


you enjoy beautiful springs, 
mild winters, the 
Gulf Coast and have a spirit of 


access to 


public service, she says. 

That spirit is necessary be- 
cause IT professionals in Talla- 
hassee, which has a preponder- 
ance of government jobs, won't 
earn as much as their counter- 
parts who work in private in- 
dustry. 

Skills in demand are busi- 
ness analysts, network special- 
ists, Internet experts, Oracle 
developers and those with ex- 
perience in thin client applica- 
tions and desktop support, 
Meier says. 


TALLAHASSEE 


TOP FIVE EMPLOYERS 


(BY NUMBER OF EMPLOYEES 


1 STATE OF FLORIDA | 


3 LEON COUNTY 
SCHOOL BOARD 


4 CITY OF TALLAHASSEE 


If you’re looking for an IT 
job in Tallahassee, you should 
be willing to trade salary ex- 
pectations for challenging en- 
try-level positions 


Tampa 


“Tampa’s got it all, 
Caruana, director of the pro- 
gram office at 
GTE Telecommunication Ser- 
a di- 


warm 


says Ron 
management 


The city has 


vices Inc. 


verse economic base, 


weather and a variety of cul- 
tural and professional sports 
offerings. Tamp 


gateway to I-4, 


a calls itself the 
Florida’s high- 
tech corridor that connects 
Tampa Bay, Orlando and the 
Atlantic Ocean’s Space Coast. 
In his previous position as 
GTE’s director of 
technology, 


information 
Caruana sought 
software engineers with tele- 
phony 
Unix, Java, C++ and Oracle and 
more. GTE attracts talented IT 
pros with work, 


competitive salaries and many 


skills in addition to 


challenging 


benefits such as business casu- 
al dress, telecommuting op- 
tions, flexible working hours 
and tuition reimbursement. 

If you’re looking for an IT 
job in Tampa, you should have 
work and 


a strong ethic — 


khakis. 


Jacksonville 


yn Jacksonville — it’s 
a gem,” says Karen Gallagher, 
senior vice president and di- 
rector of human resources at 
Alltel Residential Lending So- 
lutions, a subsidiary of Alltel 
Corp. Gallagher is responsible 


——— 


1 GTE FLORIDA 
LIX 


= 5 RAYMOND JAMES 
>” FINANCIAL 


for technical recruiting at the 
company. 

In Jacksonville, which is lo- 
cated on Florida’s Intracoastal 
Waterway, the Gulf Stream 
steers high humidity and hur- 
ricanes away. The econor 
base is stable, the roadways 
aren’t congested, and there are 
cultural amenities and profes- 
sports, including the 
National Football 
Jacksonville Jaguars who play 
in Alltel Stadium. 

Even better, IT jobs abound 


hin 


sional 


League’s 


in network technologies, 
client/server applications, 
mainframe, Cobol, 
analysis, Oracle database ad- 
ministration and Web applica- 
tions. Alltel advertises on the 
Internet, in national IT trade 
publications and in newspa- 
pers around the country. The 
company relocates individuals 
the skills it needs; but 
60% of hires year 
came from Alltel’s employee 
referral program. 

“We do a lot of cutting-edge 


business 


with 


new last 


application,” Gallagher 
“People know they can start 
with us, learn applications and 
move ahead in their careers. 
They are happy working here 
and they bring in their friends 


says. 


and business associates.” 

If you’re looking for an IT 
job in Jax, as the locals call it, 
you should bring a love of wa- 
ter sports and a friend. 


Orlando 


“T love Orlando,” says John Ma- 
telski, assistant director of 
technology management for 
the city of Orlando. The area, 


JACKSONVILLE © 


TOP FIVE EMPLOYERS 


BY NUMBER OF EMPLOYEES) 


1 WINN-DIXIE STORES 


home to Walt Disney World, is 
a tourist magnet and widely 
hailed by happy vacationers as 
one of the safest places to visit 

Matelski’s IT 


work behind the scenes to se- 


professionals 


cure that reputation. Major IT 
initiatives include an Automat 
cation 


ic Vehicle Le ystem 


dispatch emerger 


and cars; a computer-aided 
dispatch and records m 
ment system for the 
partment; and i 
police cars with r 
puters 
‘City governm 
interested int chnol- 
nt, qu 
Matelski 


Windows 


ty services,” 
He’s_ seekir 


, SQL and J.D 


NT, 


Oracle Edwards 


market is J 
wards ad istrator,” Matelski 
says. The city’s two gurus were 
lured away by local companies 
in private industry that offered 


salaries as much as 40 
than they previously earned. 
In Orlando, it’s not uncom- 


mon for an individual with 
more than a year of experience 
in J. D. Edwards to earn a salary 
of $90,000, Matelski says. To 
counter the trend, Matelski is 
offering J. D. Edwards training 
to build bench strength among 
his employees. 

If you’re looking for an IT 
job in Orlando, don’t limit your 
search to the obvious “glam- 
our” companies. D 


Vitiello is a freelance writer in 


East Brunswick, N.J 


ORLANDO 


TOP FIVE EMPLOYERS 


1 WALT DISNEY WORLD 
2 FLORIDA HOSPITAL 
3 PUBLIX 


9 WINN-DIXIE STORES 





ie 


Project Director For SACWIS 


The Florida Department of Children and Families Peking 


Submit state of Florida employment application to: Jo Moore. 
CF Technology Centre, 1940 North Monroe Street, Tallahassee, 
0710, (850) 487-8169, FAX (850) 487-6799 

S - Jo Moore@DCFState.FLUS DEADLINE: 5 

st 11, 1999 EEO/AA Employer/Veterans Preference 


The sharpest 
tool in LT. =," 


Over 2.7 million 
monthly page views 


To place your job postings 
and banner advertising 


call 1-800-343-6474, xs000 


; 
.T. Consulting 
Careers 


-—_TTCAREERS SCOPE asi 


aa 
eld toad 
TH ee aa 


= Ae MPUTERWORLD 


computerworldcareers.com 
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IT CAREERS SCOPE 


Time Cugtofmer S@nyice, Inc. 


Utilizing advanced technology, the high caliber 
Information Systems team at Time Customer 
Service, Inc. facilitates the flow of information to 
and from subscribers to Time Inc. publications 


Join us in beautiful Tampa Bay to share in a 
range of excellent challenges and rewards.. 


. Software Developers 
¢ Software Engineers 
* PowerBuilder Developers 


i na" oemerhemn DASD Administrator 

* Sybase s a 

* Object-Oriented System Mabry Hwy *4 years in a large ent 
Designers S 


* Software Quality Assurance 
Analysts 


* Technical Project Managers 
* Technical Writers (RoboHelp) 


Call Our Technical Job Line 
1-800-Nielsen 


Software wizards who join us now 


Programmer Analyst 
Time Customer 5+ yours anelyee 60 
° PowerBuilder Service, Inc. ‘ae 
° JAVA 


° HTML 


Warehousing 
* ROLAP 
* OOA/OOD * ActiveX 
¢ SQL Server * ASP 
* Sybase °NT 
¢ Redbrick 
*SAS 


Tampa, FL aacidmaeinns ==: oe 
33609 “6 a 4 


¢ Sun Solaris 
° UNIX 


t and imr 





Fax: 
813.998.2388 


‘ing Specialist 





Email: ais 
- Network Systems Specialist 
resumes@ o 6 eeaes cates paceiniad Gaaasecnn 


Call our Technical Job Line for more 


will work on the mosi leading-edge 
technologies in the marketplace, 
while enjoying an amazing benefit 
package that includes: 


* Casual-Professional Workplace 

* Significant Growth Potential 

* Medical/DentaV/Vision Coverage 

* 401K, Retirement & Stock Purchase 


information or send your resume to: 
Nielsen Media Research 

Human Resources/Staffing 

375 Patricia Ave. 

Dunedin, FL 34698-8190 

Fax: (727) 738-3012 

E-mail: hr@nielsenmedia.com 
Web: www.nielsenmedia.com 


customersvc.com 





http: //time. 
custserv.com 


* Tuition Reimbursement ~<a 


* Life & Disability Insurance | LW” NIELSEN| MEDIA 
* Paid Time Off Ma 


EOE M/F/D/V 


|RESEARCH 


Systems Programmers 
Support Analysts 
Sales Representatives 


Become the Talent Behind Tomorrow's Technology 
| Customized Transportation, Inc. (CTI) - one of the nation's leading supply chain management 


| providers employs over 3,700 professionals worldwide. This team of logistics and technology 
| experts design, operate and manage integrated logistics operations. CTI is one of the first logis- 
| tics providers in the industry to provide advanced technology solutions for many Fortune 500 


companies. 

The fastest growing operating unit of CSX Corporation, CT! is expanding its Jacksonville 
Florida - based Information Technology staff and is offering many exciting career opportunities 
RPG Systems Engineers 
EDI Systems Engineers - Gentran, Mercator 
JDEdwards World Product Manager 
2 Transportation Manager/ITLS Product Manager 
C++ Systems Engineers 
Business Systems Analysts 


OMPUTERWORLD 


f 


(eC 
irs 


4 


i 


| If you are a Technology expert specializing in the areas listed above and are s 
| ronment where you can make an impact, please send your resume and salary history to 
cTl 
Attn: CAH/CW/CFF 
No phone calls please 
Fax: 904-928-1547 
Email: Carol_Higley@CSX.com 
www.cti-logistics.com 
EOE/M/F/D/V 
Women and Minorities Encouraged to Apply 


MUMML/// CV" 


2eking an envi- 


You want a job you'll love, and a career that will take you 
Systems provides both and much more because we're aft 
that the computer profession has to offer. If you t! 


4 >t rir no 
s in the printing and 


INK you d enjov 
working with respected le nmunication 
industry, developing cutting-edge products, solving challenging 
problems, or working with international clients, then 


he outstanding opportunities waiting for you at Bart 


Fax or e-mail us your resume today: 
(352)491-3141, personnel@barrsys.com 








IT CAREERS MIDWEST 


[SR PROG/ANLYST 
|Consult w clients 

design, dvip, test, impiem 
|maintain, document comput 
er info sys 

PROGR 


|Prep 


equiv 

exp. PROG 
reqd. $100,0 
OT as needed 
to: Kim Thor 
RN1, 100 Peac 


PROGRAMMER ANALYS 
( KY - Under 
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The 1999 
Regional Conferences 


aren 
Ev) 


ae nts 
Cea RRe bt 
& RETENTION 
CONFERENCE 


Pe 
Monday 
August 30, 1999 


Rosemont Convention Center 
Chicago, Illinois 


Weil 
DC 


eat ib 1 
Cia ae ic 
& RETENTION 
CONFERENCE 





Monday 
September 27, 1999 


Fairview Park Marriott 
Falls Church, Virginia 


——— 


Dallas 
rN] 


ca 
Ci Re 
& RETENTION 
Pa tai 


Monday 


October 18, 1999 
Wyndham Garden Hotel 
Dallas, Texas 


ants} 
Avie! 


& RETENTION 
ba be ai be 


ree 
Monday 
August 30, 1999 


Rosemont Convention Center 
Chicago, Illinois 


an 


England | 


ca he 

RECRUITING 
& RETENTION 
CONFERENCE 


Monday 


October 4, 1999 
Boston Marriott Burlington 
Burlington, Massachusetts 


Atlanta 
yas] 


iL it 
RECRUITING 
& RETENTION 
CONFERENCE 


Monday 


November 8, 1999 
J.W. Marriott Hotel-Lenox 
Atlanta, Georgia 


te 
RECRUITING 
& RETENTION 
CONFERENCE 





PUTERWORLD 


= 


Monday 


November 15, 1999 
Hotel Sofitel 
San Francisco Bay California 


Slo 
GLSLSLAS 


[ 


f 


For registration information 
call 1-800-488-9204 





artment 
| Services 83 Second 
Avenue, Burlington, MA 01803 
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ener The Computerworld 
Ne « 
=e Chicago Area 
foe) Lechnical Recruiting & 
ween retention Conference! 
Monday, August 30, 1999 
Rosemont Convention Center, Chicago, Illinois 


On August 30, 1999, you have a special opportunity to update your 
recruiting skills and network with recruiters in your area at the 
third annual Chicago Area Technical Recruiting & Retention 
Conference, at the Rosemont Convention Center, Chicago, Illinois. 


SELECTED SESSIONS INCLUDE: 
" 3 Sourcing Techniques 


4 Cathy Peterson, Romac International 


A FULL SCHEDULE OF CONTEMPORARY TOPICS 


Continental Breakfast 
& Conference Registration 


General Session: 


SOURCING TECHNIQUES 


Cathy Peterson, Romac International 


Sponsor Showcase/Coffee Break 


General Session: 
SILENT IMPACT: THE BASIC 
TENETS OF STAFFING & BOTTOM 
LINE EFFECTS 


Dan Hanyzewski, Mastech Corp. 
12:00pm Luncheon Keynote 


1:30pm General Session: 
DEFENDING THE FORT, 
RETENTION TECHNIQUES 


Joe Andrews, Progress Software 
Sponsor Showcase/Coffee Break 


General Session: 
CUTTING EDGE TOOLS FOR THE 


INTERNET RECRUITER _ 
Dr. Bret Hollander, NETRECRUTITER 


Program ends 


CONFERENCE REGISTRATION FEE* 
On or before August 1, 1999 





After August 1, 1999 _ 








Are you covering all your recruiting possibilities 
in today’s market? Get the latest update on the 
various sourcing techniques in this tactical pre 


sentation. 


Silent Impact: The Basic Tenets of 
Staffing & Bottom Line Effects 


Dan Hanyzewski, Mastech Corp. 

The recruitment organization has a silent but 
profound impact on the success, or lack thereof 
on a corporation's financial performarice. So 
how does the staffing department - a cost cen 
ter- drive a PXL mentality? Find out more in 


this key session 


Defending the Fort, Retention 
Techniques 


Joe Andrews, Progress Software 

Based on the front-line experiences of an HR 
executive in a technology company, you'll gain 
keen insight on some of the winning nonmon 
etary perks needed to help ensure that your 
company is the “greener pasture.” 


Cutting Edge Tools for the Internet 


Dr. Bret Hollander, NETRECRUITER 
Recruiting changes every second on the 
Internet. This practical session from a leading 
internet recruiting professional will deliver the 


latest in electronic recruiting tools 


Find LT. 
Consulting 
Careers Here 


For more infermation, call the conference hotline: 1-800-488-9204 


computerworldcareers.com 


|IMJC/ESA, P.O. Box 11170 
|Detroit, Mi 48211-1170, Ref 
|#21499 “Employer Paid Ad 





Superhighway 
To Success 


800.5 


IN THE ORIVER’S 


LIBER SAP PROFE 


“TERM POS!IT!IO > AT LEAC 


LOSE. Wes K PRO 
SIENT IN ALL MODUL 
TECHNICAL, 

PEAK Tc 


MARK-IT.CE 


roo) 


MFT 


SAP NATIONAL 


Datamatics ; 


Oracle Developer 2000-Visual Basic- 
MS Access-AS/400 COBOL/400- 
RPG/400 AS/SET- DB2-CICS-Cobol- 
VSAM-JCL-IDMS-MicroFocus Cobol- 
Unix-C, C++-Java-HTML-Cold Fusion: 
Oracle Financials-Sybase Developer: 
Power Builder-Progress-MFG PRO- 
Oracle Data Base 
Administrator: 
informix 
Developers: 
Lotus Notes 
Developer: 
Domino: 

Lotus 

Scripts 


t be willing to reloca 
We offer very attractive salaries, benef 
and relocation assistance. Kindly e-ma 
fax or mail resumes to address below 


Sandidates mus 


Bee 


| er 
ia Ure ears 


eer ax: 77 eee) 


GA 30096 


obs ciusacom 


PRACTICE 


= 
ee | 
u've worked hard to build your 


skills. Now you're ready to put 
them to work. We have something 


TCSI ly growing 
ftware 


telecom 


r in object-oriented 
powerhouses like NTT 
echnology. and Motorola 
TCSI's techno! 

TCS! serves custom 
ffices in San Jose, Alameda, a 
throughout the world. We have 
rtunities at all 
technical pro 
als: fluency in Japanese is 


you have obyect-or 


CORBA, ORBIX, C++, OOD 
*Telecom Standards & Protocols 
TMN, Q3, CMIP 

*Telecom Application Software 
NMS, EMS 


The following positions are avail 


Assurance 


¢ have immediate opportunities 
im the US, UK, and Japan 
you are enthusiastic and self 
vated, connect with TCS! 
Please fax or e-mail your text for 
mat res direct tc 
nrads @tcs 
TCS! Corporation 
150 Almaden Bivd. #900 
San Jose, CA 95113-2207 
Fax: 408-975-2535 
Email: nrads@tcsi.com 
www.tcsi.com 
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mY 


BlueCross BlueShield 
of Montana 


An Independent Licensee of the Blue Cross and Blue Shield Association 


Follow the Lewis & Clark trail to Helena, Montana, 
the Heart of the Rockies, a recreational paradise 


of numerous lakes, rivers & parks 


#CW3 ai 


Blue Cross and Blue Shield of Montana 
Attn: Human Resources 
PO Box 4309 
Helena, MT 59604 


www.bcbsmt.com 


Equal Opportun mplayer, M/F 


A mri SOURCE 


Consulting - Software Engineering - Systems Integration 
Online Services - Technology Transfer ~ New Media 


[ One of the fastest growing companies with global vision and a 
| presence in 12 countries, we seek IT professionals, Technical | 
Recruiters and Marketing Executives. Excellent benefits. EOE. | 


Current Openings 


| GUIs: Visual Basic, Visual C++, PowerBuilder, Developer/2000, Centura, 
| Visual RPG, VFoxPro 

ERP Solutions : SAP, MFG/PRO,BaaN, Oracle Applications, PeopleSoft, 
JD Edwards, Lawson 

Administrators : SAP R/3 BASIS, Unix, HP-UX, Solaris, AIX, OpenVMS. 
| MVS, Lotus Notes 

DBAs: DB2, Informix, Oracle, Sybase, MS SQL Server, Rdb/VMS, Progress, 
Adabas, Ingres 

4GLs: Informix, Progress, Cognos, FOCUS, Natural/Natural2, ABAP/4, SQL 
Groupware: (Lotus Notes, Domino Server), (Exchange, Outlook, CDO. 
| VBScript, 11S) 

| Skillsets : (VAX COBOL, Rdb/VMS, DECforms, ACMS), (Java, JDK, JDBC. 
AWT, Java Beans, Java Applets), (Cobol ll, DB2, CICS), (Oracle, Pro*C, PL/ 
SQL), (Informix 4GL, ESQLIC, Unix), (Unix, C++, RDBMS), (VAX C, Rdb/VMS) 
{IMS DB/DC, COBOL), (IDMS, ADS/O), (Datacom, IDEAL), (RPG/400 or CO- 
| BOL/400, CL/400, DB2/400, Query/400), (VB, ASP, ADO, MTS), (VC++, MFC. 
COM/DCOM, Remote OLE), (VB SQL Server, Crystal Reports), WISE 
CASE: Synon/2E (Cool/2E), Designer/2000, Rational Rose, ERwin, etc 
Middleware: Tuxedo, Encina, CORBA 2.0 and liOP-compatible ORBs 
(Orbix, Jasmine) 


732.548.4300 - Fax: 732.548.4331 
: Resume @AmeriSOURCE.cc 


CORPORATE: 379 Thornall Street, Edison, NJ 08837 
BOSTON: Newron, MA 0 CHICAGO: East Moline, 


[COMPUTER 


ting pro-| 
1d doc 
exper 


Gf Group 


Designe 
)00, Oracle A 


e year of experi 


senior software engi-| 


send your resume with 
requirements indicat 

code ACW799 to: Informix 
Software inc Dept ASJ-| 
049E, Professional 

4100 Boh 


th or Physics or sci 
|tific or business related fieid. Will) 
cept Bachelor's degree or for-| 
with five ye. 
gressive experience as com 
er professional Salary:! 
900 per/yr, 40 hrs/wk., 9 
|5:00 p.m. Please submit res 
jumes to: Mr. Duane M. Brentzel 
www.informix.com |Mar Greensburg Job Ctr., 599] 


INFORMIX _ Sells Lane, Greensburg, PA 


vita [15601: Job Ord 9098850. | 


informix.com 
|No phone calls, please 


MAINFRAME & 
CLIENT SERVER | 
CPPSereres 


Programmers 
Programmer/Analysts 
Systems Analysts 
Technical Consultants 


| web at: www.IMRglobal.c 


EOE 
IMRglobal 


the power of vision 
the value of results. 
north america - europe 
asia-pacific 


Se 


SOFTWARE ENGINEERS] 
required for design, analy | 
sis, programming, imple-| 
jmentat ion and testing of} 
|Oracle based applications] 
|for order processing using] 
|Oracle Financials and relat-| 
ed Oracle Designer &| 
Developer 2000 utilities| 
jincluding Y2K compliance} 
jtesti ing. Master's degree 
jrequired in Math, 
IComputers Engineering or| 
jany other related field of 
study plus 3 years of experi- 
jence in the job duties 
\described above. Employer} 
jwill accept a Bachelor's} 
|degree and 5 years of expe-} 
jrience in place of the} 
|Master's and 3 years men-| 
tioned above. Must have} 
jproof of legal authority to} 
jwork in the U.S. Salary:| 
|$65,000/year for a 40- hour] 
work week. Interested appli-| 
cants contact the Oklahoma 
State Employment Service 
1110 South Hartford, Suite] 
106, Tulsa, OK 74120 (I.D.} 
#7207). Phone number} 
(918) 596-7200. Refer to] 
Job Order #372906. Ad paid 
by an Equal Opportunity 


itation. Work involves exter 


jsive travel and frequent reloca 


B and 1 of Group} 
f A and 1 of B; OR 2 of 
> as follows: Gi 
IBM ES 
Group B 
SO, VSAM 
TELON, COBOL. JCL 
RPG/400, COBOL/400.} 
|Master's degree e of sever 
limited fields: Computer| 
c/Apps, Eng., Chem., Math Or 
|Physics. Will accept Bachelors 
Jegree with J rs Oo pro-| 
ve exper mputer} 
professional. Salary is $70,000} 
per/yr, 40 hrs/wk., 9:00 
Please submit resume to: Mr.| 
|Ralph Fertig Acting Mgr., Pgh} 
| 320 Bilmar Dr 


IMS, IDM 


lest Job Ctr 
ittsburgh, PA 


[No 1026440. 


sult w/users perform | fu sil arta 
lof P/A duties for client/server & 
intranet/internet based appis 
jusing Microsoft Visual Basic, 
orland Paradox, MS Access 
}& SQL in mainframe & PC envi- 
jrons. & DOS & Windows o/s 
Ensure existing appls.' Y2K 
|compliance, make necessary 
}source code mods. & perf 
jother rel. duties. Sal @$45,000/} 
yr O/T @$32.45/hr.; Req's} 
|travel & MS in oe Sci., Elec. 
Eng. or Rel. Field. Send 
[resumes to Jennifer Hansson 
jAerotek/Maxim Group, Inc 
}7301 Parkway Dr., Hanover, 
= 21076. ID Ref. #LK-99- 
2208 | 
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gine 
» and implement softwe re 
S to determine feasibility 
f design and directs software} 
jtesting procedures, program 
ig and documentation. Work 
involves € el and fre 
}quent relocation 
lye ar of experience in j 
jor as a computer professional as 
|well as one year of experience} 
using: 1 of Group A and 1 of 
{Group B and 1 of Grou 2 
jof A and 1 of B; OR 2 
lof C as follows: Group A - DI 
}IBM3090, IBM ES9000, MV: 
IDMS; Group B - CL/40 
jC S, TSO, VSAM; Grou 
| TELON COBOL, JCL, A 
|RPG/400, COBOL/400. Bach 
one of several 
Computer Sci: 
Chem., Math or 
alary is $65,000 
wk., 9:00-5:( 
submit resumes to Ms 
araet Weekerly, Act Mgr. 
dace Job Cir., 227 W. 
t., Butler, PA 
Job Order 


ject Mgr/Dir - Direct & Coord-] 
jinate company’s software, ERP 
1& turnkey IT project. Resp for} 
|project control mgmt, proposal 
|mgmt, cost engineering, project 
|statfing &bi ess development 
|Req MS in Comp Sci w/ no exp.} 
jor Bach. in Eng/Comp.Sci & 5 
lyrs progressive exp. Software 
|Engineer Design & develop 
|software sys & analyze reqs for 
jde sign feasibility w/in time & cost 
jconstraints, eval interface btn 
hardware & software reqs. of ov: 
jerall sys & consult w/ staff. Req! 
\8 h. in mp Sci or related} 
| & 2 yrs exp. Positions also 
javail. for Software Eng. w 
|Masters in Comp Sci & 1 yr exp 
in job offered or 1 yr exp in Tech 
|Marketing Engineer. Programm- 
ler Analyst - Analyze & devise 
|comp sys & programs. Develop 
S per user reqs. convert 

|sp into coding instructions. 
|Req Bach in Comp Sci or related 
lfield & 2 yrs exp. Positions also 
avail. for Prog. Analysts w/ Mas: 
ters in Comp Sci & 1 yr exp 
| id resume for desired position 
|to Transnational Computer Tech- 
|nology, 8150 Leesburg Pike, Ste 
706, VA 22182 Attn: Dr. Alula 


[SOF FTWARE ENGINEERS re-| 

quired. Design, programming} 
land implementation of client/ 
Iserver architecture. Design 
jadminister Sybase SQL data- 
|bas' S and graphical user in- 
|terfaces (GUIs) using Power- 
|Builder and Visual C++. Mas-} 
jter's required in Math, Com- 
|puters, Engineering or any 
jother related field of study] 
jplus three years of experi- 
jence Employer will accept 
ja Bachelor's and 5 years pius 
jexperience in lieu of the 
|Master's and 3 years men- 
tioned above. Must have proof 
|of legal authority to work in the 
|U.S. Salary: $80,000/year for a 
|40-hour work week. Interested 
japplicants contact the Oklaho- 
jma State Employment Ser- 
vice, 110 South Hartford 
|Suite 106, Tulsa, OK 74120 
|(1.0. #7207). Phone number| 
(918) 596-7200. Refer to Job 
|Order #373284. An Equal Op- 
[portunity Employer. 


oor eaiampanenall 


[SOFTWARE ENGINEERS 
jrequired for analysis, pro- 
gramming implementation 
and testing of the systems 
jlevel software on IBM AS/400 
platforms including design of 
jSsystem security and backup/ 
recovery procedures. Bach- 
jelor's degree required in Math, 
Computers, Engineering or 
jany other related fields of 
study plus three years of 
experience in the job duties 
|described above. If no degree. 
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}#373562. An Equal Oppor- 
tunity Employer. | 
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IBM Posts Second 
Strong ‘ howing 


But year’s ; end could 
be tough on profits 


BY MATT HAMBLEN 
BM (NYSE:IBM) 
strong second quarter last week 
that followed a healthy first quar- 
ter, but analysts warn that the last 
half of this year could be tougher 
on Big Blue. 
The 


reported a 


company cited strong 


revenue across all business INDUSTRY 
ALMANAC 


lines in its results, which ex- 
ceeded analysts’ expectations. 
up 
last year’s 


Revenue was $21.9 billion, 
16.4% from $18.8 billion in 
second quarter. 

Net income rose 65% from the same 
quarter a year ago, from $1.45 billion to 
$2.39 billion. 

Following news of the positive quar- 
ters at IBM and Microsoft Corp., share 


prices decreased somewhat as investors 
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cashed in on profitable stocks. IBM, 
which had been trading as high as a 
per share, fell to $127.50 the day 
week’s news. Its 52-week low was $55.30 


after last 


last summer. 

“IBM’s revenues were 
thought they’d be, 
was obviously 
Maxick, an 
ties Inc. in Chicago. 

Maxick notes that IBM can’t get parts 
fast ThinkPad 
laptop line, which several ana- 
lysts have called 


stronger than 


we and hardwar 


very strong,” says 


analyst at Madison Securi- 


enough to support its 
the most pop 
ular fully functional computer 
of all time. 

Revenue for all IBM person 
al systems, which includes PCs and lap- 
tops, jumped 50%, 
up 3%, services gained 14.6% 


while servers were 
and high- 
investments rose by 


end enterprise 


nearly 17%. 


Success in Services 

But the secret to IBM’s success has 
been its move into services, 
‘IBM’s shift away 
and toward services is going ... 
than 
guessed,” says Sheldon Grodsky, a 
alyst at Grodsky 
South Orange, N.J. 

Several analysts caution 
other big computer 


analysts 
say. from hardware 
a lot 
faster anyone would have 
n an- 
Associates Inc. in 
that IBM, 
like companies, 
could face a softer year’s end compared 
with the last half of 1998, which was 
strong. In addition, “Year 2000 could 
have a quirky affect,” € 

IBM management predicts no Y2K- 
induced slowdown. But Steve Mil 
unovich, an analyst at Merrill Lynch & 
Co. in New York, says year 2000 could 
“potentially restrain” IBM’s fourth- 
quarter performance. D 


srodsky says. 
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_ Microsoft Trades Desktop 
Vision for Online Road M 


] 


BY SHARON GAUDIN cial analyst meeting last week gw Gates d Mic vill | in the wirele 
“We had to ask ourselves if | make its i Pp rm realm of set-top bo: 
the fundamental vision — a P< Web-centri t ssuing i [he Microsoft 
its PC-centric very home a on every >t f Internet application | declined to provide fu 
focus in favor | desktop — that we had for this | programmin nterf th tails on either the “new \ 
of a vision that | company was still right, still levelope vill use to w or a “Web-centric” Windows 
encompasses online ventures | appropriate,” said Microsoft | Web-based Windov pplic , 
and electronic devices, which | President Steve Ballmer. “We | tions Balancing Act 
the company believes will | decided it wasn’t....We have | m Microsoft is recommending Microsoft is busy trying to 
maintain its technology dy- | to empower people through | that P¢ anufacturer ake | balance their old vision with 
nasty long into the new cen- | great software anywhere, any telephone servic a part of ne that will actually work for 
tury. place, anytime.” n the next y them,” said Neil MacDonald 
That’s the road map Mi- Ballmer and Microsoft CEO | m Both Gates and Ballmer said 
crosoft executives laid out to | Bill Gates partially sketched | Microsoft wi 


attendees at its annual finan- | out the following road map: cus and financ *xpe re Continued from page | 
f I I 


Continued from page 1 ing’ exploring code to fi le ire in cz fa Compaq CEO 


ure out how it works and then reach of ct, Neberg 


. > re-creating it. uid : v\ d require a | work needs to be done. “We've 

Icensing Che proposal “would make it | vendor to provi 1S-day ad- | gone through a period of very 

easier [for vendors] to produce | vance notice before t complex integrations,” he said, 

and Silicon Valley attorney. bad software” and escape their | action.D “and a lot of energy needs to be 
UCITA, formerly known as | legal liabilities, said Barbara Si- spent on them,’ 


Article 2B of the Uniform | mons, presidert of the Associ- Compaq has been reeling | happy 
, 


Commercial Code, is being de ition for Computing Machin- As Bill Matured since former CEO f ard | than just few 
veloped by the National Con- | ery, a New York-based associa- 3 Pfeiffer was forced out in April, ounts,” especially 


C 


ference of Commissioners on | tion of 80,000 computing pro- after Compagq’s first-quarter ave defected to Dell Comput 


Uniform State Laws (NCCUSL). | fessionals. Users Not Heard profit was less than half of ana- | er Corp. and IBM, said analyst 


It’s intended to bring uni- For example, UCITA would A lysts’ predictions. Six top exec- | Rob Enderle at Giga Informa 
4 DIG problem with the 
{ 


yment of UCITA 


formity to laws surrounding | allow vendors to sell shrink- 


utives have since left the com tion Group Inc. in Mountain 
Of } 
i 


the sale and support of com wrap software “as is,” with bat pany. Analysts said Com i View, Calif 
S tat users V : 


tuned out 


mercial software. only warranties. expected to post a second Dennis Harvat, 


Critics said users will be Not all users are against Typically at quarter loss of $250 million in | at Gillette Co.’s stationery prod- 
} 1 . , aniiians ypically a neeting a z 
hurt by various provisions, | UCITA. Ina letter dated July 5, ‘i an its report this Wednesday Ic i n Santa Mor 


such as one that would let a} Paul R. Eichbauer, assistant epoca Re ‘apellas wouldn’t discuss | Cal said his division 
vendor electronically shut off | general counsel at Daimler- : nee earnings last week. He focused noved away from Compaq t 
a customer’s system if it be- | Chrysler AG, wrote the while another “hunc d folk on future moves, including a | Dell and Gateway desktoj 
lieved the buyer had violated | NCCUSL to express support pe behalf 8 global reorganization’ into | laptops in the past year. ‘ 
part of the licensing agree- | for the proposed legislation, , nd book publish- three units that he announced | felt uncertain about Co 
ment. noting that it “strikes a fair bal ers.” sa n Kaner. aus is chief operating officer last | direction since its 
“Being able to disable soft- | ance between licensor and idvoce r. Co-au- month [News, June 21]. of Digital,” Harvat said. 
ware remotely is something | licensee interests.” I > book Bad Capellas said he’s commit- Another _ user, 
that I would be very opposed Other users are disturbed by (Wiley, 1998), Kaner has been ted to expanding a nascent di Pearey, IT director 
to, because I don’t want any | a UCITA provision that make attending UCITA meetings rect-sales model to 40% of | Anaheim Me al Center in 
vendor to have a back door to | shrink-wrap software licenses since 1996. Kaner said the re sales. He said he would pre Anaheim, Calif., said his man 
ny installation. Period,” said | enforceable, even though cus- tis that” serve Digital’s service compo- | agement requires him to pur 
ruce Johnson, director of in- | tomers wouldn’t get to see the COF Ses or alternatives nent and develop high-end | chase Compaq PCs, but the 
formation services at the law | licenses until after they buy mo u computing operating systems with Celeron processors 
firm Robinson Silverman | and open the package. and trade H 
Pearce Aronsohn & Berman But Mark Nebergall, vice PaaS oe ITA aren't Kernel and true, 64-bit Unix stwork cards more 
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RANKLY SPEAKING 


‘The Y2K basics — 
one more time 


IRST THINGS FIRST: Two weeks ago, while thanking 

Y2K-fix teams for their efforts, I wrote, “And 98% of banks 

are ready, automated teller machines and all, according to 

federal bank examiners. On Jan. 1, it appears nothing will 

go wrong.” That’s wrong — 98% of U.S. banks are rated 
“satisfactory” in their Y2K progress, which is very different from 
being year 2000-ready. That’s my fault, and I regret the error. 


But from the reaction of some Y2K propheteers, 
you'd think I declared their favorite catastrophe 
over, the battle done, the fixes complete. 

That's ridiculous. I never wrote any such 

und no Computerworld reader would be- 

l t anyway. Most corporate IT shops are 
waist deep in fixing year 2000 bugs and testing. 
rhe rest are neck deep — at least. Plenty of 
long hours and bleary eyes are in evidence in IT 
shops these days, but no compla- 
cency about Y2K 


The catch, of course, is that 


these days, corporate IT people 


aren't the only ones reading 
Computerworld. So along with 
the messages of appreciation 
from Y2K IT workers (my fa- 
imply, “You're wel- 
t some amazingly of- 
ded e-mail from 
who read that column by 
way of non-IT Y2K Web sites. 
I idn’t call me any names 
i before. Remem- 
en about Linux, too. 
med to figure that, 
id there was some- 
thankful for in our 
is, I must be some kind 
y-eyed Pollyanna who 
o Y2K problem 
n case they’re still lis- 
ind in case this col- 
11 audience needs a real- 
ity check to toss in the direction 
less types and 


*xecutives, Du 


let’s walk through the 
basics one more time. 

Y2K is real. All told, it will cost a trillion 
dollars in hardware, software, labor and lost 
business 

Y2K bugs won't all be fixed in time. Most critical 
systems will be fixed. But everything? No way. 
And the work won't be over when we pass the 
deadline. We'll still be cleaning up the last of 


den. 


Most IT 
shops did 
their Y2K 

fixes without 
screwing up. 


this mess five years from now. 

Y2K has cost real businesses real money. Prob- 
lems with credit cards, magazine subscriptions, 
annual memberships — anything that already 
points to 2000 and beyond — have meant lost 
sales and aggravated customers. And more than 
two-thirds of businesses have already hit some 
kind of year 2000 problem, according to a Cap 
Gemini America study. 

Y2K always gets the blame. All 
big, new computer systems have 
year 2000 compliance in the re- 
quirements. Many big, new sys- 
tems fail — just as they always 
have. But all such failures are 
tagged as Y2K failures these days 
— whether the problem was 
really year 2000-related or not. 

Most high-profile Y2K disasters 
have been triggered by fixes and 
tests gone awry... A sewage spill 
in a Los Angeles suburb, lost 
luggage at Air France, a citywide 
water shutoff in Wisconsin — all 
were caused by year 2000 re- 
pairs, replacements or tests tha 
went wrong. 

. . But it could be far, far worse. 
Most IT shops have managed to 
do their Y2K fixes without 
screwing up or blowing a hole in 
the business. For that, they de- 
serve an “attaboy” — it’s not as 
easy as it seems to kibitzers. Just 
ask anyone on those sewage- 
drenched streets in California. 

Everyone should be prepared for 
disaster - any disaster. It doesn’t 
take Y2K to cut off water, power, 
gas and food. Hurricanes, tornadoes, ice storms, 
floods and earthquakes can do that — and they 
won't wait for Jan. 1.3 
Hayes, Computerworld’s staff columnist, has 
covered IT for 20 years. His e-mail address is 


frank_hayes@computerworld.com. 


LEADING INDICATOR A friend 
of the Tank reports the neighbors 
are watching his every move 
They know he’s in charge of Y2K 
work for a local utility; they want 
hints to figure out what's in store 
come Jan. 1. “I plan to replenish 
my wood pile this fall,” he says 

“lL imagine the neighborhood will 
panic.” 


A CHILLING LITTLE reminder 
of how much the Defense De- 
partment's Information Manage- 
ment Officers resemble ClOs: A 
lot of them “have just been given 
that title. They don’t know what 
they're doing; they don’t have the 
training.” Thanks to a Tankster 
whose base and title will remain 
a military secret 


LINES AROUND THE BLOCK. 
Three-month waits. That's what 
British Passport Agency offices 
ended up with after putting in a 
new computer system. Now 
Sharky hears the government 
agency is being stripped of its 
Charter Mark, the prestigious 
customer-service award it has 
held since 1992. This time, it’s 
not just IT heads that will roll 
looks like the boss, Immigration 
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Minister Mike O'Brien, will get 
the chop, too 


SHARKY’S IDEA of a post-Y2K 
vacation includes as little tech- 
nology as possible. But an outfit 
called Geek Cruises (www 
geekcruises.com) is rounding up 
techies who want to combine a 
course in Perl programming with 
a weeklong boat trip to Alaska, 
leaving next Memorial Day 

The Shark’s in-laws took a 
similar cruise, sans Perl, and said 
the views were spectacular. 
Thanks, but Sharky will stick 
with baseball and a code-free 
backyard barbecue 


“DNS poisoning” is what one 
expert said caused prospective 
visitors to www. hillary2000.org 
- Hillary Clinton’s New York Sen- 
ate campaign site - last week to 
end up at wwwhillaryno. com, a 
site run by the Friends of Giuliani 
No sympathy here for either side, 
but if they can hack a politician's 
domain name, they can hack 
yours and mine, too. If you're 
hacked off at a boss, vendor or 
even politician, let Sharky know 
sharky@computerworld. 
com. 
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‘One ot the first things 
installing NT Serve 


“Za 


you want to do before 


Y 1S fog the users to 


Keep them calm during the procaduve." 
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You've Put a Lot of Time, Money, and Data into 
Your Enterprise System. 


SAS* Solutions Assure You Don’t Blow It. 


You're ready to start reaping a return on your ERP investment @ Access, consolidate, and integrate corporate data 
You’re set to turn your operational data into information that whatever its source-——R/3, other ERP systems, 
supports strategic decision making. But first you need to get or other data sources 
to the data...and your data deposits are still locked away 

@ Arrive at profitable decisions using data mining 
SAS intelligent warehousing solutions—from the world’s 
leader in data warehousing and decision support—let 
you gain immediate access to SAP AG’s R/3, or any other 
data, right now. What’s more you'll have the capabilities 
you need to transform raw data into real business intelli- 
gence—and true competitive advantage. 


® Build competitive advantage through customer 
relationship management, balanced scorecard, 
and more 


Visit us at www.Sas.com/erpdividends for more information 
Our solutions leverage strategic partnerships and are and to request our free guide: Maximizing Return on Your 
Year 2000 compliant, fully Web enabled, and platform SAP AG R/3 Investment. Or give us a call at 919-677-8200. 
independent. 
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62 MILLION PASSENGERS. 
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FORTUNATELY, AmericanAirlines 
RELIES ON KINGSTON SERVER MEMORY. 


kingston Server Memory WHy DOES AMERICAN AIRLINES CHOOSE KINGSTON® MEMORY [or ils 


revenue management servers? Because its tested under conditions far more demanding 


than any | world situation. And it comes with a lifetime warranty, so reliability is 


vances when it comes to our servers,” s Matt Walton, Manager of Revenue Management 
ave absolute confidence in Kingston memory.” Find out why more Fortune® 500 companies are 


[o see if you qualify for a free 90-day server memory 
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